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The By-Pass (a distinctive Kewanee 
feature) prevents the garbage from 
smothering the fire—the flames circu- 
lating thru it and around the garbage 
until the refuse is dry enough to burn. 


Catalog 75 gives details 


KEWANEE, BOILER CORPORATION 


Kewanee, Illinois Branches in 40 Principal Cities 


STEEL HEATING BOILERS RADIATORS WATER HEATERS 
TANKS AND WATER HEATING GARBAGE BURNERS 


ENGINEERING 


KEWANEE} 


GARBAGE 
BURNERS 


Every building must have hot water, 
and the most economical method of 
getting it is by using rubbish and 
garbage as part of the necessary fuel. 


Here is a real Kewanee Product — 
solidly built of steel, riveted. A water- 
heating garbage burner as strong and 
dependable as Kewanee Boilers. 
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Coldie’s Lament 


I’m sore and disgusted; 

My tools are all busted, 

And Vogels alone are to blame. 
No matter how cold, 

How new or how old, 

Those Vogels are always the same. 


I work and I sweat 

Till I’m willing to bet 

That at last I’ve discovered a way, 

But when I get through 

The Vogel’s like new ; 

And the tools—well, I throw them away. 


I’ve spent nights and days 

Just thinking up ways; 

And tools and machines I’ve invented. 
It’s the same in the end, 

The tools bust or bend 


And the Vogels—they aren’t even dented. 


I am looking for stuff 

That isn’t so tough 

And gives me a chance to have fun. 
I have said this before 

But I’ll say it once more, 

With Vogels, my boy, I am done. 


You may think that I’m wrong, 
So if you’re feeling strong 

Just tackle a Vogel or two; 

But don’t count on me, 

I’ll let Vogels be. 

I hereby announce—I am through. 
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Number One V ogel Frost 
Proof Closet. Simple in 
operation. Sturdy in construc- 
tion.Half a million in operation. 


Vogel Frost Proof 
Hydrant. Install it 
in Garages. 














Not only Frost Proof but Trouble Proof as well 


**Just re-washered a Vogel Frost-Proof Closet. First time since it was put in 13 years 


ago.”” It is not unusual 


for us to receive such testimonials from plumbers and in every 


case they come to us unsolicited. 


These letters prove to us that the care which we build into every Vogel closet and 
hydrant pays dividends in the extra long service that each one gives. 


JOSEPH A. VOGEL COMPANY 


Wilmington, Del. 


St. Louis, Mo. 








iL, Frost-Proof Products 
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SPECIALTIES 


Today the trade ex- 
pects and demands 
a product that will 
give constant, de- 
pendable service. 





Wolverine 
craftsmanship 
finds expressionin 
even the smallest 
and seemingly in- 
significant acces- 
sory. 


$ 





Wolverine, in 
offering a com- 
plete line of spe- 
clalties, assures 
you a uniform 
standard of 

high quality. 


-8PE $URAD 















, oe 
| We sell the 
retail plumb- 

ing trade ex- 
clusively . . 
- os ee yw 
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Wor ERINI {jeass Works 
GRAND RAPIDS (v8) MICHIGAN 
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RIPLE DUTY BOILERS were re- 

cently subjected to a series 

of rigid and exacting tests in the 

Mechanical Engineering De- 

partment of the University of 

Detroit—and came out with 
flying colors. 


The tests (as shown by the letter 
of Prof. R. E. Lawrence) prove 
again the efficiency of Triple 
Dutyboilers—“under conditions 
corresponding to those found in 
actual everyday service.” 


Users, architects and heating 
contractors unite in hearty en- 
dorsement of Triple Duty as the 
finest boiler built— yet competi- 
tively priced. Popularity of steel 
heating boilers is increasing by 
leaps and bounds and Triple 
Duty, as the outstanding steel 
boiler, offers unusual profit- 
making possibilities to dis- 
tributors. Write us for details. 


Quality Guaranteed | 
| Safety Assured 


TRIPLE DUTY boilers are built to the 
rigid boiler code of the American Society 
of Mechanical Engineers and every boiler 
bears their approval plate ... Likewise 
| they are inspected at every stage of manu- 








facture by the Hartford Insurance Com- 
pany’s department of steam boi'er inspec- 
tion. Every TRIPLE DUTY boiler is 
subjected to tests far in excess of working 
requirements. 














View of the vast plants of 
Bass Foundry and Machine 
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HEAT - INCINERATION - HOT WATER 


v JU 
BOILERS 

















RIPLE DUTY boilers are manufactured by the Bass Foundry & 

Machine Co., of Fort Wayne, Indiana—a multi-million dollar 
organization founded in 1854. The reputation established in nearly 
seventy-five years of manufacturing is the user’s guarantee of satisfac- 
tion with Triple Duty—a Bass product . . . The immense resources of 
the Bass Foundry & Machine Co., including coal and iron mines, 
foundries, forge and machine shops, plus the experience and skill 
gained in manufacturing steel water tube boilers for thirty years, 
make Triple Duty the greatest boiler value on the market today. 
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Company, Fort Wayne, Indiana 
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Tested and Proved 


wee 3 niversity 


of Detrott 
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i Fuel Savings of 
from 25% to50% . . .« «© «© « « « 


Fuel savings of from 25% to 50% have resulted in 
cases when ordinary boilers have been replaced by 
Triple Duty. This is due to the steel water tube con- 
struction—a type universally used by industries 
but only recently brought within the range of low 
pressure heating requirements by low-cost mass 
production methods. 


Triple Duty Means 
Just That? 





ren . : 7 . 














. . ™ , — = . wai 
A Triple Duty Boiler—coal fired — with oil burner idle but 


available for immediate use. The dual combination chamber 

of Triple Duty makes it possible to burn oil, gas or coal either 

singly or in combination, providing unusual efficiency and, at 

the same time, a security to the owner that is not possible with 
ordinary type of boiler. 









Hot Water Without Special 
Equipment; Much Lower Cost. . . 


The Triple Duty built-in hot water supply elimi- 
nates the usually inefficient separate hot water 
heater. Lower priced fuel—more efficiently burned 
—reduces hot water expense to a mere fraction of 
the usual cost. 


Ineineration . . e 
At Pi | Profit = - — a > * se 7 * ie . 


Theordinary refuse incinerator is expensive to install, 
often objectionable in operation, and even more ex- 
pensive to operate. The Triple Duty actually incin- 
erates at a profit. The heat generated by the burning 
refuse is used by the boiler—no gas fuel expense 
being incurred. 

Distributors Wanted—TRIPLE DUTY answers a well-defined 

need and offers dealers an unusually clean, profitable business. Installation 


handled by the steamfitter. Naturally, there’s no service. With TRIPLE 
DUTY—the SALES PROFIT is the FINAL PROFIT. Write for details. 


———y 








Mail This Coupon ~~ 


TRIPLE DUTY BOILER COMPANY 
2008 Fisher Building, Detroit, Michigan 


1 am interested in the sales features of TRIPLE DUTY 
boilers and would like for you to send me the free book- 
let, “Manual of Dealer Procedure,” and other literature 
explaining their profit-making possibilities. This, with- 
| out obligation on my part. 





| Name___ a as 


Address PE ne => 
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This book brings you 
the whole story about 
the Jewell line and the 
rematkably complete 
Jewell selling plan. 
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Sell the 
ewell 





J TEMPERATURE REGULATOR 


and increase business 


on all your lines 


The Jewell is a specialty that builds up the heating con- 
tractor’s entire business. When you push it actively, you 
automatically assure yourself of many jobs, not only for 
the Jewell itself, but for practically every line of work 
you are equipped to handle. 


That may sound too good to be true. But it is true, be- 
cause the Jewell fits right into the modernization program. 
You will find your biggest market for Jewell Temperature 
Regulators in homes already built. When you put the 
Jewell sales plan to work and begin to make installations 
in old homes, you will run across any number of other 
plumbing and heating jobs that need to be done. That 
means a Steady stream of new work coming into your shop. 


This specialty with a universal appeal will smooth out many 
of the rough spots in your business. The Jewell boosts your 
profits in otherwise dull months. It can be sold as well on 
new installations as in modernizing old heating plants. 


Get all the details on the Jewell line and the Jewell sell- 
ing plan now. Your copy of the book that tells the whole 
story is waiting for you. Send for it today. Study it. 
Then start pushing the Jewell and watch it speed 














This red mo- 
tor identifies 
the Jewell line 
of complete 
automatic tem- 
perature con- 
trols forall 
types of heat- 
ing plants. 






up your whole business. 


MINNEAPOLIS - HONEYWELL REGULATOR CO. 


Executive Offices: 2801 Fourth Ave., So., Minneapolis 
Factories; Minneapolis, Minn., and Wabash, Ind. 
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ITUSVILLE 


HEATING 
S>OILER 


iy many of New York’s 


famous a partments Cater- 








Tatian CoM dat moiteliaeealste tm or le 
ronage in the world—it is 
significant, indeed, that Ti- 
tusville Boilers were chosen 
olan daP tae Ube testerelactelameitias 
of maintaining correct heat 


at an economic cost. 


Yet, vou have only to know the sterling Fb 
performance record of Titusville Boilers, in 
hundreds of older installations, to realize why 
so many builders and contractors place such 


implicit confidence in Titusville Boilers. 


May we acquaint Vou with aate Bracers: facts 


of Titusville Boiler dependability? 


The Titusville Iron Works Company 


rITUSVILLE, PENNA. 


SALES OFFICES: 
Buffalo, N.Y.: Marine Trust Building 
Chicago, Ill.: 111 W. Monroe Street 
Pittsburgh, Pa.: Farmers Bank Bldg. 
Charlotte, N. C.: 705 Realty Building 
Los Angeles, Calif.: 940 Maple Avenue 


SALES OFFICES: 
New York: 152 W. 42nd Street 
St. Louis, Mo. : 401-2 Bk. of Commerce Bldg. 
Washington, D. C.: 626 Woodward Bldg. 
Cleveland, O.:118St. Claire, E. Cleveland, O. 
Detroit, Mich.: 204 Owen Building 
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“Yes, it is an absolute fact that people 
today are becoming more and more plumb- 
ing conscious,” said a big Chicago builder 
the other day. “The time when we 
could put up a building, equip it with 
ordinary pipe, fairly good sink, lavatory, 
tub and toilet is gone. 


“Today, we've got to have not only the 
latest developments but we've got to 
have the best in materials and workman- 
ship as well. 
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“Youd be surprised at the ever-increas- 
ing number of men and women who will 
inspect the brass goods with a knowing 
eye and refuse to rent or buy the build- 
ing that does not meet with their 
approval. 


“The reason for that is that people have 
had their experiences with poor plumb- 
ing. They're wiser now and it’s getting 
more and more difficult to satisfy them.” 


This builder and any others can escape 
customer criticism and “finish the job” 
so that it will sell with American Brass 


Goods. 
Ask your jobber 


AMERICAN SANITARY MFG. CO. 


ABINGDON, ILLINOIS 
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We have hundreds of letters on file 
from leading heating contractors all 
over the country. They are generous 
in their applause of The Coil Steel 
Boiler for Oil Burning. Perhaps you 
have wondered how you could solve 
the oil heating problem—make money 
yourself and save it for your customer. 
The Coil Steel Boiler is the answer. 
We can point out to you and prove 
its superiority for efficiency and fuel 
economy. 


If desired, Coil Boilers can be fitted 
with grates, etc.,in thirty minutes time. 


Write and let us give 
you the absolute facts 




















STEEL HEATING BOILERS 
AND WATER HEATERS 








MONITOR BOILER COMPANY 


Philadelphia, Pa. 


2 1505 Race Street 











o DOMESTIC ENGINEERING 








SAFE AND SURE 


“Falcon” Pipe and Fittings Tongs mean safety 
and ease in use. When you are working on a 
ladder or scaffold, you’re safe. ‘‘Falcons’’ 
grip. Each chain is proof-tested and CERTI- 
FIED, assuring safety to you and long life to 
the tongs. 


‘Falcons’? operate easily on coils and in close 
quarters. Continuous teeth across the solid, 
central portion of the jaw make them as effi- 
cient on fittings as they are on pipe. 


Everlasting strength in wrought steel construc- 
tion; two tools (a pipe tongs and a fittings 
tongs) at the price of one; hard jobs made easy 





and safe. Six sizes, with either Flat Link chain 
or Cable chain, for 14 to 12-inch pipe and 
fittings. 


J. H. WILLIAMS & CO. 


‘The Wrench People’’ 


New York BUFFALO Chicago 


O0is 


VULCAN’ 
IMPROVED 





LCANS 





4 f. f Z : f ! 
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WILLIAMS 
‘‘FALCON” 
Pipe and Fittings 
Tongs 
with Proof-Tested 
Chain 








CHAIN PIPE TONGS eee 
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~ THE ‘CELEBRATED SKIP TOOTH “DIE 


(Genuine Nye) 








A Letter from 
Harry G. Nye 


February 23, 1929. 





Celebrated 
Solid Skip Tooth Dies 
(Genuine Nye) 


The Nye patented feature of removing 
every alternate tooth in the back of 
the die to reduce friction is used in 


Genuine Nye Solid Skiptooth Dies. 
These dies are hardened and tem- 
pered in oil and made of finest tool 
steel. 





To the Plumbers and Steamfitters of the U. S. A. 


I see where Prof. Burges Johnson, of Syracuse Univer— 
Sity, says we need some new cusswords. The professor must 
have been buying the wrong kind of pipe—tools. 


Anyway, he says that every type of profanity we now use 
has become decadent, worn out, and without vital force, 
whatever that means. 





Nye Four-Way Solid 
Die Stock 


Complete with %, 4%, % and 1-inch 
Genuine Nye Skiptooth Dies. 


a he le tae hen $12.25 


What the professor means is that our cusswords haven't 
any kick to them. No wonder they are worn out, used as much 
as they are. We are as used to them as a mule. 


Words that weren't mailable a few years ago now are 
even femaleable. A show isn't worth seeing if it is fit to 
hear. They say things in a novel now for which a man used 
to be thrown out of a saloon. 





About the only magazine a man dast bring home is the 
Police Gazette or some plumbers' journal. And a co-ed can 
out—cuss a cop. Not only can, but frequently does. 


Nye Three-Way 
Adjustable Die Stock 
Complete with 4%, 34 and 1-inch Dies. 
Net Price....-.-..++.++++++.- 12.84 But, now that our very best people swear, what are our 
very worst people to do? Well, that doesn't bother us 

plumbers, steam-—fitters and electricians. 


Although we are the very best people ourselves, cussing 
has become a lost art, as far as we are concerned. Nye 
Tools have made cussing unnecessary, they work so fast and 
easy. 


In spite of what the professor says, what we need isn't 
more cusswords, but more people who use Nye Tools. Then 
they wouldn't need to cuss. 





Let them get up some new cusswords if they want to. 
I care not who makes the cusswords of my country, if I can 
areas 1929 by Harry G. Nye. 


: All Rights Reserved. 


THE NYE TOOL & MACHINE WORKS 


MANUFACTURERS OF HIGH GRADE PIPE TOOLS 
4120-30 Fullerton Avenue Chicago, Illinois 


Nye Self-Lecking Vise 


igs No, 00 % to 2-inch......... $2.82 net : 
No. 10 & to 2M%-ineh...... 3.34 net make its pipe—tools ° 
No. 20 4% to 3%-inch...... 5.00 net . 
C6 74 
No. 30 % to 4%-inch...... 7.33 net Faithfully yours, 


OTHERWISE KNOWN AS 


Nye Nipple Wrench 
Ratchet Handle 
RE Tae) eee $4.00 





THE CELEBRATED SKIP TOOTH DIE 


(Genuine Nye) 
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ORDERS AND RE-ORDERS PROVE 
THAT THE PUBLIC LIKES IT 


PEAKMAN’S new, gracefully styled Diamond Sink 
Fixture is just what a lot of people have been 
waiting for. 
It is a combination of unusual, permanent beauty 
at a price within the reach of everyone. It gleams 
with the brilliant sparkle of Speakman chromium 
plate. It does not tarnish. It is stain-proof. It 
stays new. 
People have taken to the Diamond Sink Fixture 
with enthusiasm. It offers you quick replacement 
business in exchange for very little selling effort. 


Ask your jobber about it NOW 
SPEAKMAN COMPANY ... Wilmington, Del. 


PHEAKMAN 


SHOWERS & FIXTURES 
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Does Your Customer Realize 


what leaky pipes mean? 


W/HEN building, your customer has 
little thought of rust, or leaky pipes. 
He thinks of the fine convenience his 
plumbing or heating installation will 
afford; and anything like a pipe failure is 
a very dim possibility in his mind. If it 
should happen, five or eight years from 
now, a new piece of pipe here or there 
won't cost much.— So he thinks. 

But you know it’s not quite so simple 
as that. If one of these pipes breaks down 
some day, you'll have to spend a lot of 
time measuring what is required, and 
getting the right tools and materials on 
the job, before you’ve done a stroke of 
the real work of repair, and the cost to 
you will be many times greater than the 
cost of the pipe you replace. Then after 
you're through, walls and floors have to 
be made shipshape again and the fellows 
who do it—the plasterers, and _ tile 
setters, and painters, and decorators, all 
have to be paid. By the time they get 
everything trimmed up as before—if they 
ever do—it’s meant a lot of fuss, and run 
into money,—fifty or a hundred times the 
cost of the guilty pipe, perhaps. 

Why not advise your customer to avoid 
all this by putting in Byers Pipe, which 
will last a lifetime? The extra cost, as you 
know, will be a trifle. True, the pipe it- 


self may run forty, sixty, perhaps even 
seventy percent higher; but even so, it 
adds but a trifle to the total cost of the 
installation. 

You'll do your customer a service by 
making this plain. Alternate Bids are the 
best means of doing it. You start, of 
course, by giving him a bid on the 
cheapest pipe, installed, complete. Then 
give him one on Byers to compare with 
it. He’ll be surprised to see that the extra 
cost is only 5 to 10%. 

In every case, your recommendation of 
good material will make a favorable im- 
pression. If the customer doesn’t agree 
with you, he can still take your lower bid; 
but he can’t blame you for any disap- 
pointment afterward. So you’re doing 
yourself a service as well as him—safe- 
guarding your reputation and increasing 
your chance to get the business. 


Labels for Alternate Bids 


A supply of Alternate Bid Labels will be furnished 
to any Plumbing Contractor on request. Simpl 
paste one on any piping bid, to indicate the sma 


extra cost if Byers is used. You'll be surprised at the 
welcome this receives. 


A. M. BYERS COMPANY 
Established 1864 Pittsburgh, Pa. 
‘Distributors in all Jobbing Centers 


BYERS PIPE 


GENUINE WROUGHT IRON 





ral 
SPU 


protects you against 
mistakes and substitutior 





5 genuine 
7OR, kn 4 
Qreat Must neo for its 
an ij will insure 
will lanewation 
last as t 





















A. M. BYERS CO., 
Dept. D-11, Pittsburgh, Pa. 


Without cost to me, please send me 


ee ae Byers Alternate Bid Labels 
for use on all piping estimates. Also your 
free book,‘’The Installation Cost of Pipe.” 


fF v eae ented eenecoomaneres woes 
(plumber or heating contractor) 

Re a eS ee 
SE Ne CE Ce 
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This small Jennings Sewage 
Ejector has a capacity of 30 
g. P. m. Other sizes are fur- 
nished in capacities ranging 
from 50 to 1500g. p.m. Heads 
up to 50 ft. 





Return Line and Air Line 
Vacuum Heating Pumps — 
Condensation Pumps—Com- 
pressors and Vacuum Pumps 
for Air and Gases—Standard 
and Suction Centrifugal 
Pumps — House _ Service 
Pumps — Sewage Ejectors 
— Sump Pumps — Flat Box 
Pumps—Marine Pumps. 


ies 
: 








For small jobs .. . 
where economy counts 


HE thirty-gallon Jennings Sewage Ejector—a new addition to the 

Jennings line—provides a low-cost unit of just the right size for small 
sewage handling jobs. Odorless in operation—with a capacity ample for 
serving five toilets—it is compact and easily installed in any out-of-the-way 
basement corner. 


Because the Jennings Ejector operates pneumatically, nothing passes 
through the pumping element but air. Efficiency cannot become impaired 
by the caking of solid matter on moving parts. No screenage need be 
provided, for anything is readily handled that will enter the receiving pot 
through the four-inch inlet pipe. 

Jennings Sewage Ejectors are used to advantage in pumping unscreened 
sewage and grease drainage from buildings where toilets or drain pipes are 
below street sewer level—-moving crude sewage and drainage from low- 
lying districts—handling effluent and Imhoff sludge at disposal plants. 


Write for Bulletin 67. 


Jennings Pumps 


THE NASH ENGINEERING CO 41 WILSON ROAD, SOUTH NORWALK CONN. | 
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Every Section of ASBESTOCEL 


is perfectly designed to SAVE money for you and your customer 


oo is easier to put on and does a 
better insulating job when in place, than 
ordinary air cell. Improved Asbestocel is straight 
lined and clean-cut. It is uniform as to round- 
ness and strength. Furthermore, Improved Asbes- 
tocelis so designed that it snaps shut like a book, 
firm and smooth, when applied to the pipe. 


Asbestocel has a breaker strip extending down 
the hinge of each section. Open the piece, snap it 





over the pipe, and look at the back. You will 
see no broken, wavy line such as you find if you 
use ordinary air cell. 

This is more than a matter of appearance. It 
means that your men can apply this pipe cover- 
ing more rapidly, yet turn out a job more pleas- 
ing to your customer. That saves you money. 


Let Improved Asbestocel speak for itself. Try 
it on your next job. 
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IMPROVED ASBESTOCEL 


1 Johns-Manville 








A-61-2 


j JOHNS-MANVILLE CORPORATION 

' New York Chicago Cleveland San Francisco Toronto 
(Branches in all large cities) 

, Please send me complete information about selling Asbestocel. 

i 

i Name 

i 

§ Address 

i 

’ 
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99-—. SURE 


HAT you want to do and what to do it with are two ques- 
tions Instantly answered by a SEBCO selection. 


February 23, 1929 














If it’s masonry, brick, concrete, stone, gypsum block or hollow 
tile you can use a DRYVIN, SCRUIN, TAMPIN or LOXIN, 
depending on the purpose of the job; wherever you need a toggle 
bolt, whether for use on plaster, metal lath, gypsum block, hollow 


tile or wall board—SPRINGIN’S the thing. 


These are the SEBCO 5-point Star leaders that meet the re- 
quirements of every job: SPRINGIN—the toggle with resilient 
wings; SCRUIN—the lead anchor that never fails; DRYVIN— 
the expansion shield you hammer home; TAMPIN—the machine 
screw anchor set in place with tamping tool; and LOXIN —the 
all-steel, hot-galvanized machine bolt shield that locks in place. 

















LOXIN, the super- 
expansion unit 
for unusual 


loads. 








































SCRUIN, the 











DRYVIN, the 











SPRINGIN, 


improved expansion the new and 
lead anchor shield that better toggle 
with the bull- saves time bolt with no 
dog grip. and labor. springs. 























TAMPIN, the ma- 
chine bolt shield 
for shallow holes. 


STAR EXPANSION 
BOLT COMPANY 


151 Cedar Street New York 


| A full stock is carried at these branches: 





NEW YORK PHILADELPHIA BOSTON ATLANTA 
DETROIT SAN FRANCISCO SEATTLE LOS ANGELES 
CLEVELAND CHICAGO ST. LOUIS 


Do something for me, will you? Let me know what free samples 
you want. When they come, look ’em over and you'll agree with me 


that for sure work “stick to SEBCO.”’ 


FOR FREE SAMPLES and STUFFERS 


mail this coupon 





| Ole Ben Bolt, STAR EXPANSION BOLT CO. 
151 Cedar Street, New York 
Send me free the items checked. 
; ._ 0 Stuffers C) Stuffers 
SPRINGIN ai 
. Samples Davvin C) Samples 
ae Stuffers C) Stuffers 
SCRUIN T Samples TaMPIN C1) Samples 
Re sure to state C) Stuffers 
S couathites desired LOxIN ( Samples 
Name .... aa 
ees ee - Fo ne Aideichiitialersdibbdaansaitt 
Sc ee ae oe Le ee See RRL ee ae eee 
a 
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Jack: “I don’t see how we can put that heater here. There is no place to run the cooling leg 
piping.” 

Old Timer: “With a Grinnell Thermolier the cooling leg is right in the unit. The return 
trap can therefore be square up against the heater.” 
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ORIN NEL THE RMOLIER ee 
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y Grinnell Thermolier— Industrial Type— 
' 50 years heating experience in 4 sq. ft. 


N internal cooling leg in Grinnell Thermolier permits 
the attachment of return trap directly to the unit (see 
illustration). Such a feature results in more efficient action 
of the return trap than if 100 feet or more of ordinary out- 
side cooling leg piping were used. 
Due to unique header construction all condensation must 


GRINNELL pass through this internal cooling leg. As a result the con- 
PIPE FITTINGS densation is cooled by the air blast and the trap will operate 
continuously, even when the unit is working at full capacity 


Help for long periods. 

Make This, however, is only one of the 14 advantages which 
Better make the Grinnell Thermolier a better unit heater and one 
Jobs that is very easy to install. A booklet explaining the other 

13 points of superiority will gladly be sent upon request. 














GRIN NELL 14 Points of Superiority 
COMPANY = rere 


305 W. Exchange St., Providence, R. I. 


I want to read more facts about the Thermolier. Send 
along the booklet. 























Executive Offices: Providence, R. I. Name____ ———____- 
+ . . * * Add —— SE - 7 — 
Branches in all Principal Cities City mee 
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There’s Kohler 
Colorware 


for every job 


5 inc is one of your most impor- 


tant talking points when you 





sell Kohler fixtures in color. Every 
bathroom can have this new beauty. 
The complete Kohler line offers 
you fixtures in color to meet every 
price requirement—for simple bath- 
rooms as well as for elaborate ones. 
Bring out your Catalog K and show 
your customers that they can have 
beautiful, ultra-modern Kohler Color- 
ware at a price they can afford. 
Show them that the reasonable 
extra charge tor colored fixtures 1s 
the only extra they have to pay. The 
fact thatthe fixtures are 1n color adds 
not a cent to the other costs for in- 
stallation, or for walls and floor. Only 








a small percentage is added to the 


cost of the completed bathroom. 





‘ 
The paneled Mayfair bath and Fairfax vitreous china lavatory —aristocratic new patterns in Kohler Colorware 





More business for you 


Point out to customers what a dig that most people are glad to pay Kohler fixtures have always had. 


return in beauty and style they get the right price for merchandise Put in one bathroom with 
for this slight difference in cost. that leads in style. Kohler colored fixtures and watch 
Style is one of the world’s best Kohler Colorware exercises it sell others. You have scores of 


salesmen. No other appeal will that leadership. It leads in the prospective customers who are 
sell more bathrooms for you. No beauty and permanence of its interested in this beautiful new 
other appeal will bring you more colors,in the artistry ofits design, ware. Just let them see it actually 
profitable business— for it is a fact andin the solid quality that installed and they will want it. 


KOHLER CO., Founded 1873, KOHLER, WIS. + Shipping Point, Sheboygan, Wis. + Branches in Principal Cities 


KOHLER oFKOHLER 


Plumbing Fixtures 


“*It Pays to Modernize Your Plumbing and Heating” 







mv > amass 
DeDUSTRNS BUREAU 
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Mail Coupon ANCow »* 


NEW PROFITS «= Almose no 
Competition,’ Instant Buying 


Appe@r: Easy set-Gp 


Saving 25 to 75% in hot 
water costs is only one reason 
for the year-around quick 
sales on Piatt Ouil-burning 
Water Heaters. 


Other reasons are: 100% 
safety, continuousautomatic 
operation, simplicity, attrac- 
tiveness and reliability. Piatt 
Heaters are designed, built 
and sold on entirely new 
principles. 


Every hot water user is a pros- 
pect. Economy easily dem- 
onstrated against wood and 
coal. Shows savings even 
againstgas. Needed by homes, 
schools, churches, shops, fac- 
tories and others. 


An ideal article for addition- 
al profit every month in the 
year. Not only a good seller 
but is installed without ad- 
ditional skilled labor. No gas 
or electric connections—no 
springs—no wicks—no 
weights—no pressure—no 
moving parts. 


Mail coupon for mechanical 
layout, trade-building plan, 

specimen franchise and pur- 
chase plan. 


MOTOR WHEEL CORPORATION 


Heater Division 


LANSING 


On res 


— — > 
ON ER PO AS RN NR RR 





Phantom view of 20—40 —60 
gallon Piatt Oil-burning Water 
Heater showing high-efficiency 
heat circulation system, durable 
construction and simplicity, 














This is the outside of the 80 
gallon Piatt Oil-burning Water 
Heater giving an idea of the 
compactness and attractiveness 
at once noticeable in all models. 








MIcHIGAN 





Motor Wheel Corporation 
Heater Division LANSING, MICHIGAN 
Send me at once, full information and profit- 
building plan on the Piatt Heater. I am not obli- 
gating myself but will study the details carefully. 
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Please print of typewrite) 
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is No Sub 
for “tug, 


Cohoes ‘‘Genuine’’ Wrought Iron Pipe stands 
as a synonym of Permanency in the archi- 
tectural and contracting field because 
it is made by the original hand 
puddling process which insures it 
being non-corroding, rust- 
resisting, leak-proof. Speci- 
fy Cohoes ‘‘Genuine”’ 
Wrought Iron Pipe 
—the pipe that 
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is without a 
5 substitute. 
4 Send for our hand-book 
ae “Pipe Facts” forcomplete 
Fete information regarding 
poet uses and sizes. 


> 
a 
~~ 


YM prc Page 





Fourth St. Baptist Church. Portsmouth, 
Va. Architect, Charles Lg ow Plumbing 
Contractor, J. Black. 


COHOES 


COHOES ROLLING MILL CO. 


COHOES,.NEW YORK 


BRANCH OFFICES: PHILADELPHIA-CHICAGO-LOS ANGELES-NEW YORK CLEVELAND~ BOSTON + NOR FOLK 
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_A complete selection of 
yey 1 E-PE-CO FIXTURES 

























When you specify plumbing — 
T is a convenience, an economy and a satisfaction to 
select all your bathroom fixtures from one make. And 


to know that you will get the same high quality of work- 
manship and material in every fixture. 


Such is the reputation enjoyed by TE-PE-CO Fixtures. 


Our unusually complete facilities enable us to offer you 
the widest possible choice of sanitary fixtures for hotels, 
apartments, schools, hospitals and residences of every size 
and description. 


To check up on all equipment being installed, it is well 
to look for the TE-PE-CO Trade Mark—which is the sym- 
bol for the TE-PE-CO Guarantee. 


‘ Every 


Te-pe-co Fixture 

















THE TRENTON POTTERIES COMPANY 
TRENTON, NEW JERSEY, U.S. A. 


National Showroom—New York City Branch Offices: 
101 Park Ave., Entrance on 41st St. Boston, Philedeloha thicago 


Export Office: 115 Broad Street, New York City 


ALL CLAY 
PLUMBING 
FIXTURES 


>" 








24 DOMESTIC ENGINEERING 














February 23, 1929 


ANOTHER MONUMENT TO MEDICINE 


New Hahnemann Hospital, Philadelphia 


with A. M. B. Brass Pipe Fittings 


The Hahnemann Hospital and Medical School, Philadelphia, has 
just opened its new ‘“‘skyscraper hospital,’’ which is the second 
largest private hospital in the country. 

This structure represents all that modern Engineering can give 
in service to human kind. Hospitals—monuments to medi- 
cine—are also monuments to engineering skill, directed toward 
the same end. 


Architects of the Hahnemann, Pettit & Ferris, New York City—- 


Specified and Installed 


H. Hall Marshall, Engineer, New York City; Builders, Irwin & 
Leighton; Plumbing Contractors, S. Faith & Co.; Power Con- 
tractors, Chas. M. Brown Co., all of Philadelphia. 


A. M. B. Brass Pipe Fittings were specified and installed. 

A. M. B. Fittings have always proven their dependability. That 
is why they were chosen for Hahnemann Hospital. (Hydrostatic 
tests before shipment, Standard Fittings—300 Ibs. Extra Heavy 
Fittings—600 Ibs.) 


Red Brass, Flat Band Screwed Fittings, Flanges, 
and Flanged Unions—Standard and Extra Heavy, 


for use with steam, 


water, gas and oil; also 
Hydraulic Bronze Fittings. 


AMERICAN MANGANESE BRONZE CO. 


Founders and Metallurgical Engineers 


Holmesburg—Philadelphia 


Pittsburgh Cleveland 


Milwaukee 


New York Montreal 
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A TRUCKLOAD N 


where there was only a 











>| = 
is 
pime—. single sale before! 
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UT beyond the city water mains running 
water used to be considered a decided 
luxury. 


Not so now! 


This new type, fully enclosed F-M water 
system priced so reasonably and on such 
easy terms, has brought the greatest sales 
response ever accorded a home water system. 
No longer is the water system market limited 
to those who can afford to pay fancy prices. 
Dealers everywhere sell a truckload or a 
carload of water systems now where only a 
single sale was made before. 


Others are doing it—why not you? Some 
territories are open. Write, phone or wire for 
attractive dealer proposition. 


only ‘702° 














cash f. o. b. frctory, complete with 
PA 
FE ATURES 60 cycle A. C. or direct current motor 
1. Completely enclosed. 8. Quiet and excep- ‘ 
Sen ig Time Payments to Help You 
ected. ning. 
2. Compact—19" in Self. y p 
diameter, 21” high. 9. Self-olling. 
3. Big capacity—210 and 10. Supplies steady, full I y S ] 
420 gallons per hour. gg without pulsa- ¥ ncrease our a es 
. ate hell eee 11. Fresh rater connec- 
on w every pump : ‘ - . 
5. Daty to install—onty ,, #t 20 extra charge. You can offer attractive time payments but 
two pipe connections. = 12 Fran e tank when you get your profit when the sale is made. 
6. Comenetety equipped, desired. 
eae ae ee be 13. Genuine F-M units @ 
perso pump and tank. phn ath hens ra 
7. Quickly accessible -— gest home water sys- FAIRBANKS, MORSE & CO. , 4 
cuaetel a aus. teen eT ee Ill.. U.S.A ¢ 
( 
bolt exposesvalves. 14. Nationally advertised. 900 S. Wabash Ave., Chicago, Ill., U.S. A. o 
Branches and Service Stations Covering 9 
[Every State in the Union ra Ss 
$ 












Home Water Systems 






Fairbanks-Morse Products ‘‘Every Line a Leader’’ 
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It’s Easily Found In Domestic Engineering Catalog Directory 








a ee) 


Contains the Cata- 
logs of 528 manu- 
facturers of Plumb- 
ing & Heating Prod- 


ucts. 


Because of the many thousands of items manu- 
factured for use in the plumbing and heating 
industry, it is difficult for the wholesaler, specialty 
dealer and contractor to keep track of the various 
sources of supply. 


Domestic Engineering Catalog Directory 
will make this difficult task easy. It contains in 
one compact volume information that would 
require vast filing space and considerable work 
to keep the material usable. The new 1929 
edition contains the latest information available. 


The catalog section gives the user a picture and 
description of thousands of plumbing and heating 
products. This section is carefully indexed and 
cross indexed, making it possible to locate very 
quickly the pages on which any particular item is 
illustrated and described. Often, the time and 
trouble saved in locating one item more than 
pays the small charge made for a copy of this 
Directory. 


Many of the thousands of different items used 
in the plumbing and heating industry are known 
by several names although they are similar in 
construction and designed for the same purpose. 
In the classified section of Domestic Engineer- 


Soclaiediedieatamaetatandedaatedtaladanteiatedteateats 


ENGINEERING 
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Standard Catalog 

Size 734x105 inches 

contains thousands 
of illustrations. 


ing Catalog Directory all products are given a 
main heading, under which a complete list of the 
manufacturers making this item are listed. In 
addition, this section is indexed and cross indexed 
in such a way, that the user can find the manu- 
facturers of any particular item by looking under 
any name that is in common use. 


The name and address section of Domestic 
Engineering Catalog Directory contains the 
names and addresses of over 4000 manufacturers. 
This section also contains a list of the branch 
offices and representatives of many of the manu- 
facturers who use catalog space. This feature 
enables the user of the Directory to get in touch 
quickly with manufacturers through their 
branches or representatives. 


Because we know that all who are interested 
in keeping up-to-date on the buying information 
of plumbing and heating products will welcome 
this valuable book, we are making a special 
approval offer. Fill out the coupon and we will 
mail the book to you at once prepaid. If for any 
reason you should decide after 30 days’ trial that 
it is not worth $5.00 or more, return the book to 
us and the trial costs you nothing. Send for 
your copy now. 


Price $5.00 per Copy, prepaid 


Published by 


Domestic Engineering Co. 
1900 Prairie Ave. Chic? go, Ill. 
Directory Department 








Please send us a copy of the 1929 edition of Domestic 1! 
Engineering Catalog Directory in accordance with the |] 
special approval offer. We will either remit $5.00 or return J 
the book within 30 days. j 

| 
Name . 
| 
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Complete Circulation 


# - 
&G 


of warmed, moistened air with 
this attractive Radiator 


The phantom drawing below shows the complete 
McQuay Radiator. Note that heated air is impelled 
into the room (in a horizontal direction). This gives it 
sufficient initial velocity to create positive circulation, dis- 
tributing the heat evenly, and warming every spot in the 
room. 


The humidifying pan provides the moisture which 
heated air must have for comfort and health. 


[Due to the greater heating effectiveness of moist air, 
and the complete circulation provided by McQuay 
Radiators, comfortable heating is obtained with lower 
radiator temperatures—reducing heating costs 


considerably. 
\ c | 1 A 
A conpicte WN | Y « Just 
Radiator a Cover 





Cabinet 
RADIATOR 


The attractive cabinet of heavy 







furniture steel can be painted or 
enameled any desired color. And 
it completely hides the heating 
unit and humidifying pan, so 
that only the attractive cabinet 
is seen. 


* 


The copper heating unit (a 
distinctive feature of all McQuay 
Products) is immune from rust 
and corrosion, will not clog, and 
is practically indestructible. 


Ask our nearest office for complete data 
on McQuay Cabinet Radiators, Con- 
cealed Radiators and Unit Heaters. 


MCQUAY RADIATOR CORPORATION 
General Sales Office: Pure Oil Building, Chicago 

New York: 2148 Graybar Bldg. Boston: 1oHighSt. Cleveland: 291 E. 149th St. dail lia Nia i 

Newark, N. J.: J. F. McLaughlin Co., 738 Broad St. W. C. Bannerman's beautiful 


; Co-o utive Apartment at 14? 
Pittsburgh: Bushnell Mach. Co., Century Bldg yt ey ee Soleo, Chdanen, _ 
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Balsam-W ool isa guaranteed 
Weyerhaeuser product—a 
blanket of fluffy wood fibre 
that looks and acts like 
sheep’s wool. Itis TRUE In- 
sulation—keeping the house 
warm in winter and cool in 
summer—because it is— 

FLEXIBLE-THICK 
EFFICIENT 
WINDPROOF 
WATERPROOF 
FIRE RESISTANT 
VERMIN PROOF 
LIGHT WEIGHT 
PERMANENT 
















SOLD 
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Your work shows up better 


when this heat saver is part of the house 


Here’s a material you don’t handle and 
a job you don’t do but in which you 
are vitally interested. ‘ 


A Balsam- Wool insulated house means 
satisfaction with the heating contractor. 
Balsam-W ool makes the house easy to 
keep warm all over in the most severe 
weather. Does it with a big saving 
in fuel. 


Balsam- W ool is a thick, flexible blanket 
that goes into the walls and roof. It 
tucks in close around windows and 
doors. Seals the cracks and crannies. 
Stops the heat from leaking out. Saves 
a third or more of the coal, oil or gas. 


ew, 
eS eS RES 





LUM BER 


Makes the heating contractor’s work 
show up better —eliminates com- 
plaints. Makes satisfied customers. 


When you figure a job, ask whether 
the house is to be insulated with 
Balsam-W ool. If it isn’t, suggest it. If 
bidding in competition you can show 
the owner how to save money on ra 
diation. You can figure on a smaller 
boiler and less radiation — keep your 
estimate low and get the contract. 


Balsam-Wool is true insulation — so 
effective that it deserves to be con- 
sidered a real part of the modern house 
heating equipment. 


WOOD CONVERSION COMPANY 
CLOQUET MINNESOTA 


Makers of Balsam-Wool, the Flexible Insulating 
Blanket. Also Makers of Nu-Wo00d—the All 
Wood Insulating Wall Board and Lath 


Sales Offices: New York, 101 Park Ave.—Detroit, 503 
Stephenson Bldg.—Chicago, 360 N. Michigan Ave. 


inneapolis, Baker Bldg.—Kansas City, 23! 
47th St.—Seattle, 6659 White Bldg. 


DEALERS 














February 23, 1929 DOMESTIC ENGINEERING 


et EVER in the whole {history 
: of hot water service has a 
dollar been able to go the 
distance of the ones that buy the Hotstream 
Automatic Storage Heater. They buy the 
most advanced comforts and conveniences for 
your customers’ homes—-advantages hereto- 
fore unheard of at the price. And they give 
you not merely a nice profit per sale—but 
more sales per year than many plumbers 
make in two years. 





€) Write today for the complete details of 
Hotstream’s “straight eight’ features 
improvements that stole a march on the 
industry’s top price products—together with 
pertinent data that has started scores of other 
plumbers on the greatest sales opportunity 
of years. 


The Hotstream Heater Co. 


‘“‘Makers of Heaters that Heat”’ 


CLEVELAND, OHIO 





The ONLY side arm Automatic 
Storage Heater priced WITHIN 
THE REACH OF ALL 


List Price, $66 complete 


29 


NY GAS appliance 
becomes a better one with 
the simple addition of this 
Hotstream double - action 
Draft Regulator. 


Information and details on 
request. 








a « 
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OT THE FINEST 
BUILDINGS 

_.. THE FINEST 
RADIATION... 
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THE NATIONAL RADIATOR 
























In the years when Aero, the National Radiator, 
was the only complete line of tube-type radiation 
on the market, it was the almost invariable selec- 
tion for the finest buildings. That was only natural. 





Now, competing with many imitations, it is still 
chosen with amazing regularity. 7 hat is significant. 


It indicates appreciation of the fact that Aero has, 
during more than six years, been rendering faith- 
ful, trouble-free service on heating applications of 
every character; and that it is the only complete line 
of tube-type radiation that can show so impres- 
sive a record of demonstrated dependability. 


The man who selects Aero, the National Radiator, 
takes no gamble on the quality or on the satisfac- 
tory performance of his warming equipment. 


NaTIONAL RADIATOR 
CorRPORATION 


MANUFACTURER OF RADIATORS AND BOILERS 


Nine Plants devoted to National Service through these Branch 
Offices and Warehouses: 


Baltimore, Md.---2600-2622 Matthews Street New York, N. Y.-—-55 W. 42nd St. 
Buffalo, N. Y.—-259-265 Delaware Avenue Philadelphia, Pa.—121 N. Broad St. 
Cleveland, Ohio—935 E. 63rd Street Richmond, Va.—-3032 Norfolk St. 
Indianapolis, Ind..-431 W. Georgia Street Boston, Mass.—-93-97 Oliver Street 
Chicago, Ill.—-2445 N. Keeler Avenue 
Cincinnati, Ohio—3530-36 Spring Grove Avenue 
Johnstown, Pa.—-221 Central Avenue 
A Milwaukee, Wis.—124-130 Jefferson Street 
B wal Omaha, Neb.—-108-112 S. Tenth Street 
: Wars) 5s & St. Louis, Mo.—1042 Central Industrial Ave. 
, | Pittsburgh, Pa.—1509 Arrott Building 
Washington, D. C.—-2205 Fifth Street, N. E. 





No. 1 FIFTH AVENUE, NEW YORK 
Architect, Helmle & Corbett 

Heating Contractor, Chas. Darmstadt, Inc. 

Builder, Jos. Seigel 
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WILLIAMS 








| 30,000 
owners 
Oohelp you sell | 


iw 


Re 








More than 80,000 owners who give their wholehearted 
approval to Williams Oil-O-Matic stand behind every 
Williams franchise—help every Williams dealer make a 
real success in his community. 


The man who buys an oil burner or automatic re- 
frigeration frequently asks, “fare your owners satisfied 
and can I talk to them?’’ The Williams dealer has a 
ready answer—he says “‘yes, and here are their names.”’ 
The hearty endorsement of Williams owners goes a 
long way toward making profitable sales. 

With the Williams line of home utilities, every Wil- 
liams dealer has a “‘profit entree”’ to.every home and 
every purse in his community — 

Williams Oil-O-Matic for large homes 

Williams Dist-O-Matic for small homes and bun- 

galows 

Williams Dist-O-Stove (without motor) to replace 

the coal stove and do auxiliary heating jobs 

Williams Ice-O-Matic, the most efficient home 

refrigerator 

And every Williams dealer receives definite benefit 
from our national advertising, new finance plan, sales 
and service schools and general sales aids. The Williams 
franchise in your territory may be open. Write or wire 
for particulars NOW. 


WILLIAMS OIL-O-MATIC HEATING CORPORATION 


Bloomington, Illinois 





WILLIAMS OIL-O-MATIC HEATING CORPORATION D.E.+249 


oomington, Illinois 


Please mail me complete information upon the Williams franchise in this city 
or territory. 


Address......... 


City and State. 











Mention Domestic ENGINEERING when writing advertisers. 





32 


This is the Clayton & Lambert No. 70 fire-pot with tinner's _y 

hood. Produces a working flame in ninety seconds. Flame i 

controlled as easily as a lamp. The burner orifice cannot oe 

be enlarged by tightening the needle valve. No chance of 

ruining the fire-pot that way—that’s an exclusive C & L 

feature. Will heat a pair of soldering coppers and melt a 
pot of metal at the same time. 


iF does a lot 
in 


QO seconds 





YOU can prime and light a Clayton & 
Lambert fire-pot and have a working- 
hot flame in ninety seconds! Then turn 
the flame down—retaining the heat— 
and watch the metal melt along with 
your fuel bill. That’s what you do in ninety seconds 
with a No. 60 or 70 Clayton & Lambert. And you do 
it every time regardless of winds or draughts or 
cold weather. You can use them indoors without 
annoying a soul, for they’re noiseless, odorless and 
smokeless. 

Such quick, positive action comes from an ex- 
clusive Clayton & Lambert improvement. A unique 
method of mixing air and gas vapor in the proper 
proportions—always. That with the exclusive baf- 
fling cup assures rapid-fire starting. Another ex- 
clusive Clayton & Lambert feature is the “spider” 
welded to the tank. It keeps the top-structure prop, 
erly aligned and all working parts in perfect true. 
And the uprights which give them additional strength 


! es C&L 22 

: me é This is the Clayton 

| ; 7 wy & Lambert No. 22 
2 .4 : fire-pot. It is de- 

servedly popular 
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cause of its easily un- 
derstood design and its 
powerful blast. Recent 





improvements and 
Clayton & Lambert pat- 
ented features make this 
model particularly de- 
sirable. It has a door 
in the coil cup which 
permits the coil to be 
easily and quickly re- 
moved. Sturdyconstruc- 
tion and popular price 
make this tool a favor- 
ite with the plumbing 
trade. 
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are drop-forged and practically indestructible. 

Another part made to last a lifetime is the multi 
ribbed flame plate. It’s built particularly strong and 
there’s practically no chance of it breaking. If that 
should happen the plate is easily replaced. 

Fire-pot No. 22, which is a powerful and popu- 
lar coil type, has a feature that you'll appreciate. 
To remove the coil you loosen one nut and draw 
the coil through a door in the cup. That saves 
you a lot of troublesome work when the coil 
needs changing. 

You’re familiar enough with tools to know what 
these improvements mean. The satisfaction and 
longer service which they give have made Clayton 
& Lamberts the largest selling fire-pots in the world. 
For your greatest money’s worth insist that you get 
a Clayton & Lambert. Look for the red band around 
the base of the tank. That's 
the sign of a Clayton & 
Lambert. But make sure 
—look for the trade-mark 
too. Sold at nearly all 
plumbing supply houses, 
hardware and electrical! 
stores. 


CLAYTON 
& LAMBERT 


MANUFACTURING Co., Detroit, Mich. 
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“Domestic 
Engineering’s” 
editorial staff 
is composed of 
trained experts 
in their various 
lines, and is al- 
ways ready to 
serve subserib- 
ers. 

















“In this day 
of keen compe- 
tition, it be- 
hooves us to 
take advantage 
to gain knowl- 
edge in every 
branch of our 
business.” — C, 
D. Brownell. 











In the last weekly issue of “Domestic Engwmeering,” published in December, the question, “What is Merchandising?” was 
raised. An editorial in that issue asked the question, and stated that comments on the question would be welcomed. Since 
its publication, the question has caused plumbing and heating men throughout the country to stop for a moment and con- 


sider it. Many have written us their opinions; the subject has come up on convention floors; 
and in many ways the industry has shown its interest nm this vital question. 


N THIS issue is an article called, “What Is Mer- 

chandising?” For the most part it is a discus- 
sion led by Walter Klie, who is president of the 
Heating and Piping Contractors’ National Associa- 
tion, at the recent conference of officers held in Chi- 
cago. Mr. Klie’s opinions are well respected 
throughout the industry, and his ideas are always 
worthwhile. This talk, like several of his others, 
makes the reader think carefully about, “What Is 
Merchandising?” This issue also contains the reg- 
ular merchandising section, which features specialty 
selling this time. The last page of the section con- 
tinues the series of sales suggestions started in the 
previous issue. 





TARTING with the first issue of Janu- 

ary, “Domestic Engineering’ became a 
bi-weekly publication instead of a weekly. 
That the change has been a good one for 
all concerned is easily seen by the improved 
appearance and contents of the paper. Many 
subscribers have written to tell us how much 
they like the new arrangement. Typical of 
such letters is the following:—In a few 
brief lines I wish to express my opinion of 
‘Domestic Engineering. There is nothing 
in the trade to equal it. Since it is published 
fortnightly, it is greater than ever before. 
Every plumbing and heating contractor 
should be familiar with it, as it's worth 
many times its price. Truly this magazine 
can be taken as an authority. 





LL WELDERS who have had occasion to weld 

copper and to test the completed weld are fa- 
miliar with the fact that the joint often shows a dis- 
appointingly low strength. It will be of interest to 
know that recent investigations have shown the 
Cause of the weakness and have furnished a solu- 
tion to the problem, so that stronger welds can now 
be made in copper. “How to Weld Copper,” a 
story in this issue, explains the cause for whatever 
Weaknesses were found in copper welds, and goes 
on to show how these weaknesses can be eliminated. 


Your Fdlilor 


% Zz TRY to make it a point to read ‘Domestic En- 

gineering from cover to cover. I have found useful 
information in it, and hope to get more out of it.” —So 
writes Henry T. Strenger of Lake Forest, Ill., president 
of the Illinois Master Plumbers’ Association. 





i? emphasizing merchandising in the 
plumbing and heating industry, no 
one means that the contractor in the 
field should neglect his mechanical du- 
ties. The contractors, themselves, are 
quick to realize this, and a result is the 
incrersing number of plumbing and 
heating conferences held by contractors 
in conjunction with universities. These 
conferences are held at the instigation 
of the contractors, not through the ef- 
forts of the universities. Every year 
may expect to see more and more of 
these short courses. The plumbing and 
heating contractor continues to educate 
himself in all of the phases of his busi- 
ness. 





NUMBER of men in the industry think a con- 
vention report of interest only to those who 

are in attendance at the convention reported. This, 
of course, is fallacious, as the activities of a conven- 
tion in Maine might well have an effect sooner or 
later on the members of the trade in California. 
Reading of convention reports as published in “Do- 
mestic Engineering” entails a minimum of time, as 
“they are written with the important events brought 
to the front. In this issue the conventions of the 
Ohio and Minnesota master plumbers are reported. 





HE PROBLEM of keeping theaters 
T and auditoriums constantly sup- 
plied with large quantities of fresh, 
clean air, is often met by plumbing and 
heating contractors. In the next issue 
will be an article on heating, cooling 
and ventilating theaters, which should 
be of great interest to everyone in the 
field who does heating and ventilating 
work. On the front cover will be an il- 
lustration of a California theater, whose 
mechanical equipment is described in 
the article. 


The man who is so busy that he does not have time to read his trade paper is like 
the man who was so busy chopping wood that he did not have time to sharpen his axe 
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‘ TOLEDO”. Mark of Quality 


e 








“TOLEDO”— 
ITS PRODUCTION IS UNEQUALLED 


No other small power pipe machine on the market today will turn 
out the amount of work in a day’s time as the ‘““‘TOLEDO”’ No. 
The “*TOLEDO”’ way of 1000M. It threads 44-inch pipe in 13 seconds, 1 inch in 16 seconds, 
2-inch in 30 seconds, and cuts off 44-inch pipe in 8 seconds, 1l-inch 
in 10 seconds and 2-inch in 15 seconds. Instant change from cutting 
to threading and vice versa, instant change from one size dies to 
another, the pipe is reamed as the thread is cut and beveled as it 
is cut off without extra operation. Instant shifting of gears and 
changing from forward to reverse speed, and equipped with a 
Universal variable speed motor that adjusts itself to loads, and is 
therefore running at top efficiency at all times. 


A few of the many reasons why the ‘“*TOLEDO”’ No. 1000M is said 
by its owners to be the “finest production pipe machine’’ and 
‘fone of the greatest time and labor savers.”’ 





changing dies is quick and 
positive. 


A post card brings you complete information about this remark- 
able machine. 


NET PRICE COMPLETE a - - - - $3§0 0° 
(West of Rockies $367.50) F. O. B. Toledo, O. 


THE TOLEDO PIPE THREADING 


The pipe is reamed as the MACHINE CO. TOLEDO, OHIO 
thread is cut. Nolost time. New York Office, 72 Lafayette St. 
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Trade Practices 


The recent Central Supply Association meeting 
focussed attention on trade practices in a dramatic 
way. The members of that body seem to have hit upon 
a method of procedure which holds promise of better 
things. 

While co-operation with the Federal Trade Commis- 
sion stands out as an important fact, we believe that it 
is even more important to understand that the proposed 
trade practice conference, and the rules which it will 
set up, is the result of conditions through which the 
industry has passed. 

We feel that this understanding is important if full 
benefits are to be enjoyed under the new order of 
things. The calling in of a representative of the Federal 

Trade Commission came after many 
A Logical other steps had been taken in the en- 
Step deavor to correct conditions. The in- 

dustry had passed through a period which 
was unsatisfactory on all sides, in spite of the great 
building boom. Men were casting about for measures 
which would serve to correct unsatisfactory conditions. 
Then came the Harvard survey and the realization— 
the visualization—of just what was happening to 
wholesalers’ profits. That, we believe, gave final im- 
petus to the growing desire for a step which would be 
really effective in correcting trade practices which were 
undermining confidence in the industry and stifling op- 
portunities for profit. 

We feel that clear understanding of the logic of« 
events leading up to the last meeting of the Central 
Supply Association is necessary because the success- 
ful working of the trade practice machinery to be 
set up is not going to be in the nature of a miracle. 
The desire for improvement came from within the 
ranks of the association; the willingness to work the 
machinery of correction must come from within the 
ranks of the association. 

The fact that in the background will be the Federal 
Trade Commision can not be depended upon to take 
the place of the co-operative spirit. It is true that the 
possibility of appeal to the Commission is the new fac- 
tor in the situation, but everyone will recognize that 
the more often that body is appealed to the less will 
be the spirit with which the rules set up are adhered to. 


The proposed trade practice conference grew out of 
the need for changed conditions. It is not an artificial 
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expedient without logical connection with the industry’s 
experience. If the Federal Trade Commission had not 


been there to co-operate, some other method would have. 


been worked out to achieve the needed improvements 
indicated as necessary by the general feeling within 
the ranks of the association, and more definitely by the 
Harvard survey. 


Credit—or Hope? 


Information comes to us of sales for December, 
1928, in a certain wholesaling territory. Of six hundred 
fixtures sold, one hundred and four went to contractors 
who were discounting their bills. One hundred and 
fifty went to men who were from sixty to ninety days 
in arrears, and the remaining three hundred and fifty 
fixtures were sold to men who were already more than 
ninety days in arrears. 

Is this credit extension—or is it merely an expression 
of hope? It is difficult to discover the reasoning back 
of such credit extension. Here is a contractor who 
buys a thousand dollars worth of material. It goes into, 
say, two or three jobs. For some reason he can not pay 
for that material, even within ninety days. 

He wants another five hundred dollars worth of ma- 
terial for another job. In individual cases, it might be 
understandable—a contractor may have 
to wait for his money, or some other ex- 
cusable condition may arise in his case. 
But when about five hundred out of six 
hundred fixtures go to men upwards of ninety days in 
arrears, there is no reasonable explanation. We recog- 
nize that the extension of credit is a matter depending 
upon financial capacity and character in the individual 
case. It requires a fine type of judgment. But in the 
case cited here there is no judgment shown. Good 
money has simply been thrown after bad. The only 
hope the credit men in that territory can logically hold 
is that a number of rich uncles are going to die soon 
and leave a lot of money to pay these overdue accounts. 


Colored Ware 


In preparing, for our January 12 issue, the “Plumb- 
ing and Heating Merchandising” section, which dealt 
with colored ware, we had the opportunity of reading 
and analyzing letters from manufacturers, wholesalers 
and contractors. Some thought colored ware a fad. 


Unwise 
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Some were enthusiastic. Some were not. Not many 
seemed to have caught the exact possibilities for the 
sale of colored ware. 

Primarily, color in plumbing ware is a style factor 
therefore, a merchandising factor. When the style 
factor enters into merchandising there is set up the idea 
(particularly appealing to women) of difference—ex- 
clusiveness. 

There is nothing definitely exclusive in the average 
person’s mind about white plumbing fixtures. In an 
old home, therefore, if the present plumbing fixtures 
do not go back to the marble-topped period, it would 
be difficult to sell the idea of tearing those fixtures out 
and replacing them with other white fixtures. 

But introduce color and you have something dif- 
ferent to talk about. You introduce the idea of a dis- 

tinctive bathroom—you can visualize for 
A Sales your customer a bathroom totally different 
Help from that which is now in use—and your 

customer sees some reason for making the 
change, so that even though white ware is finally 
bought, the colored ware will have given impetus to 
the sale. 

Even when figuring on a new home, colored ware 
may play a prominent part in holding the contract be- 
cause it will serve, if properly presented, to divert at- 
tention from price to the finished, distinctive appear- 
ance of the job. 

Color, said a recent speaker, “has made two sales 
grow where only one grew before.”’ This may not be 
strictly true in our field, but the underlying fact applies 
equally—we have a new merchandising idea to exploit. 


What Is Merchandising? 


The announcement to the industry at large that our 
editorial columns would be thrown open for discussion 
during 1929 of the above question has brought a num- 
ber of interesting responses. Walter Klie, president of 
the Heating & Piping Contractors National Association 
referred to his recent address at the Presidents’ and 
Secretaries’ conference as containing some conclusions 
at which he had arrived. That address will be found in 
substance in the following pages. 

Immediately following Mr. Klie’s address will be 
found some cogent remarks by a sales executive of the 
industry. This is material which we believe will do 
something towards clarifying in the minds of those 
interested in merchandising progress, the conception of 
just what we mean in our industry when we speak of 
merchandising. It is not a cut-and-dried plan, to be 
applied equally to every contractor in every city. 

We shall be glad to have further expressions from 
men in any branch of the industry who feel that they 
have something to contribute to this discussion. There 
are many letters yet to be published; and we feel that 
when we have had the expressions in this open forum 
from a sufficient number of men, it will be possible to 
present to the industry as a whole the careful con- 
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clusions which have been arrived at, not by ourselves, 
but by members of the industry in daily contact with 
the problems of merchandising. 

Of interest is the letter which follows, coming from 
a man who has known every up and down a business 
experience has to offer and is at the mo- 
ment building on sure foundations a Am Open 
splendid retail business. The letter comes Forum 
from Clifford F. Smith, of Sioux Falls, 
5S. D. He says: 

‘What is merchandising? I find it quite a problem 
to make a certain definition apply to all branches of the 
industry. I have, however, tried to point out a few of 
the essentials that go to make up merchandising. 

‘Merchandising in the plumbing and heating indus- 
tries is a science—in reality, the science of serving. 

‘Merchandising is the art of making better living 
standards, of showing the public the need for better 
plumbing and heating equipment, and, then, of supply- 
ing the demand thus created, whether it is an hour’s 
labor or equipment for a fifty-story building. 

“Merchandising demands that the very best meth- 
ods be used in business, such as salesmanship, advertis- 
ing, elimination of waste—a business efficiency which 
will give full value for sales effort. It also demands of 
those in charge of a business constant study and search 
for better means and ways to give real business serv- 
ice in order that they may give the customers and the 
prospective customers better living comfort. This in 
turn will mean the sale of more labor and material, 
which is merchandising. This principle will apply to 
the small jobbing man or to the large contractor, as 
well as to the manufacturers, wholesalers, and retailers 
in the industry, and, when it is applied by all the 
branches, the plumbing and heating industry will know 
what real merchandising means.” 


OBSERVATIONS 
by Our Readers 


Editor, “Domestic Engineering”: — Commenting 
upon your editorial “350 Out of 1856,” your point 1s 
well taken and the writer is heartily in accord, though 
it might seem that you were starting at the wrong end 
of the ladder. 

In my own experience, it has been so long since 
we have been able to secure a contract in competition, 
upon a profitable basis, that we have had to confine 
ourselves almost exclusively to repairing and over- 
hauling work, which can be secured without compett- 
tion; though we have a telephone and a place of busi- 
ness, we are relegated to the ranks of small operator. 

Like son to father, does not the so-called ‘Little 
Fellow” look to the larger operator for a shining ex- 
ample? Hence the question, are you not starting at the 
wrong end of the ladder? 

(Signed) George L. Roberts. 

Cleveland, Ohio. 














What is Merchandising? 


‘‘Domestic Engineering’s’’ open forum on 

this important question 1s bringing 
many interesting expressions of 
— opinion from all branches of the 
industry 





By 
WALTER KLIE 


who suggested some con- 

clusions in his address at 

the recent Presidents’ and 
Secretaries’ conference 


ONFERENCES such 
> as this should re- 
sult in the maxi- 
mum good for our indus- 
try and will so result if 
everyone participating in 
them determines not only to take from the conference all 
he can, but also to contribute to the conference all he can. 
Composed as these conferences are of presidents and 
secretaries of vast numbers of local, state and national 
associations of heating contractors and plumbing con- 
tractors, and experts either from the Plumbing and Heat- 
ing Industries Bureau, or provided by them, they include 
the viewpoints of those, not too directly connected with 
the details of our business, to have a narrow horizon, 
those secretaries and secretary-managers who are fa- 
miliar with all the trials and tribulations of the con- 
tractors as presented to them, and the 
viewpoints of the contractor himself 
with his daily and intimate contact with 
the business. 

There seems to be almost a unani- 
mous opinion on the part of the plumb- 
ing and heating contractors of the coun- 
try, that the conditions of their busi- 
hess as to profit making, are far from 
what they should be. I understand that 
the credit men of most of the material 
supply people agree with this conten- 
tion. 


ciation 


Many who have not given very seri- 
ous thought to the subject feel that this 
is just part of a cycle, where the amount 
of building business is not what it 
Should be, and that as soon as the busi- 
hess picks up, this condition will auto- 
matically right itself. 

Unfortunately, almost all of those 
Who have given real serious considera- 
tion to the problem, believe that this 


Walter Klie, president, Heating and 
Piping Contractors National Asso- 


so-called buyers’ market will continue for many years 
—in fact, until some entirely unanticipated change in 
the whole economic structure takes place. 

If this is a sound conclusion, and if we consequently 
bend our efforts towards a solution of our problem, 
based on such a conclusion, I believe that many of 
our present methods would be very definitely and 
profitably modified. 

The contractor who justifies his bidding for work, 
at or below his cost and overhead, on the theory that, 
if he can keep his organization together these days of 
strenuous competition, according to the old theory of 
business cycles, the time will shortly come when business 
will again be so plentiful as compared with the capacity 
to do this business, that it will be easy for him again to 
secure profitable prices for his work, will have to abandon 
this theory, if we accept what seems the logical con- 
clusion that the buyers’ market is a permanent institu- 
tion as far as our generation is concerned. 

The material supply man, whether he be manufac- 
turer or jobber, who justifiés further unwarranted ex- 
tension of credit to the contractor, who is already badly 













































in arrears, basing his hopes of future payments on the 
above mentioned business cycle making money for the 
contractor, who has proven his inability to successfully 
face the conditions as they are and are very likely to 
remain, must abandon that theory, and for his own 
preservation and the preservation of the industry itself, 
must insist upon reasonable but firm credit 
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totally unwarranted credit. 


A PLEA FOR BETTER 
ADVERTISING 

OLUMES have been written on 
V the fact that better merchan- 
dising, which will produce much 
more business and produce business 
of a less competitive type and from 
new sources, such as modernizing the 
old home, keeping our customers up 
to the styles in heating and plumb- 
ing equipment, and generally selling 
more and better equipment on all 
jobs new and old, is one of the real 
essentials to better conditions. 

The manufacturers, through most 
liberal contributions of time and 
money, together with such contributions as jobbers and 
contractors have added, are doing a splendid work in 
endeavoring to develop this greater field. The fine ad- 
vertising matter under the auspices of the Plumbing and 
Heating Industries Bureau, together with the extensive 
advertising of many individual manufacturers, is a real 
contribution, and these things are all bearing some fruit. 


The manufacturers with their enormous capacity for 
production, are naturally clamoring for greater outlets. 
Many have employed experts in the problem of distribu- 

tion from fields outside of our own, to as- 





terms. 


sist them in accomplishing these results. 





I have not gone to any length to en- 


Many plans have been devised for mak- 


deavor to demonstrate why so many peo- ing a better merchant out of the heating 
ple feel that we are in a rather permanent HE photographs 1eproduced and plumbing contractor. Display rooms 
buyers’ market, because I feel that you are in these pages were all taken in have been encouraged, advertising, both 
men who do considerable thinking and up-to-date plumbing and heating through the newspapers and local period- 
realize that this buyers’ market has ex- stores where a good job of mer- icals, and by direct mail, has been advo- 


isted now for several years in spite of the 


chandising is being done 


cated, and the contractors or retailers have 





fact that we have not had unusually sub- 


been asked to send out salesmen and 





normal building volume. A Dodge report 

states that 1928 was the country’s largest building year, 
and because you surely also realize that in the event that 
we should come into a particularly large volume of build- 
ing business at any time, that the potential capacity of our 
business and the ease with which greater production could 
be secured, would so quickly take up the slack, that your 
buyers’ market would almost immediately, or at least 
very promptly, again be with us. 

On the face of it this may appear like 
a very gloomy picture that I am paint- 
ing, but I believe that it will only re- 
main gloomy as long as all the factors 
in our industry refuse to recognize these 
conditions and earnestly and _ intelli- 
gently set out to correct them. 

The outlook is frankly very discour- 
aging for those contractors who accept 
contracts at or below cost, pinning their 
faith and hope on some _ fortunate 
breaks of the future, instead of build- 
ing safely and soundly on the present. 

There is also very little sunshine for 
those material supply people who continue to sell this type 
of contractor regardless of his growing accounts payable, 
with the hope that some of these mysterious breaks will 
put him into a position to reduce his accounts payable. 


The unfortunate 
thing is that these material supply people not only injure themselves very 
seriously by such an attitude, but undermine the entire industry and con- 
tinually increase the number of this type of contractor, by causing others 
in desperation to endeavor to meet the competition kept alive by this 


house-to-house canvassers, as these meth- 
ods have proven very successful in some other industries, 
such as the automobile, vacuum cleaner, washing machine, 
radio and other industries. 

The failure to get the desired and anticipated results 
from these methods has been largely laid at the door of 
the heating and plumbing contractor, and many have con- 
cluded that he is a poor merchant and just naturally can- 
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not adapt himself to the merchandising ideas necessary 
for success to the movement. 

I believe this conclusion is based upon a false premise. 
I do not believe that the manufacturers have ever given 
the heating and plumbing contractors an opportunity for 
becoming good merchandisers. They copy most of the 
methods of other industries who have very successfully 
merchandised their wares in 
the past few years, and ignore 
one of the fundamental reasons 
of their success in merchandis- 
ing. 

Every one of those indus- 
tries has a certain definitely de- 
fined number of dealers in any 
locality, determined by the pop- 
ulation of that community and 
by the nature of the product 
they have tosell. Consequently, 
the results of such advertising, 
sales promotion and merchan- 
dising effort as the dealers in 
those different communities 
make, in co-operation with the 
merchandising and advertising 
effort of the manufacturer, are 
for the direct benefit of such 
dealers and not for the “pot 
luck”’ benefit of practically any- 
one in the community who 
might decide over night to be- 
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the fact that he is considering entering 
the business as an additional contractor, 
he is most earnestly urged to do so by 
the salesman of the supply house and 
is given credit far beyond any basis for 
such credit, because he will become, at 
the beginning at least, an easy customer 
to sell by the supply house who has en- 
couraged him to enter the field of contractors. 

How far is a contractor or retailer really warranted in 
going, from a purely business viewpoint, in spending real 
money for the establishment and maintaining of a repre- 
sentative display room, in advertising the product of some 
certain manufacturers, or the general products of our in- 
dustry, in his local newspaper or in local periodicals, in 
sending out direct mail advertising of some products, in 
sending out house-to-house canvassers to sell some spe- 
cialties, when in many of the cases where he has interested 
the prospective buyer in the product or specialty, that 
buyer will make inquiry from his neighborhood retailer, 
who can buy the same article at exactly the same price, 
even if he pays anything at all for it eventually, and can 
consequently sell it much cheaper, because he has not 
had the expense of the house-to-house canvasser, of the 
sales room, or of the advertising program. 

[am well aware of the fact that advertising, solicitation, 
and display rooms will bring considerable business to those 
practicing such policies, 








come a dealer and cash in on the results. 

Just compare that condition with the conditions 
in our own industry. In Cleveland, for instance, 
where I conduct my business, and where conditions 
are the same in proportion to the population of the 
community, as they are in practically every city in 
the land, there are over five hundred men engaged 
in the two industries, heating and plumbing, as 
contractors or retailers. The material supply man 
not only calls on practically all of these men, but 
keeps many of them alive so that they may con- 
tinue in their efforts to destroy the business, by 
Carrying them on his books for years after he 
definitely knows that they are insolvent. If any 
journeyman steamfitter or plumber even hints at 





regardless of the above 
recited condition, and 
that there are some ex- 
amples of satisfactory 
success due to these 
methods, but I know just 
as well that if this move- 
ment is to have reasona- 
ble success and rather 
general application, so 
that the net results of 
sales will be somewhere 
nearly satisfactory to the 
manufacturers and _ the 
retailers, some methods 
will have to be worked 
out whereby some amply 
adequate number of re- 
tailers in a community 
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would have sufficient advantage accrue directly to them, 
to warrant them in making the necessary outlay of money 
and time and energy to carry out a thorough and complete 
program of merchandising of such products in which they 
have such advantage. 

My own company, as well as many others throughout 
the country, have had considerable pleasing publicity re- 
garding our progressive steps in the matter of attractive 
showrooms and advertising. I believe that most of us 
are really only playing with the matter, compared to what 
we would really do, should the incentive be sufficient to 
seriously appeal to our business judgment. 

I am not unaware of the fact that the contractor or re- 
tailer must take stock of himself and realize his full share 
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of obligation to his industry, and that our local, state and 
national associations have a grave responsibility in the 
promotion of sound thinking and sane action, and in the 
assisting of carrying out more extensively the merchan- 
dising methods and programs, and that much of that re- 
sponsibility is in the hands of such men as are here. 

Nevertheless, if the success of the merchandising pro- 
gram of the plumbing and heating industries is expected 
to even approach the success of that of the other indus- 
tries as mentioned above, I am convinced that we cannot 
adopt just a part of their plan, and ignore entirely some 
application of the part of their plan which builds up and 
makes possible the proper and profitable co-operation in 


(Continued on Page 82) 


A Manufacturing Executive’s Opinion 
By D. H. BOWLZER, Sales Manager, Grabler-Republic, Inc. 


the query, ‘““‘What is Merchandising?’ The dictionary 
says that merchandising is ‘“‘to barter; to trade.’’ Ob- 
viously that doesn’t describe the sort of effort we are 
urging the members of this industry to engage in, for on 
that basis the most outstanding merchandisers of the 
plumbing business would be in the direct-to-you gyp 
houses. Many people use the word ‘‘merchandising”’ inter- 
changeably with ‘selling’ but that isn’t right, either, 
especially as mere order taking is so often erroneously 
called ‘“‘selling.’’ 

Merchandising isn’t merely advertising, but it involves 
advertising. 

Merchandising isn’t merely publicity as distinguished 
from advertising, but it involves publicity. 

Merchandising isn’t merely salesmanship as_ distin- 
guished from order taking, though it involves salesman- 
ship. 

I would define the predominant elenient in merchandis- 
ing as “THE CREATION OF PREDISPOSITION TO BUY 
A QUANTITY OF QUALITY WARES, IN EXCESS OF 
THE NATURAL DEMAND.” 

This predisposition to buy more or better merchandise 
than the natural demand calls for is created by advertis- 
ing and publicity, but bear in mind that while the creation 
of this ‘“‘predisposition’’ is the dominant note in mer- 
chandising, it does not constitute all of merchandising. 

Here salesmanship steps in to translate this ‘predis- 
position”’ into actual business. If 
the work of predisposing has been 
very thoroughly done, mere order 


, recently challenged our power of definition with 


taking is all that is required. If 
you are dealing with a weak case of 
predisposition, which includes most 
cases, a very high type of salesman- 
ship is needed. 

A merchandising plan that doesn’t 
include some _ honest-to-goodness 
salesmanship is like fishing with a 
bent pin—you may have the finest 
bait in the world, and the most ideal 
conditions, and attract multitudes of 
fish, but you can’t land them. 

Let me illustrate: 


I don’t need a new automobile. 
The old bus still percolates all right. 
It hits on approximately six cylinders. 
It has all the power and speed I need. 





It is reasonably good looking, and it’s comfortable, and 
it’s paid for. I feel no ‘‘natural demand’’ for a new car. 
I could be happy with the old one if people would only 
let me alone—jif they’d only stop “predisposing” me. 

But the Hellbeater is being effectively advertised. In 
newspapers, magazines and on billboards it is being 
dangled before me. 

And it is being given publicity, too (the sort of adver- 
tising that isn’t paid for, at least isn’t paid for as adver- 
tising). 

It has an extra dozen or so of cylinders. It is as fast as 
radio, as quiet as a moonbeam, as economical as Coolidge. 
It has more pick-up than Atlas, who has held the record 
ever since he picked up the world and then had his photo- 
graph taken, to prove it. 

And lines! It has Venus de Milo looking positively de- 
formed by comparison. That isn’t strong enough, for I 
never was crazy about Venus— it’s a regular Nazimova— 
gentle curves you like to look at. 

The advertising and publicity wasn’t aimed particularly 
at me, but it reached me. I’m intrigued. I’m predisposed 
to buy. 

But if the Hellbeater people don’t use some real sales- 
manship on me the law of inertia will assert itself and Ill 


,simply sigh a few times and keep the old car—anyway the 


wife wants a new fur coat—you know how women are. 
When people in our industry do the sort of advertising 
and get the sort of publicity that, when simply aimed in 
the right general direction, predis- 
poses folks to, 
Buy a built-in tub instead of the leg 
tub that would have satisfied them 
in their unregenerate days— 
Put in two bath rooms instead of 
the one which their old ideas called 
for— 
Buy a high grade bath fixture for 
$40.00 which includes $12.00 profit 
for the plumber, instead of a fixture 
costing $12.00 on which everybody 
loses, the owner included— 


When we do all these and many 
more kindred things, and then pro- 
vide ourselves with the salesmanship 
with which this predisposition can 
be quickly translated into «actual 
business and profit— 


THAT’S MERCHANDISIN®. 











~ How to Weld Copper 





Figs. 1 and 2.—Oxide specks scattered in metal before 
welding 


LL welders who have had occasion to weld copper 

and to test the completed weld are familiar with 

the fact that the joint often shows a disappoint- 
ingly low strength. This has undoubtedly tended to re- 
strict the application of this useful metal, as there are 
many places where copper could be used to advantage if it 
could be fabricated with high-strength, tight joints. It will 
be of interest to know that recent investigations have 
shown the cause of weakness and have furnished a solu- 
tion to the problem, so that strong welds can now be made 
in copper. 

For a long time it was thought that the weakness was in 
the weld metal itself, and numerous attempts were made 
to improve the quality of the weld. In spite of this, test 
pieces still continued to break, but it was soon noted that, 
with the improved quality of weld metal, the breaks oc- 
curred consistently outside the weld in the base metal 
along a line parallel with the vee. Tensile test specimens 
were found to break at practically the same load per 
square inch of base metal, regardless of the composition 
of the welding rod used. This seemed to indicate that the 
cause of the trouble lay in the base metal rather than in 
the weld. Examinations of specimens under the micro- 
scope proved that this line of reasoning was correct, and 
that the trouble was caused by the oxide present in ordi- 
hary commercial copper. 

In order to understand why oxide should be present, it 
is necessary to review briefly the practice in refining and 
casting copper. The electrolytic refining process yields 
copper of extreme purity, the total impurities amounting 
to‘'only about 0.01 per cent. But this copper must be 
melted and cast into ingot form for use, and molten copper 
has the unfortunate property of absorbing gases. Oxygen 
is readily absorbed, forming a chemical compound called 
cuprous oxide, which dissolves in the molten copper. Asa 
result, the purity of the molten copper drops to 99.7 per 
cent or even lower. Before casting, most of this oxide is 
removed by the “‘poling’’ operation which consists in cover- 
ing the molten metal with charcoal and stirring with a 
green hardwood pole. The carbon in the charcoal and 
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Figs. 3 and 4.—Separation of oxide to grain boundaries 
in metal adjacent to weld 


green wood removes the dissolved oxygen. But it is not 
customary to remove all of the oxygen; the cast slabs or 
bars as sent to the rolling mills contain 0.01 to 0.08 per 
cent oxygen in the form of cuprous oxide, and this minute 
amount is sufficient to affect the welding properties. 

Studies with the microscope have shown that when the 
cast copper cools the cuprous oxide present separates out 
along the grain boundaries. Each tiny grain of oxygen has 
numerous specks of oxide at the boundaries between adja- 
cent grains. 

As the oxide is brittle and has little strength, the metal 
structure is weakened along the grain boundaries and 
fracture tends to take place along these lines. 

During rolling, the original grains are broken up and 
the heating prior to rolling or the subsequent annealing 
results in the formation of new grains which bear no rela- 
tionship to the old ones. As a result, the oxide specks are 





Fig. 5.—Copper completely deoxidized with silicon shows no 


oxide specks 
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no longer at the grain boundaries, but are scattered 
through the grains where they do not influence fracture. 
Well-made copper sheets and bars are thus strong, tough 
and ductile. 

But what happens when a weld is made? The heat of 
welding is sufficient to cause the oxide specks to separate 
again along the grain boundaries of the base metal adja- 
cent to the weld. This causes the zone of weakness in 
the base metal. Figs. 1 and 2 show how the oxide specks 
are scattered in commercial copper before welding, while 
Figs. 3 and 4 show the separation of oxide particles at 
the grain boundaries in the base metal adjacent to a weld. 
That oxide at the grain boundaries does cause weakness is 
evident from Figs. 7 and 8. 

Since oxide is the cause of the trouble, copper contain- 
ing no oxide at all would give better results. Numerous 
tests have shown that by using completely deoxidized 
metal and welding rod, high-strength welds can now be 
made in copper. Deoxidized copper is made by adding 
silicon to the molten copper just before casting. In rea- 
sonable quantities it may be obtained from most manufac- 
turers of copper as promptly as commercial copper sheet 
and at no increased cost. In ordering, it is well to specify 
“copper completely deoxidized with silicon.’’ It should 
contain from .05 to .15 silicon to allow for loss of this ele- 
ment during welding. 


Table 1—Tests of Welds in Copper 


Ultimate Elongation 


Strength, lb. in 2 in., 

Material per sq. in. per cent temarks 
Welds in ordinary 15,520 8 Break a small 
copper plate contain- fraction of an 
ing 0.01 to 0.08 per inch from the 
cent oxygen weld 
Welds in deoxidized 26,250 Break in weld 
copper plate 
Original deoxidized 32,000 


copper plate 


Figs. 5 and 6 are photomicrographs of deoxidized copper 
plate and of weld metal made with deoxidized copper rod. 
Note the absence of oxide spots. 

Average results of a large number of tensile tests are 
given in Table 1. 

The large gain in sfrength and ductility when welding 
deoxidized plate is apparent. It could be further increased 
by hammering and heat treatment. 

At a temperature above red heat, ordinary copper plate 
containing a small amount of cuprous oxide is quite 
brittle. 

This brittleness is at a maximum just below the melt- 
ing point, at which temperature the copper 
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Fig. 6—Deoxidized sheet welded—free from oxide crystal 
separation 


melts at a relatively low temperature and the molten cop- 
per flows more readily than steel; the welder will note 
these minor differences and modify his manipulations. 

The important point in obtaining high-strength welds 
in copper is to start with completely deoxidized metal and 
welding rod. This makes possible good results. 


* 
The Importance of a Draft Gauge 
A boiler, a stoker, an oil burner, a chimney—an instal- 
lation—is no better than its draft. This is because any 
leaks, any obstruction, anything wrong immediately affects 
the draft and the draft determines not only the maximum 
rate of combustion but the efficiency of combustion. The 
key of successful combustion, therefore, is the draft and 
the simplest way of watching the draft, controlling com- 
bustion, locating troubles, is the draft gauge. 
No combustion engineer can investigate complaints 
without a draft gauge and no fireman can operate his 
boiler intelligently without the draft gauge. 


& 
The Value of Advertising 
Business history shows clearly that advertising has been 
one of the greatest constructive forces for prosperity and 
a higher standard of living. And the best advertising cam- 
paigns nowadays are based on careful research.—R. W. 
Babson. 





has practically no strength. 
Consequently, to test the weldability of 
copper, heat a piece bright red and ham- 
mer it vigorously on an anvil. If it breaks, 
it contains too much oxide for satisfac- 
tory welding. If it does not break, high- 
strength welds will be readily obtainable. 
Where deoxidized copper and welding 
rods are used, the welding technique is 
quite similar to that employed for steel. 
Because of the high heat conductivity of 
copper, the tip or welding head should be 
one or two sizes larger than that used for 
steel of the same thickness. Covering the 
work with asbestos paper will also help 
to prevent loss of heat. Large sections 
should always be preheated to a dull red, 
and small parts whenever possible. 
No flux of any sort is needed. Copper 





Figs. 7 and 8.—Oxide crystals in welded commercial copper fall out after 
slight bending 











Heating With Steam below 
Atmospheric Pressure 


By C. A. THINN, Chicago 


Member, A. S. H. V. E. 


is a large amount of heat wasted in mild weather 

because buildings are overheated. The cause of this 
waste in steam heated systems is that most all of them 
are operated on and limited in their operation to pressures 
above atmospheric, even in mild weather. Steam pres- 
sures ranging from a few ounces to 2 or 3 lb. afford but a 
small operating range of steam temperatures to meet 
changes in weather conditions. That is steam at relatively 
constant pressure is usually supplied to the radiators re- 
gardless of what the outside weather may be. The heat 
output of the radiators will, therefore, be entirely too high 
in mild weather, when only a fraction of the radiation 
installed would actually be required to balance the heat 
loss of the building and maintain the desired temperature. 
The building temperature will increase above that de- 
sired, resulting in excessive heat loss from the building 
structure. This is generally termed overheating and 
represents a direct waste of fuel. 

In designing a heating system sufficient radiation must 
be provided to heat the building to a specified temperature 
during extreme weather. The base temperature for de- 
signing the radiation is selected accordingly, usually with 
ah assumed operating pressure of 1 to 5 lb. This re- 
sults in more radiation being installed than is needed for 
moderate weather and an excessive amount for mild 
weather. 

Consequently, with steam circulating on pressures at 
atmospheric or above, overheating occurs during both mild 


[Ts heating profession has long realized that there 
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Fig. 1—Average temperature for heating season 1926-27 — 
40.3 deg. 

Maximum and minimum daily temperatures for 1926-27. 

Normal daily temperature from 54 year record. 

Highest temperature on record. 

Lowest temperature on record. 
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and moderate weather, if steps are not taken to control 
the loss. Government weather reports show that extreme 
weather prevails during about 5 per cent of the average 
heating season in Chicago, when the system must be op- 
erated at full rating. This leaves about 95 per cent of 
the heating season when the heat output of the system 


eens 

*Excerpt from paper presented at the annual meeting of 
the American Society of Heating and Ventilating Engineers, 
held in Chicago, January, 1929. 


must be reduced if uniform room temperature is to be 
maintained. 

Daily weather reports show that the temperature rises 
and falls quite rapidly over the greater portion of the 
country. Temperature changes of 40 deg. per day occur 
each winter in the Chicago area, while daily changes of 
20 deg. are but slightly higher than normal. To this 
variation in heat demand must be added the cooling effect 
of wind, if a true picture of the great fluctuations in heat- 
ing requirements is wanted. 

The graph, Fig. 1, shows the official maximum and 
minimum temperatures at Chicago for each day of the 
heating season of 1926-27. It clearly shows the temper- 
ature fluctuations for that season and also the extreme 
limits of temperature recorded in the previous 54 years. 
During that year, there was a total of 131 hours when the 
temperature was plus 10 deg. or lower, with but 35 hours 
of this at zero or below. The heating season was but 
0.4 deg. warmer than the average since the year 1900. 

This statement of the great variation in weather con- 
ditions from day to day is simply to point out that prog- 
ress toward comfort and economy in heating should be 
made by making the heating system very flexible in heat 
output. The ideal in heating is to have a heat output 
of the system just equal to the heat loss from the build- 
ing if uniform room temperature is to be maintained and 
heat waste through overheating, if the accompanying ex- 
cessive open window loss is to be prevented. 

The available economies in heating fall, roughly, in two 
broad classes. The first economies are in heat genera- 
tion which concern the boiler and the efficiency of com- 
bustion. That portion is not included in the scope of this 
paper. The second and by all means the largest field of 
possible saving is in heat utilization to which this dis- 
cussion is confined. 

Heating with steam at pressures below atmosphere is a 
simple way of obtaining flexibility in heat output while 
maintaining uniform room temperature, this steam being 
circulated in the piping system under a, positive differen- 
tial sufficient to cause flow through the radiation. By 
operating the heating system at pressures from atmo- 
spheric to as low as 2 or 3 lb. absolute, the temperature 
of the steam circulated in the radiation may be varied 
from 212 deg. to about 130 deg. This will give a very 
large variation in the heat emission of each radiator. By 
varying the heat output of the system in this manner, it 
is quite easy to maintain uniform room temperatures. 


The several parts of a system using steam at pressures 
less than atmosphere are very similar to the well-known 
vacuum return line heating system. Fig. 2, disclosing a 
typical layout of a manually controlled system having a 
steam source with special reducing valves to supply steam 
at the desired temperature in the radiation, a properly 
designed system of steam piping, a regulating plate in the 
inlet of each radiator, a thermostatic trap on the outlet 
of each radiator, a system of return piping, a vacuum 
pump capable of producing a high vacuum, and an auto- 
matic electric switch. The switch is controlled by the 
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pressure difference existing between the supply side and 
return piping. 

Steam is supplied at the same vacuum (absolute pres- 
sure) at which it is to be used in the heating system by 
controlling the rate of heat generation at the boiler; this 
is the usual practice in smaller installations. On larger 
installations and on central station installations steam is 
furnished at a higher pressure than is required by the 
system and is reduced by means of pressure reducing 
valves to the desired vacuum or absolute pressure. These 
valves may either be manually or thermostatically con- 
trolled, one may be of sufficient capacity to care for mild 
weather operation and the other of sufficient capacity to 
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Fig. 2.—Typical layout of a manually controlled system for 
heating with steam atmospheric pressure 


care for cold weather, so that either or both may be used 
as heat requirements demand, 

The piping is assembled so as to remain tight over a 
long period of years, just the same as is required for any 
other good job. The same quality of workmanship which 
is used to assemble the hot water supply piping is easily 
sufficient for all demands of a good heating system if 
proper provision is made for the slightly greater expansion. 

As said previously, steam is used at pressures below 
atmosphere and its accompanying temperatures to give 
flexibility to the heat emission of the radiator. This 
pressure is varied at different times of the day and at 
different seasons of the year to maintain the room tem- 
peratures at the desired point. 

Heating systems are seldom operated for 24 hours per 
day except in very severe weather, so the building is 
usually below the required temperature when the heating 
plant is started up each morning. The building may be 
brought up to temperature slowly or rapidly, as desired, 
by circulating steam at say a 10-in. vacuum or even on 
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pressures above atmosphere just as the plant engineer may 
choose. When the building is up to the desired tem- 
perature the engineer can set the pressure reducing valve 
for the vacuum required to maintain the room temper- 
ature. The amount of steam to be supplied under this 
vacuum will, naturally, depend on the rate of heat loss 
from the building at the time. 

By careful design and installation of a piping system, 
it is possible to get a distribution of steam at pressures 
which are fairly uniform throughout the piping. The use 
of a regulating plate with opening of proper size at each 
radiator inlet to assist in steam distribution at all three 
periods in the heating cycle will be observed. First, dur- 
ing the heating-up period, each unit should receive its 
portion of steam and no more; that is, a 25 sq. ft. radiator 
should heat at substantially the same rate as a 100 sq. 
ft. radiator. The regulating plates interpose a small re- 
sistance to the flow of steam and create a reservoir con- 
dition within the supply piping, thus equalizing the pres- 
sure conditions at the entrance of each and every radiator. 

During the heating-up period and while the radiators 
are filling with steam, the radiator traps are open to the 
return pipe and they remain open until steam reaches 
the trap when they close. 

When the radiators are completely filled with steam and 
under normal operation, the regulating plates are intended 
to produce a semi-reservoir condition in the steam mains 
as compared with the condition when filling, by supplying 
an area for the flow of steam that is in proper relation to 
each size of radiator; if through some abnormal condition, 
the condensing rate of some radiator would be increased, 
the regulating plate will tend to prevent such a radiator 
from condensing an excessive amount of steam, not- 
withstanding the demand for it. This is of value in re- 
ducing heat loss through excess window ventilation. 


Radiators of a heating system completely filled with 
steam under varying degrees of vacuum meet the average 
heat loss required during a season, but early autumn 
and late spring days with very much higher outside tem- 
peratures, require such a small heat output that even with 
a high vacuum, a radiator full of steam at a temperature 
corresponding to that pressure (vacuum) might under 
such conditions, overheat the building if the system was 
not capable of further heat reduction. If the amount of 
steam supplied to the system during such periods is suffi- 
ciently reduced and at the same time under a high vacuum, 
the regulating plate will control the admission of steam 
to each radiator so that each remains partly filled, causing 
a further reduction in the heat output. 

Next, it should be noted that a thermostatic radiator 
trap on the outlet of each radiator is of importance, for by 
its use a positive differential can be maintained between 
the pressure (vacuum) in the radiator and the pressure 
(vacuum) in the return pipe, thus securing satisfactory 
heating with a minimum amount of radiation. Steam 
circulation is maintained by the use of a jet exhauster 
type vacuum pump capable of producing a high vacuum. 
The pump motor is controlled by an automatic electric 
switch, which is actuated by the pressure difference in the 
supply and return piping. The function of this controller 
is to automatically start or stop the pump so that a small 
but substantially constant pressure difference is main- 
tained. This differential will furnish a head sufficient to 
cause steam flow toward the returns. 

The proper provision for the maintenance of this pres- 
sure difference is a most important factor in securing 
consistency and economy of heating; this point was 
brought out by C. A. Dunham in his paper given before 
this Society at the Annual meeting in St. Louis in Jan- 

(Continued on Page 65) 
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Tests on the 
Hydraulics and Pneumatics 
of House Plumbing 


By R. M. STARBUCK, JR. 


possible, the various tests that have been undertaken 


| TWO previous articles we have taken up as fully as 


in the experimental work recently conducted at the 
University of Illinois, relating to the several phases of 


trap siphonage. 


The work has been conducted under the direction of 
Professor Harold E. Babbitt of the sanitary engineering 
department, and has resulted in much needed information 
on a number of previously undetermined questions con- 


cerning important plumbing operations. 


The next series of tests to be considered relates to 


“Connections at lower end of stacks.’’ 


In the report, the connection between a stack and the 


horizontal line, which is generally the house drain, 
alluded to as the ‘‘foot piece.”’ 


Apparatus and Method of Procedure 
This part of the report begins as follows: 

It has been found that the type of this connection 
is an important factor in determining the pressures, 
both above and below atmospheric, which are créated 
in plumbing systems. It is desirable therefore, to 
determine the type of connection which will result in 
the lowest possible pressures within a plumbing sys- 
tem. 

The apparatus used in making these tests consisted 
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Fig. 2.—Types of base fittings used 


of a 4-inch vertical pipe, 
fifty feet long from the 
basement floor to the point 
at which water entered 
near the top. Piezometers 
for measuring the pressures 
in the vertical pipe were 
placed at various elevations, 
as shown in Fig. 1. 

The foot piece to be 
tested was placed in posi- 
tion to connect the stack 
and the floor drain. Water 
was discharged into the 
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. Stack to 8 ft. of 
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Floor 





—1.0 
—0).96 
—1.14 
—1.16 
—1.03 
—1.18 
—1.40 
=] 39 


—1.52 
—1.40 
—1.16 
—1.42 
—1.45 
—1.47 


The pressures 


raul = 
stack at various rates for ———-— 
seven seconds, and the pres- 
sures produced at different 
points in the stack were ob- yt 

) senenam 

served. The pressures pro- 
duced at the same rates of Foor PIECE 
discharge, with different | ®6® /£87 
foot pieces in place, were Fig. 1—Piezometers for 
then compared for the pur- measuring pressures 
pose of drawing conclusions 
as to the most desirable type of foot piece. 

Seventeen different foot pieces were tested in 
pressure experiments, the different types being shown in 
Table 1 

Comparison of Types of Fittings Joining 4-in 
4-in. House Drain 
| arses Relative Pressures Compared with 
Fitting . " : 
| No Pressure of 1 When Long Sweep 
|} NO. oT ' 
DESCRIPTION OF FITTING | Inches oo" BS te Used 

| Fig. 2 Base- Ist 2nd 

| ment Floor Floor 

pines 8 EEE 
90° ell—12-inch radius...... | 1 | +1.0 | 41.0 | —1.0 
90° ell—5-inch radius...... sal 2 | +1.77 | +1.74 | —0.86 
90° ell—4-inch radius. ...... cececeese] 3 | 42.80 | 42.41 | —0.95 
90° ell—3-inch radius . | 4 | +3.61 | +3.42 | —0.92 
2 45° ells with 11-inch nipple. Decne a 5 2.10 | +1.82 | —0.80 
Y and th bend, vertical C.O.......... 6 | +2 44 | +2.09 | —1.44 
Y and th bend, heel C.0.... | 7 | 43.24 | +2.91 | —1.32 
Y and th bend, heel C. O., short. 8 | +5.95 | +5.45 | —1.07 
No fitting at base of stack | Not | | 

shown | —0.36 | | er 
Sanitary tee......... . | 9 | +4.62 | +4.32 | —1.15 
Straight tee............... .....1 10 | 46.72 | +7.09 | —0.95 
Y-%th bend.......... ~ | a2 | +2.64 | +2.06 | —1.34 
Long-sweep ell....... | +1.19 | +1.65 | —1.50 
Long-sweep ell. . , | 14 | +2.04 | +1.53 | —1.45 
Long-sweep ell. . oP | 15 +1.45 | +1.33 ai 
Y-lth bend, nnd Ohio. ee af 16 «3«6| +1.65 | +1.08 | —1.37 
Y-\4th bend, 6x6x4inches........... | 17 | +1.62 | +1.27 | —1.40 
Fig. 2. It will be seen that they represent the fittings 
generally used in making this connection. 
produced in these experiments are shown in the accom- 
panying table. 
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In referring to the table, the report states: 

In studying this table, it should be noted that only 
pressures above atmospheric are produced at the 
basement and first floor, and only pressures below 
atmospheric are produced at the two upper floors. 
Actual observed pressures are not recorded in the 
table, as they are dependent upon factors fixed by 
the piping connections. Only the relative intensities 
of pressure are significant. 

This last statement means that actual pressures in 
pounds would change with each different piping layout, 
and that as the result desired was a comparison of the 
hbase fittings tested, this comparison would be most satis- 
factory as here shown. This method employed assumed 
that the pressure shown at 








the basement was unity [>-- 7 
when using a _ long-sweep, ‘ 

90-degree ell. All other ‘Z 

pressures obtained in the 


use of the various other fit- 
tings were expressed in mul- 
tiples or fractions of the 
above unit. The pressure 
figures in the table there- 
fore, are not in pounds. 





_—— — eae oe oe ae oe ae oe oe of 


‘5° 


The report continues: 

It should be noted also, ‘ 
that the type of foot piece oo 
has no marked effect upon 
the intensity of the pres- 4” 
sures at the upper floors. 
This is to be expected, as 
the intensity of siphonage 
is determined by the 
quantity of water falling, 
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and its rate of accelera- \ Br Fass __-« 

tion in the upper regions 3 VENT 

of the stack. Neither of 

these factors will be mate- | 

rially affected by the type = 
£ or3 


of foot piece. 

A note accompanying the 
table explains that the fig- 
ures shown were obtained by 
making from five to ten ob- 
servations of pressure for 
each of (fifteen different 
rates of discharge between 
24 and 330 gallons per 
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minute, at each floor, and for 
each base connection. 

There is much food for 
thought in the table here shown. The significant points 
are indicated in the remarks quoted from the report, as 
follows: 


Fig. 3.—By-pass venting 


It is concluded, from a study of the results pre- 
sented in the table, that a long-sweep 90-degree eil 
is the best type of foot piece to be used on any stack, 
and that a right-angled, tee-shaped fitting is the poor- 
est type. An arrangement of two 45-degree ells with 
a nipple between them, which is frequently used in 
practice, is not so satisfactory as a medium-sweep or 
a long-sweep 90-degree ell, but it is better than a 
short-sweep 90-degree ell. The use of over-size fit- 
tings as foot pieces, such as a 6-inch x 6-inch x 4-inch 
sanitary tee is shown to be less advantageous than a 
long sweep 90-degree ell of the same size as the 
stack and house drain. 

We hope the information conveyed in this paragraph 


will make a deep impression upon our readers. We would 
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know without having it proved to us in this scientific 
manner, that a regular tee would prove the very least 
efficient fitting that could be used at the foot of a soil or 
waste stack, and that other fittings of similar character, 
such as the tee, Y, or sanitary tee, would not be found 
much better. It will be surprising for many, however, to 
learn that a long-sweep, 90-degree elbow stands higher 
in efficiency than a connection made up of two 45-degree 
elbows. 

When the result of this investigation has become com- 
mon knowledge, as we hope it will, it would seem that it 
must be reflected in ordinances and plumbing codes 
which deal with this subject. At the present time there 
are a few plumbing codes which seem to have met this 
requirement in the manner that these tests would indicate. 

Experiments in By-Pass Venting 

Another series of experiments, conducted by Professor 
Babbitt, covered the subject of by-pass venting, and he 
has correlated the results of the two in his final conclu- 
sions. 

The report defines a by-pass vent as a vent pipe con- 
nected at two or more points to its soil or waste stack. 
When the upper end of such a vent pipe is open to the 
atmosphere, it is called a by-pass vent stack. 

A by-pass vent, by-pass vent stack and the necessary 
piping used in testing the effectiveness of by-pass vents, 
are shown in Fig. 3. 

By-Pass Defined as Relating to Venting 

It is probable that many of our readers will not be 
familiar with the term by-pass as relating to venting. It 
is good and common practice to connect a main vent stack 
to the base of the main soil or waste stack, and above the 
highest fixture vent. As we understand it, these experi- 
ments were made for the purpose of showing the effective- 
ness of these connections between the soil and waste 
stacks and the vent stack. 

Results obtained were about as expected, according to 
the following statement taken from the report: 

The effectiveness of by-pass vents was expected to 
be great, because of the probability that the vent 
would conduct pressures higher than atmospheric into 
regions of pressure lower than atmospheric, each 
pressure tending to neutralize the other. The results 
‘of the tests fulfilled the expectations to a marked 
degree, and emphasized the effectiveness of by-pass 
venting. 

' In the tirst experiment, the 2-inch vent pipe was con- 
nected into a heel outlet at the base of a 50-foot 4-inch 
soil stack. Water was discharged down the stack at vari- 
ous rates. The pressures at various levels were observed 
through the use of piezometers. as shown in Fig. 1. No 
difference in pressure was observed between the stack 
with a vent or without one. It was then discovered that 
the vent connection was so low that water set back, cover- 
ing the opening of the vent pipe, and thus preventing the 
movement of air in it. 

The Experiments, Their Results, and the Conclusions 

The experiments, their results, and the conclusions 
reached from them are summarized in the following quota- 
tion from the report: 

The connections used in the tests which demon- 
strated the effectiveness of by-pass venting are illus- 
trated in Fig. 3. It is to be noted that the lower end 
of the vent pipe is connected to the stack 4 feet 7 
inches above the base, a height to which water will 
not ordinarily back up. The upper end of the vent 
pipe is carried up into the region of siphonage in the 
soil stack. Tests were made with 2-inch and 3-inch 
by-pass vents and by-pass vent stacks, and with mani- 

(Continued on Page 90) 
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Selling Specialties 


HE VALUE of having a definite 

mark to shoot at in any sales 

campaign has been rather 
forcefully demonstrated by the experi- 
ence of Bareham and McFarland, Ince., 
Plumbing and heating contracting 
house of Rochester, N. Y., particularly 
in the sale of such specialties as ought 
to be sold by the plumbing and heating 
Contractor. 

During the months of July, August 
and September, admittedly the tough- 
®st months in the year to interest 
anyone in matters pertaining to heat- 
ing, this firm sold more than a hun- 
dred individual heating units. And as 
a4 resuit of special efforts during those 
hot months, prospects, who at that 
time could not be interested in a new 


stove, came in in increasing numbers 


This firm has made a definite study of 
methods of merchandising spectalties 
and has applied them with great success 


as the cold blasts of winter began to 
chill the air. 

This rather remarkable sales record 
was the result of a campaign launched 
to sell an individual heating unit, but 
there is no doubt that the results 
would have been the same had any 
other modern heating unit been of- 
fered. [t was the method which 
brought success. 


The secret of the firm’s success in 


disposing of so many heating units 
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curing the summer months was the 


comprehensive heat survey which its 
salesmen made during July, prior to 
launching the effort in August. Using 
only its regular sales staff of eight 
men, the firm made a careful check 
of the heating requirements of its ter- 
ritary and then when the contest 
opened concentrated on those pros 
pects which it knew absolutely needed 
new heating equipment. 


The sales staff was divided into four 


This double win- 
dow 1s partitioned, 
making each display 
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“ teams of two men each. Monroe Coun- to “red hot’’ prospects uncovered by rather unfavorable business conditions 
‘t ty, of which Rochester is the county the salesmen in their canvass. These in the rural territory, Philip J. Jetter 
seat and largest city, was then divided were straight sales not involving the sales manager of the firm, was more 
































: 
q into four sections. One team was al- special feature offered during the cam- than satisfied with the result. 
L' lotted to each section and required paign in August. This feature was the ‘We were constantly faced with the 
a to bring in the names of at least one offer of half a ton of coal free to every problem of a farmer, who wanted the 
ie hundred good prospects before start- purchaser. stove all right, but was unwilling to 
2 ing on the sales campaign. buy until he knew how his crop was 
4 These prospects were obtained in going to turn out,’’ he said. ‘‘As a re- 
z, this manner: Each team visited every J/nterior of store—showiny complete line sult of such conditions our sales dur- 
na farmhouse in its territory, or as many of ranges on display, Note boilers at rear ing August, when the campaign was 
' 
. 
4 
2 - 
‘ 
: 
‘ 
. 
, 
a’ 
‘ 
. 
as it could possibly reach, and learned STARTING THE DRIVE on, were not as great as they might 
from each householder what type of TARTING August 1, the salesmen have been, but as a result of the in- 
f heating equipment was being used, and s took their prospect cards and went terest stirred up by the campaign, we 
how long it had been in use. No ef- after the orders. In this connection were continuing to cash in on it after 
fort was made to sell the prospect at they were helped considerably by a_ the fruit crops had been gathered in by 
this time. The information was writ- novel traveling exhibit, which the the farmers and money was available. 
r ten down on a card and turned in to plumbing firm has used for more than “Our sales in August amounted to 
i the office to be filed. a year. This consists of an old ‘‘jit- sixty-two units. In September, with- 
¥ At the end of the month the sales- ney’’ bus, with its seats intact, in out the aid of the half ton of free coal 
+ men had turned in more than six hun- which was mounted one of the heaters, feature, we sold twenty-seven units to 
+ dred prospects, who were regarded as equipped with a specially built chim- prospects turned up in the campaign 
js ripe for a change in heating equip- ney through the roof of the bus sothat and I feel sure that we are going to 
si ment. Only prospects using the old- a fire could be built in it. Each team continue to enjoy the fruits of our 
? fashioned “‘parlor stove’’ type of heat- was allowed to use the bus one day, it work well into next vear. 
| ing plant were considered as worth being circulated among the teams so “Gre have hecome so convinced of 
working on, at this time anyway. that each had it every fourth day. the value of the heating survey as com- 
; Households equipped with more mod- With this novel exhibit the sales- pared with any hit or miss system of | 
. ern heating plants were carefully ex- men were able to convince the most selling stoves, that we now ha’ CWO 
’ cluded from the prospect list because skeptical prospects of the merits of the men engaged in this work exclusively, 
of the greater sales resistance which heating plant they were offering. following up the large number of pros 
they were expected to offer, and the When a particularly stubborn house- pects obtained in our July survey and | 


lesser reason for desiring new equip- holder was encountered, he or she was’ at the same time lining up neé Ones 
ment. invited out into the bus and there saw by the same method. There is 80 

Although no effort to sell stoves was just how the stove worked. doubt that it is much cheaper and 
made during the month of the survey, In view of the fact that the cam- much easier to sell a stove to a person 


than it is 


nevertheless seventeen units were sold paign was carried out in the face of whom you know needs one 
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to try and sell one to a person who 
already has an efficient heating plant, 
but about which you may not know.”’ 
In order properly to demonstrate 
and sell the stoves, it was necessary 
for the salesmen to have a comprehen- 
sive knowledge of the unit themselves, 
so that they would be prepared to an- 
swer any conceivable question which a 
critical prospect might ask. In order 
to insure them against any embarrass- 








ing moments which a lack of proper 
knowledge of the product might en- 
tail, Mr. Jetter conducted a four weeks 
sales course, during which he thor- 
oughly instructed them in the con- 
struction and operation of the heaters. 
Sales meetings were held Saturday 
mornings, usually lasting from 8 to 10 
o'clock. Written questions were sub- 
mitted to the salesmen and they were 
required to turn in answers to them. 
As a result of this training, Mr. Jetter 
said, his salesmen not only were able 
to sell the heaters, but also to properly 
install them if necessary. 

A remarkable feature of the success 
in the campaign was the fact that it 
Was based almost entirely on personal 
Sales efforts, little help being obtained 
from advertising. Only one advertise- 
ment was run, this a two-column ad 
Which appeared in the three Rochester 
daily papers and ten rural weeklies. 


EXPOSITION HELPS 
HE FIRM. however. was favored 
by the fact that the Rochester 


Exposition and Horse Show opened the 
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first week of September, following 
close on the heels of the close of the 
special campaign. The exposition, 
quite naturally drew thousands of 
rural dwellers into the city and scores 
of them visited the Bareham and Mc- 
Farland booth, where the heater as 
well as other equipment sold by the 
firm were on exhibition. 

“Twenty-one of our twenty-seven 
September sales were made at the Ex- 
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this renewed interest. Such occur- 
rences have opened our eyes as to the 
value of a properly conducted heat sur- 
vey and you can rest assured we are 
not letting any grass grow under our 
feet in this respect. We are out every 
day now, digging up new and worth- 
while prospects so that we can con- 
centrate our sales efforts where they 
will bring the greatest results.”’ 


So as to encourage the salesmen to 

















The other half of the store, showing 


plumbing fixtures arrayed for mspection 





position,’’ said Mr. Jetter. “These 
sales were all to people who had been 
visited by the ,salesmen during the 
campaign, but at that time were not 
in a position to buy. However they 
came to the exposition and placed their 
orders without getting the benefit of 
the half ton of free coal. 

“Our heating survey not only helped 
us to sell more heaters, but it also 
uncovered a large number of prospects 
for fireless cookers, gas water heaters 
and other equipment which we sell. 

“The most significant aspect of the 
survey and the campaign which fol- 
lowed it, however, is the way sales 
have held up since the campaign 
ended. Scarcely a day passes but that 
some one or several prospects uncov- 
ered in the survey, who refused to buy 
during the campaign, come into our 
store and make further inquiries about 
the heaters. Anda very good percent- 
age of them are buying as a result of 


keep up their good efforts the firm 
pays them on a commission basis, with 
a weekly drawing account. The firm 
also furnfshes each salesman with ten 
gallons of gasoline a week with which 
to operate his automobile. In the rural 
districts, of course, a car is something 
of a necessity if the best results are 
to be obtained and the firm believes in 
doing its part toward paying for the 


operation of salesmen’s machines 


WHO ARE BEST SALESMEN? 

N SELECTING salesmen, the firm 

always tries to pick men experi 

enced in the plumbing busine 
and the sale of plumbing appliances 
It is fortunate in the matter of pro 
pective salesmen, always having a 
standing list of applicants from which 
to select. 

According to Mr. Jetter, the record: 
have shown that experienced plumbins 
salesmen are the best. In fact, he 
said, they invariably turn out so much 
better than men unfamiliar with the 
husiness, that it is worth while to offer 


them more money in order to get and 
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keep them. Also, he said, men of 


more mature vears, that is from thirty 
to forty-five vears of age, make the 
best salesmen because they are less 
easily discouraged than younger men 
and are more persistent and consistent 
workers. In other words, he said, they 
don’t let the job lick them. 

As an illustration of the superiority 
of experienced plumbing appliance 
salesmen over men experienced in 
other lines of sales work, he cited the 
record of his present sales staff, con- 
sisting of eight men. The highest man 
has been with the firm more than ten 
years; the second highest was an ex- 
perienced plumbing appliance sales- 
man before joining the firm; the third 
highest was a plumber’s helper in the 
Bareham & McFarland shop and 
served a year in the store before going 
out as an appliance salesman; the 
fourth highest was experienced in the 
sale of oil burners and water heaters 
before joining the firm. 

Of the four remaining men, one 
formerly sold washing machines, an- 
other automobiles, another dry goods 
and the last fruit Thus, it can be 
readily seen, that the four outstanding 
men of the force were all experienced 
in the plumbing business. With the 
exception of the man who formefly 
was a plumber’s helper in the shop, 
all the leading salesmen are over 
thirty years of age Most of them are 
around forty. 
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SALES CLASSES PAY 

R. JETTER is a firm believer in 
M the sales class as a method of 
training and helping his salesmen to 
produce more orders. These classes 
are held every Saturday morning, 
since, because of the half-day, the 
salesmen seldom go out. At each 
meeting some new appliance is dis- 
cussed, or perhaps some new phase 
of one of the old lines. The meeting 
is usually opened by Mr. Jetter, who 
gives a talk on the subject under dis- 
cussion. The salesmen are then free 
to fire away with questions at the sales 
manager for further details on the 
matter. At the close of the meeting 
manufacturers’ literature is distrib- 
uted so that the men have the week- 
end in which to study up on points 
not thoroughly understood during the 
meeting. 

Mr. Jetter has had the willing co- 
operation of factory representatives 
with regard to these meetings, very 
frequently one of the district factory 
scales representatives of some particu- 
lar line being present at the meeting 
and giving a detailed talk covering his 
firm’s product. These factory men, 
Mr. Jetter has found, are always will- 
ing to co-operate in sales meetings of 


this kind. even to the extent of going 





| ne monstration “jnitney hus’ which helped 


sell heating units like this 
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out of their way to be present at one. 
It is not unusual, he said, for some 
factory representative to make a spe- 
cial trip to Rochester just so he can 
be present at the sales meeting and 
talk to the men. 

As to the value of these meetings 
there can be little doubt. It is inter- 
esting to note, too, that the salesmen 
themselves are the biggest boosters of 
the meetings, especially the more suc- 
cessful men. There is no limit to the 
subjects which can be covered at the 
meetings, the Bareham & McFarland 
men even being instructed on how to 
install appliances and make minor re- 
pairs. Such knowledge not only helps 
them in making sales, but also is val- 
uable should they happen to be caught 
in a customer’s home at a time when 
she may be experiencing trouble with 
her gas range or other appliance. 


ALLOTTING TERRITORIES 


HE SALES force is divided in two 
groups, four men covering the 


city and four the country territory. 
The city is divided in four districts, 
each man covering one district selling 
the firm’s entire line of appliances in 
his territory. The same policy is fol- 
lowed in the country districts, no man 
specializing on any particular appli- 
ance. 

Of course, during the heater cam- 
paign, this policy was abandoned tem- 
porarily, the entire sales staff being 
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put to’ work in the country districts. 
They visited more than eight hundred 
homes in making their heat survey. 
One of the interesting things learned 
on this survey, according to Mr. Jet- 
ter, was that a surprisingly higher per- 
centage of country homes are equipped 
with central heating plants than is 
popularly believed among _ plumbers 
and heating contractors; many had 
steam heat. 
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hood churches are equally welcome. 
At all demonstrations the plumbing 
firm furnishes the lunch for the occa- 
sion and even furnishes also its own 
dishes and silverware. This particular 
feature is liked by the customer in 


whose home the demonstration is be- 





Back of the sales plan is a well-managed 
shop, organised for correct service 
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Which most hostesses serve. sand- 
wiches, will create a better impression, 
and please, especially, the customer in 
whose home the demonstration is be- 
ing held. The store’s lady demon- 
strator cooks the entire meal and as- 
sists Mr. Jetter in the demonstration. 

The usual home bridge party con- 
sists of sixteen women, which, accord- 
ing to Mr. Jetter, is an ideal group 
for a demonstration. In fact, he pre- 





— 








Since the salesmen were only inter- 
ested in finding prospects for the heat- 
ers, Which meant only homes using the 
old-fashioned parlor stove for heating, 
they did not bother much with those 
places having more modern equipment. 
Once the householder replied that the 
place had a central heating plant they 
did not waste any further time with 
him. The firm did get, however, about 
half-a-dozen prospects for steam heat- 
ing plants as a result of this survey. 


GAS RANGE MERCHANDISING 

MONG the appliances which the 
A firm sells are three gas ranges. 
In selling these ranges one of the most 
successful plans used is what the firm 
calls the ‘‘neighborhood demonstra- 
tion.”’ This demonstration may be held 
ina home or in a church, but in either 
case its value cannot be over-estimated 
Since it gets close to the public and 
Shows the appliance as it actually 
works before a group of highly inter- 
ested prospects. 

The salesmen are counted on to ar- 
range these demonstrations with satis- 
fied customers. If it is to be held in 
4 customer’s home, so much the bet- 
ter, but demonstrations in neighbor- 


ing held since it relieves her of the 
bother of washing dishes. 

The usual plan in arranging these 
demonstrations is to find a customer 
who belongs to a bridge club, or a 
card club of some sort. The salesman 
then approaches her and finds out 
when it is next her turn to entertain 
the other members. Having learned 
this he broaches | the subject of the 
demonstration, pointing out that it not 
only will be a novelty for the members, 
but will also relieve the customer of 
the expense of putting up a lunch. 

If the customer agrees to the plan 
the sales manager is notified and ar- 
rangements are made for the demon- 
stration. These demonstrations, where 
they occur in homes, are usually held 
in the afternoon, although frequently 
they are put on in neighborhood 
churches at night. On the day the 
demonstration is to take place, the ca- 
tering equipment and food for the oc- 
casion is taken to the house in the 
morning and everything made ready 
for the afternoon. 

Among the items of food usually 
furnished is a gwod-sized roast, the 
theory of the store being that this be- 
ing unusual for a bridge party, at 


fers a small audience of such size to 
the larger ones secured at church dem- 
onstrations since he _ believes’ the 
smaller audience gets more benefit and 
displays more interest in what is be- 
ing said. 

The eooking of the meal is always 
timed so that it will be in its finishing 
stages when the ladies arrive for their 
game. They then get an opportunity 
to whet their appetites with the fra- 
grant aroma of a luscidus roast and at 
the same time can go into the kitchen 
at their leisure and watch the progress 
of the cooking. 


CHARTS PUT OVER IDEAS 

FTER the bridge game is finished 
A and the meal has been served 
amid many favorable comments on the 
delicious food the demonstration is 
started. Mr. Jetter is always on hand 
to conduct it and deliver the lecture. 
In this connection he has devised a 
rather ingenious aid, which never fails 
to impress his audience and gets over 
his message in convincing style. [t 
consists of a series of oil cloth charts, 
about two and a half by three and a 
half feet, mounted on an easel of con- 
venient height. On them is painted in 
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red and black, the red being used for 
emphasis, certain outstanding points 
of the gas range under discussion. A 
series pertaining to one of the ranges 
consists of eight charts. They were 
made up by Mr. Jetter. Some of them 
are shown on the next page. 

These charts, according to Mr. Jet- 
ter, are invaluable aids in putting over 
the demonstration, since they virtually 
place him in the role of a teacher in- 
structing his class. After opening the 
lecture by welcoming the ladies and 
expressing the hope that they enjoyed 
the luncheon he turns to the charts, 
mounted on the easel in rotation and 
proceeds to get down to the facts and 
features of the range. He uses a 
pointer, such as is used in the class- 
room, to keep the attention of his au- 
dience focused on the points he is 
bringing out, which are printed on the 
charts. As the subject on one chart is 
finished, it is turned back over the 
easel, revealing the next chart and 
subject. The red and black paint used 
in printing the charts makes a striking 
and at the same time pleasing appear- 
ance. Mr. Jetter had the charts 
printed by a local sign painter at a 
cost of $50 and has found the expendi- 
ture more than justified. 

The question of what to serve at 
such neighborhood demonstrations is 
bound to be a puzzling and important 
one. Bareham and McFarland vary 
these three luncheon menus, which 
have been found to be most appetizing 


and pleasing to the guests: 


] Vegetable salad. 

Roast beef with brown eravy. 

Two vegetables. 

Steamed rice with butterscotch 
sauce covered with ground nut 
meats. 

Coffee. 

French pastries. 

2——Soup. 

Pickles and olives. 

Roast fresh pork, prepared with 
treatment of cloves, brown sugar 
and sliced pineapple. 

Candied yams. 

Two vegetables. 

Cake. 

Coffee. 

3—Fruit salad. Saltine crackers. 

Parkerhouse rolls. 

Roast Canadian ham. 

Candied yams (sweet potatoes). 

Green peas and spinach steamed 
in kettle. 

Cakes. 


leed tea or coffee. 
DEMONSTRATIONS MAKE SALES 
NATURAL question to ask about 
A these demonstrations is: How 
successful are they? Mr. Jetter con- 
siders them very successful. They av- 
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erage, he said, one to two range sales 
per demonstration, which as will read- 
ily be admitted, is a very good aver- 
age. But equally important, if not 
more so, he said, is the fact that these 
home demonstrations go over big. 
Even though a sale may not be made 
directly, the interest aroused in the 
women attending the demonstration is 
bound to bring in business eventually 
in an indirect way. Every demonstra- 
tion, so far, he said, has aroused keen 
interest in the neighborhood; women 
in whose homes the demonstrations 
have been held have expressed them- 
selves as highly pleased with the affair 
and reported much gossip about the 
demonstration and ranges in the 
neighborhood and among their friends 
asaresult. And as Mr. Jetter pointed 
out, there is no better method of ad- 
vertising than to get a group of women 
talking about you, especially if they 
say nice things. So far as he has been 
able to learn, they all have had noth- 
ing but praise for the demonstrations, 
the luncheons, the ranges and the 
firm. 

With the exception of these demon- 
strations and newspaper advertising, 
the firm depends almost entirely on 
store contacts to move its merchan- 
dise. In order to make the most of 
these contacts a woman demonstrator 
is kept on duty. She demonstrates one 
type of range only and when not busy 
in the store goes out visiting cus- 
tomers to show them the most efficient 
way to operate their ranges. This 
method is followed in all sales, the 
customer being assured of adequate 
aid in the operation of her range until 
she masters it thoroughly. In this 
way practically every customer is 
made a booster, since under the care- 
ful tutelage of the demonstrator she 
learns to make her range do things 
which she thought impossible and thus 
becomes fascinated and enthusiastic 
about it, inviting her friends in to see 
it and talk about it. 


This card helped lay plans for the sales 
drive—it showed logical prospects 





Other appliances handled by the 
firm and which are sold by all the 
salesmen include gas fired radiators. 
water heaters, heaters, gas-fired 
clothes driers, and radiator covers, 


QUALITY CUSTOMERS ARE 
BOOSTERS 

LL THIS merchandise is of the 
A better class, so that the firm 
must look for quality customers rather 
than price buyers. But handling qual- 
itv merchandise has its advantages, 
despite the fact that its market is more 
limited, Mr. Jetter pointed out. The 
most important of these, he said, is 
the fact that because of its quality the 
merchandise stands up in operation 
and there are seldom any complaints. 
Therefore every customer virtually be- 
comes a booster and a potent source of 
other business. 

That is one reason why, he said, the 
firm depends so much on store con- 
tacts for business. Every day numer- 
ous prospects come into the store for 
one appliance or another, sent by a 
customer of the firm. These prospects, 
coupled with those uncovered by news- 
paper advertising keep the _ present 
staff of salesmen fairly busy. 

Five per cent of gross sales is de- 
voted to newspaper advertising, the 
policy of the store being to get a good- 
sized ad, say two or three columns 
wide, in the papers about once a week. 
This is not, however, an iron clad: pol- 
icy, and frequently two weeks or more 
go by without an ad appearing. The 
reason for this is that Mr. Jetter pre 
fers to “hold his shots,’’ so to speak, 
until they will produce the most bene- 
ficial results and frequently, by with- 
holding an ad a week or two, he is able 
to take advantage of some peculiar 
local situation. 

Direct mail advertising is used spar 
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ingly, the firm preferring to concen- 
trate all its effort on direct contact 
with prospects and customers. Fac- 
tory literature, however, is used rather 
profusely, but in a novel way. Instead 
of mailing this material out to pros- 
pects and customers, the salesmen car- 
ry it along with them and when they 
visit a customer they leave half a 
dozen or a dozen circulars or booklets 
at the house and urge the householder 
to give them to her friends. In this 
way direct mail advertising expenses 
are kept down to practically nothing 
and at the same time the material is 
put into the hands of people who can 
be counted on to distribute it where 
it will do the most good. 


STORE DISPLAYS 

IMPLICITY is the keynote to the 
~ store’s window displays, to which 
more than passing attention is paid. 
The firm really occupies two stores, 
the wall between them having been 
removed to make one large store. 
However the windows are so built that 
they really form two separate displays 
and full advantage of this opportunity 
is taken by putting two separate dis- 
plays in them. A small and neat panel 
separates the two windows and the dis- 
plays in them and a low railing sep- 
arates them from the store proper. 

The display in each window is 
changed every other week, alternately. 
By this method at least one window 
has a new display each week. °Only 
one appliance is featured in each win- 
dow and everything about it is plain 
and neat. 

The store makes its own window 
cards and frames every one displayed. 
No gaudy colors are used, but only 
tones which lend dignity to the dis- 
play. No background is used in the 
Windows so that from the street a full 
view of the entire store can be ob- 
tained. This provides an opportunity 
for a secondary display behind the 
Windows, the appliances being neatly 
arranged on the floor of the store so 
that those on the street can get a good 
look at them after viewing the window 
display. 

The windows are kept lighted until 
11:30 o’clock every night so as to take 
full advantage of the theater crowds 
Which pass the store. One of the larg- 
€st theaters in the city is less than a 
block away on the same street, and 
crowds from it must pass the Bare- 
ham & McFarland store in order to 
get downtown for their cars and to 
restaurants. Thus the store enjoys a 
daily and nightly audience of several 
thousand to which the attractive win- 
dow displays undoubtedly make some 
appeal. 

Just as service is an important fac- 
tor in the suecess of any automobile 
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Here are some of the charts used to vts- 
ualise facts concerning the ranges during 


demonstrations 


Chart 2 
FOOD AND PROPER DIET 
“Tell me what you eat and I will 
tell you what you are.’’——Prof. Harvey 
Wiley. 
BRAIN, ORGANS, BONES, MUSCLES 
Fed By 
FIVE FOOD PRINCIPLES 
1. Proteins. 
2. Carbohydrates. 
>. Fats. 
t. Minerals (salts, ash). 
5. Bulk (roughage). 
MEANS IMPROVED HEALTH 
Which means: 
|. Brain capacity. 
2. Physical development. 
3. Beauty of appearance. 
4. Enjoyment of life. 
>. Muscular activity. 
6. More vears to live. 
ee cena 
Chart 3 
DEVELOPMENT OF COOKING 

Stone Age—Raw foods. Crude fire 
for warmth. 

Later—Fire used to stew bones. 

Medieval—-Ancient spit. Barbecue. 

Colonial Fireplace and big kettle. 
Built-in brick or stone oven. 

Late Colonial——Coal range. 

1850——Gas range. 

1900—Electric range. Fireless cooker. 

1910 Insulated range. 

1928——The modern range. 

a 
Chart 6 
(BLANK) RANGE SAVES 

GAS——-Average gas bill, $4.00. Range 
saves at least t%-—$2.00. Saving 
per year, $24.00. 

FOOD—Average food bill per week, 
$15.00. Range saves 8.15% 
$1.22. Saving per year, $63.44. 

TIME Range Saves average of one 
hour per day at 25ec. Saving per 
year, $91.25. 

TOTAL SAVING PER YEAR, $87.44. 
Your saving of time is given you 

iree, 

ey 
Chart 8 

PICK OUT YOUR (BLANK) RANGE 

and let it pay for itself. 

(Approximate prices. ) 

$87.44 range pays for itself in one 

year. 
174.88 range pays for itself in two 
vears. 

262.32 range pays for itself in three 

years. 

349.76 range pays for itself in four 

years. 
137.20 range pays for itself in five 
vears. 
You pay for it anyhow 
WHY NOT OWN ONE NOW? 


cyt 
jw 


dealer, so is it important to the 
plumber who wishes to succeed as an 
appliance merchandiser. There is 
nothing that will hurt the reputation 
of a house so much as to install a gas 


range or water heater or any one of 


the many plumbing appliances in a 
house and then have that appliance 
fail to operate properly. 

This fact is realized by Bareham & 
McFarland and that is one reason why 
in his sales classes, Mr. Jetter instructs 
his men how to make minor repairs 
and adjustments to:.the appliances. 
Thus when a customer calls up to com- 
plain that her appliance won't work 
and there is no one available in the 
service shop to handle the call, the 
salesman can go out immediately and 
take care of the matter. By prompt 
service in cases such as this the repu- 
tation of the house is preserved, the 
good will of the customer maintained 
and everybody is happy all around 

In cases where only an adjustment 
is necessary, no charge is made for the 
service, but if new parts must be in 
stalled they are charged up against 
the customer. All appliances are sold 
at a price which covers the cost of in 
stallation, so that so far as the cus 
tomer is concerned, this service is 
free. 

A study of the methods pursued by 
Bareham & McFarland indicates a 
thoroughness, without which so many 
sales campaigns fall by the wavside 
and men lose faith in selling. 

sut if the market is determined hs 
fore the drive is commenced——as in 
the case of the heating units here 
and no time is wasted on people who 
couldn’t possibly buy: if the actual 
sales drive is based on sufficient data, 
it cannot help but be successful. 

In the case of the gas ranges, Mr. 
Jetter seems to have spared no effort 
in working out his presentation. From 
the care given in making up the menu, 
to the demonstration talk and the 
charts, everything is done with scrup- 
ulous attention to detail. At no point 
is the prospect suddenly aware that 
the quality of the presentation has 
fallen down. Women in particular are 
alive to that sort of thing. <A _ sales- 
man may present himself at the door. 
He is neat, courteous, his opening re- 
marks are good, he commences his 
description of the product or services 
he has to sell. Then suddenly he 
opens a dog-eared book of photo- 
graphs, with literature dropped _ in 
helter-skelter. These indications of 
lack of orderliness discount his ap- 
pearance and his opening remarks. 
He has lost ground. jut in the pres- 
entation of the gas ranges, Mr. Jetter 
makes no such mistakes——everything 
has been planned to run off smoothly 


and in an orderly fashion. 
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1 HE photograph taken above was made room facilities if you want to catch trade. 
’ by a member of the staff of “Domestic Lots of people pass by here today who 
Engineering.” In a drive lasting one hour won't come this way again maybe for a 
| he saw thirty-two service stations. Some of year—maybe never. Others drive these 
me them were not quite as up-to-the-minute as roads regularly—and if they use your rest 
~ / ; 
+? this one, but those which were in competi- room facilities once, chances are yowve got 
if tion for business at the junction of mam — them as permanent customers.” 
roads showed every sign of an endeavor When this station was built, the rest 
fo attract the motorist LO stop at the sta- rooms were put in, SO that the manager 
r tions for their gas and oil needs. could give no comparative figures as to 
. Vany are built according to plans drawn — business in a_ station without them as 
hy one organisation. These are usually against one so equipped. However, from 
, of the type shown above. Others show his own observation of the business done 
, . - . — - . 
: originality of design, using cobblestones, or hy the other two stations—traffic 1S heavy 
> js stucco, or distinctive architectural design— here because of two sixty-foot highways— 
A : | 7 
all aimed at impressing the motorist with and from the fact that the other two sta- 
"+ . . . . a” 
qe the idea that here its a service station that tions are planning rest rooms, he feels 
; is “different,” meaning that here will be that he has had the “edge” in competition 
found serzuce of the riaht kind. hecause of the neat sign announcing that 
; The man in charge of the service station in his station will be found “Modern 
3° shown indicated the other two which were Rooms.” 
’ 
. located at the same junction of two main A talk with several service statio) 
highways. “Theyre both planning to put agers will convince the master plumber that 
im rest rooms.” he remarked “U'hen you're here 1s a type of husiness worth 
ated as we are, you have to offer rest after. 
34 
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Hold Plumbing Institute in New York 





Master Plumbers 
Attend Classes at New 
York University 


AST year, New York University joined the 
increasing company of our greatest engi- 
neering institutions, which are co-operat- 














ing in the educational movement for the plumb- 
ing and heating trades. 

Last year’s job was well done, but that of this 
year is better, as was to have been expected. 

Dean Collins P. Bliss of the university, in welcoming 
the members of the institute, greeted them as a sophomore 
class, returning after a previous freshman year. 

The New York University gathering is held primarily 
for The New York State Association of Master Plumbers, 
but there was a goodly number of interested ones who 
were in attendance from outside the state. 

It is a three-day affair, and the three days this year were 
January 28, 29 and 30. 

The opening session was to welcome the members, and 
was held in the Gould Memorial Library Auditorium, with 
Dean Bliss presiding. In his remarks he mentioned plans 
for university evening classes in plumbing, and it is an- 
ticipated that arrangements for a four-year course will be 
completed not long hence. 

Dr. Elmer E. Brown, chancellor of the university, was 
the next speaker, followed by Dr. Chas. H. Snow, dean of 
the N. Y. U. College of Engineering, both of whom spoke 
of the university’s part in this educational movement. 

Martin W. Utz, past president of the state Master 
Plumbers’ Association, urged greater attendance at these 
institutes. 

George W. Frank, present president of the state organi- 
zation, was delayed, but later in the session extended 
the thanks of the members for the great privilege offered. 

Other speakers responding were Fergus M. McLoughlin, 
vice president, T. N. Thomson of the Plumbers’ Trade 
Journal, Charles J. G. Haas, manager of the N. Y. Divi-“ 
sion of Mueller Co., Inc., and Frank J. Fee, past national 
president and one of the prime factors in the movement. 
The latter outlined the effort that was made in selling 


~ 


George Frank, president of New York State Association; Fergus Me- 
Loughlin, vice president of state association; Henry J. Ritter, secretary 


of state association 


Chancellor Brown the idea of holding such an institute. 
He also spoke of the movement that has been discussed 
for the erection of a plumbing and heating crafts building 
on the N. Y. U. campus, the site for which has been 
offered by the university gratis. 

Arrangements for the meetings were in the hands of 
Stephen H. Welch for the state association, Harold A. 
Heatherton for publicity, and Prof. Walter S. L. Cleverdon 
for the university. 

Each session, two each day, morning and afternoon, had 
its own chairman. These were Associate Dean Collins 
P. Bliss, Frank J. Fee, Stephen H. Welch, R. G. Bookhout, 
Commissioner William J. Flynn and Treve H. Collins. 

The morning sessions ended soon after noon, and the 
time between that hour and the opening of the afternoon 
session at 2:15 p.m., was devoted to lunch and to special 
conferences on humidification, gas refrigeration and weld- 
ing. 

In addition, at this period might be seen welding dem- 
onstrations, the testing of copper service pipes, and a 
number of commercial exhibits, all of which were of in- 
terest and practical value to the members. 

An interesting feature was the presence at the meetings 
of the Institute of A. R. McGonegal, chief plumbing in- 
spector of Washington, D. C., together with two of the 
leading members of the Washington Master Plumbers’ 
Association. 

Their chief interest was in acquiring knowledge of the 
operation and planning of these educational conferences, 
in anticipation of the three-day conference that George 
Washington University, Washington, D. C., will offer a 




















Left to right: Collins P. Bliss, associate dean, New York University; Walter S. L. Cleverdon, professor of 
sanitary engineering, New York University; W. A. Jones, instructor; Joseph E. Taggart, head of depart- 
ment of plumbing, Mechanics Institute, New York City 
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few weeks later, to the plumbing trade of the National 
Capitol, Maryland, Virginia and West Virginia. 

The first lecture of the three-day institute was delivered 
by Prof. Walter S. L. Cleverdon, professor of sanitary 
engineering and supervisor of property of New York 
University. Chairman Fee. in his introduction spoke of 
Professor Cleverdon as having been the strongest influence 
in persuading his institution to undertake these educa- 
tional conferences. 

Business and Salesmanship of the Master Plumber 

The second number on the first afternoon program was 
an address on “The Business and Salesmanship of the 
Master Plumber,’ by A. R. Herske, of the sales depart- 
ment of American Radiator Co. 

The big point that the speaker endeavored to make his 
audience get is the fact that the plumbing and heating 
contractor has something to sell, and that he must make 
the public aware of tbat fact, and not continue to sit back 
and wait for business to come to him. 

He pointed out that the future will bring nothing to us 
that we do not prepare a path for. 

We must forget some of the old things, and particularly 
that our prestige is going to get us business. That day is 
past, and we must find a better way for getting business. 

We must sugar-coat some of our old-fashioned sales- 
manship, and make what we have to sell look so attrac- 
tive to the public that they will want to buy. The con- 
vincing manner in which the address was given, gave the 
members something real to ponder over. 


SEWAGE DISPOSAL FOR ISOLATED RESIDENCES 
HE afternoon session of the second day opened with 
a. a paper by Theo. De L. Coffin, engineer of sanitation, 
bureau of water supply, New York City. 

The subject of the paper was ‘“‘Sewage Disposal for Iso- 
lated Residences, with Particular Reference to Absorption 
Areas.’”’ 

At the 1928 Institute, Mr. Coffin had delivered a com- 
prehensive paper on septic tanks, and in this paper he took 
up his subject where he left off a year ago. 


AUTOMATIC SPRINKLER PROTECTION AND THE 
HEATING AND PLUMBING CONTRACTOR 

HE afternoon session of the second day was brought 

T to a close with a talk on “‘Automatic Sprinkler Pro- 
tection and the Plumbing and Heating Contractor.”’ 

This paper was to have been presented by J. Edw. 
Evans, vice president and general manager of Reliable 
Automatic Sprinkler Co., Ine., New York City, but Mr. 
Evans was unable to be present, and the paper was read 
by Frank J. Fee. 

He divided sprinkler systems into two general classes, 
the wet system and the dry system. These are shown in 
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Sprinkler systems.—The upper illustration shows a wet-pipe 
system, and the lower illustration a dry-pipe system 


one of our illustrations. The wet system is more generally 
in use in buildings not subject to freezing conditions, while 
the dry system is used in buildings where freezing condi- 
tions would be likely to occur. 

The operation of the dry system depends on filling the 
piping with compressed aiéir. The release of the air 
through a sprinkler head starts action of the sprinkler 
system. Mr. Fee pointed out that the sprinkler head not 
only puts out a fire, but rings an alarm. 

He urged all plumbing and heating contractors engag- 
ing in the sprinkler business to become members of the 
National Fire Protection Association. 

He also went through the ‘Underwriters’ ”’ regulations, 
pointing out and emphasizing the principal features. 








Photo taken in front of the chemical laboratory on the campus at University Heights, at the three-day insti- 
tute held at New York University 
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TROUBLE JOBS IN HEATING PLANTS 


HE last day of the plumbing conference opened with 

a talk, or more properly an open forum, conducted 
by Prof. Fred W. Hanburger, consulting engineer and lec- 
turer, College of the City of New York. 

The subject was ‘‘Trouble Jobs in Heating Plants, Their 
Cause and Cure.” 

The basis of this lecture was actual experiences in 
which the lecturer had been called upon to advise means 
for remedying defective heating systems. We shall give 
this discussion in rather complete form in another issue. 


THE PLUMBER AND THE LAW 


ae HE Plumber and the Law” was the subject of a 

ya talk by Abraham Wilson, general counsel for the 
Master Plumbers’ Association of the Bronx, New York 
City. 

Mr. Wilson prefaced his remarks with an explanation 
of the benefits to be derived for a sizable local association 
of master plumbers, by the employment of an attorney to 
represent the members of the association in the legal af- 
fairs of their several businesses. 

The part of this address that created greatest interest 
and discussion was the subject of conditional bill of sale 
or chattel mortgage, and mechanic’s lien. It was brought 
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out that the former allows the title to the materials in- 
stalled to remain in the plumbing or heating contractor’s 
possession, while still allowing the owner to use them, 
whereas, when a mechanic’s lien is put on a building, by 
its very wording it shows that the contractor actually ac- 
cepts the fact that the title has already passed to the 
owner. 

In discussing the advantage that an association may 
gain from employing legal counsel, it was shown that 
during Mr. Wilson’s representation of the Bronx Master 
Plumbers’ Association, he had handled for the seventy 
members who had subscribed, approximately 2,000 cases, 
including liens, and that decisions favorable to the mem- 
bers had resulted in all but seven cases. 

Each member who enters into this plan, pays the asso- 
ciation attorney a definite sum per vear, which insures 
the efficient handling of any legal question or action aris- 
ing in his business. 

A result of this arrangement is that the attorney soon 
becomes an expert in plumbing affairs, thereby becoming 
far more efficient than his opponent, and thereby gaining 
the respect of the court in actions affecting his special 
line. 

In the case of the Bronx Association, this plan appar- 
ently has worked out in an exceedingly satisfactory man- 
ner. 


Gas-Fired Boilers for Heating and Hot Water 
Supplies 


‘HE second lecture at this session was given by A. M. 
T Apmann, engineer of utilization, Consolidated Gas 
Co. of New York City, on the subject of “Gas-Fired Boilers 
for Heating and Hot Water Supplies.”’ 

Mr. Apmann handled his subject from the standpoint 
that gas stands as one of the great sales opportunities 
now offered the plumbing and heating trades, and we shall 
give a very full report of the paper he presented, as fol- 
lows: 

“Just how does gas make for best heating service; how 
can installations be recommended as to size; and most 
important, how can the fuel supplier, the gas company, 
best promote the plumbers’ interests? This discussion 




















Top row: A. J. Heinzle of Rochester, J. A. Sharp of Manhattan, 

B. Joseph O’Donnell of Plumbing and Heating Industries, 

Bureau. Bottom row: A. R. Herske and G. L. Smith, beth of 

American Radiator Co.; T. P. McLoughlin. Photos taken at 
the three-day institute at New York University 


will be divided into three sections, the first and second 
technical, and the last, a plan of dealer co-operation that 
actually makes money for both parties. 

“Mr. Cunningham, fuel engineer of the Anthracite Op- 
erators’ Conference, among other things says ‘I make no 
pretense that this discussion is an exhaustive study of the 
subject. It is frankly an ‘‘anthracite’’ viewpoint in which 
I have tried to co-ordinate three primary factors: fuel, 
equipment, and human inertia.’ One of his tables is re- 
produced in full, the other consisting of technical and 
theoretical assumptions, shows gas to be quite a luxury. 
His table, however, on the ‘usability’ of fuels, shows that 
considering the four factors, soot and smoke, attention, 
cost and danger, domestic anthracite scores 32% points 
of 40, gas 31 of 40, and that on the basis that gas is al- 
most 2% times as costly as domestic anthracite. 


‘ 


Comparative Usability of Various Fuels 


Note: Ascending numerical value indicates greater usa- 
bility. 
Soot Comparative 
and Atten- Factor, 
Smoke. tion. Cost. Danger. Total Pet. 
Tee ee ] 3 10 § 22 64 
SN ghee eke in wn awe 9 3 Sly 9 2914 91 
Domestic anthracite... 9 { 9% 10 32% 100 
| 9 3 9, 9, 31 95 
ee ee ee 7 8 614 S 291% 9] 
SS ee ee 10 1\ { 7 31 95 
Theoretical perfection 10 10 10 10 40 23 


“This was good testimony for gas, coming as it did from 
an expert working in the interest of anthracite. 

“The next witness is the oil man, William Green, New 
York, who recently summarized a survey for the Oil Heat- 
ing Institute, on ‘Where Oil Burners Can Be Sold.’ It’s a 
remarkable analysis of buying conditions. In this survey 
seven elements were considered. 

1.—The population of a section should be suffi- 


(Continued on Page 75) 











New Symbols for Plumbing 


N RELEASING for publication the plumbing sym- 
() bols shown on these two pages, George H. Drake 

of Buffalo, N. Y., chairman of the Standardization 
Committee of the National Association of Master Plumb- 
ers, made the following announcement: 

“These symbols for plumbing have been considered by 
Sub-Committee No. 6 Graphical Symbols on Drawings of 
the Sectional Committee on Drawings and Drafting Room 
Practice, of the American Standards Association, and they 
are now being submitted by the Sub-Committee with the 
recommendation that they be approved and adopted as 
standard. 

“These plumbing symbols have been submitted to the 
leading architects and engineers, in every section of the 


United States, and the constructive criticism received from 
them has been of great assistance to the Sub-Committee, 
and the draft as now submitted is designed to meet this 
criticism. 

“We would appreciate further constructive criticism 
from readers of ‘Domestic Engineering.’ ”’ 

The members of the Standardization Committee of the 
National Association of Master Plumbers are: George H. 
Drake, chairman, 218 Lexington avenue, Buffalo, N. Y.; 
Joseph G. Hayes, 236 W. Vermont street, Indianapolis, 
Ind.; Edward B. Kleine, 329 Ludlow avenue, Cincinnati, 
Ohio; Jere L. Murphy, 340 E. 44th street, New York, 
N. Y.; Albert J. Wilson, 240 Fourth street, San Francisco, 
Calif. 


SYMBOLS FOR EXPOSED PIPING 





Character 


Plan Line Band Band 
Initial Color 











+ san | Blue 





Sanitary Sewerage C)— 








Soil Stack @4)— 


+ SS | Blue 











1 WS | Blue 





Waste Stack (\7) 
Vent Stack 


ae 





Combined Sewerage 


H-+— + — +——+7 cS | Blue 





Storm Sewerage 








Roof Leader 


©——— —_ — fa) Green * 











> _— 
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Indirect Waste 


{ iwW_] Green 








Industrial Sewerage 


+ 1—— 1 — — i+ !S | Green 








Acid or Chemical Waste (S— —_ammeamma=msa] AW | (Green 





Cold City Water 
Hot City Water 
Cire. Hot City Water 
Chilled Drinking Water 4—---- 














é)—-- —<—— -—— - a White 
q------—--- a White 
@-—---—--- —-- Ee White 
~~~ —— RY) White 








Fire Line 


qe. ee —el FL | Red 








Cold Industrial Water 6 )—ee— ee-—— eo——_C!_ J Yellow 











Hot Industrial Water Q—eee 


H!i | Yellow 


Chairman George H. 
Drake of the Standardi- 











ecooo——_ Ik | Yellow zation Committee, N. A. 





(ire. Hot Indus ial Water (@)— eee 


M. P., requests construc- 








Air @-—-e- —-e- 


-e- A ] Gray tive criticism on the 





plumbing symbols shown 








-ee-——{ G | Brown 


on these two pages 











Oil @—-ce- 


-eee-— O 


|} Black 











Vacuum Cleaner 


-eecee— V 


| Cream 





(V)—-eeee- 





Local or Surface Vent @—7—1 — omen Ly. an 
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Dimensions of Pipe Channels to Accommodate Various Size Pipes. 
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SYMBOLS FOR PLUMBING FIXTURES 





Character 


_ Plan 


Character Plan 








Corner Tub 


Built-in Tub 


Roll Rim Tub 


Shower Stall 


Sitz Bath 


Foot Bath 


Bidet 


Hot Water Tank 


Water Heater 





Wash Sink 





Slop Sink 


Laundry Trays 


(‘Combination Sink 
and Tray 


Combination Sink 
and Dishwasher 


Ty 





Washing Machine 


Water Closet 


Wall Urinal 
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Pedestal Urinal C) 


Character Plan 
Hose Bib —— 
H.B. 
Gas Outlet —— 
G. 
Vacuum Outlet ~— 
VAC. 


Pedestal Lavatory [OC] 
Wall Lavatory [0] 
Corner Lavatory Ke) 


Manicure 
Lavatory 


Dental Lavatory = 
Lo) 


Pedestal Drinking 


LO ) 

















Fountain 
DR 

Oe ge Stall Urinal ae Wall Hung Drink- 4 

Gok —_ ing Fountain DRF. 
L.. Hand Drain- = f h Urinal 

board Kitchen —= age Vem "Tne 

Sink 
Plain Kitchen . : 

<a = Hose Rack — 

(Character Plan Character Plan Character Plan 
Floor Drain |°] Floor Drain with Backwater = Cleanout 


Shower Drain 


Garage Drain 


Valve 


Refrigerator Drain 


Roof Sump 


as 


Grease Separator KY 


Oil Separator [O] 
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‘Standard” High-Grade Closets 
are your surest bid for hundreds 
of dollars in added profits for 
this and every year. 


Profit-percentage is the basis upon which 
your business is built. Larger percentages in 
your favor are the very life-index of your 
business. 


An ever-increasing number of sales show- 
ing substantial increases on the profit-sheet 
will reward your efforts devoted to the sale of 
‘ptandard” High-Grade Closets. These supe- 
rior closets give you a much greater percent- 
age of profit than the ordinary types. 


New Combinations of GreaterBeauty 


are now available in the line of “Standard” 
water-closets. These combinations comprise: 


Bowls of modern, most practical design, 
thoroughly sanitary in every detail, of one- 
piece construction, in “Standard” Genuine 
Vitreous China. Notable features are—large 
water surface with a minimum of fouling 
area, deep water seal and syphon jet prin- 
ciple which assures rapid, quiet removal of 
contents. 


Tanks of latest design, with pleasing lines 
which contribute distinction. A handsome 
china housing to cover the flush connection— 
easy to install. 


Long-Service Fittings of non-corroding red 
metal and seamless bronze tubing, carefully 
made and tested; provide for quietest action 
commensurate with sure and rapid flushing. 


Seats of white pearl Ivorite, with sturdy 
hinges. Seat will not crack or peel. Non- 
absorbing, sanitary, easy-to-clean. Closet and 
seat in a variety of new and beautiful colors. 





Ge PURIMO 


The supreme water-closet—supreme in 





spe 
oe “4 satisfactory service. Bowl has the ex- 
tended lip and cut-out back for greatest 
a Sanitation and ease of cleaning. Tank has 


PLUMBING FIXTURES 


sanitation, dependable action, and in long 


handsome straight-line panels, and is 
equipped with red-metal, trouble-proof 
fitting. 
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more profits 


every enterpri 
plumber 


What “Standard” High-Grade 
Closets Offer You 


7 More profit than the cheaper com- 

binations which might be somewhat 
easier to sell but which are harder to 
keep “sold.” 


2 Less resistance on the part of your 
customers to paying 
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of other makes—and your profit will be 
fully as great, if not greater. 


3 A reputation for yourself as a mer- 
chant who sells only the best—best 
in quality, in reputation, in popular appeal. 
4 Satished customers. Who hasn't 
experienced the discomforts and 
embarrassments of poorly-constructed, 
inferior water-closets? A 





the price for a better ar- 
ticle. Beauty aided by the 
new “standard” colors 
helps very materially to 
lessen the resistance. The 
manifest advantages of su- 
perior design contribute 


operation adds still another 
point of influence. 


Your customers know 





Ge DEVORO 


Of generous size and high 
efficiency, a “Standard” 
high-grade closet adding 
attractiveness to any bath- 
room. Can be had with reg- 
ular front or extended lip 
further aid. ‘Trouble-free bowl. This, as well as the 
Purimo and Savoy, is fur- 
nished regularly with a 
white pearl] Ivorite seat. 


high-grade ‘Standard’ 
closet, pleasing in design, 
trouble-proof and depend- 
able in operation, sanitary, 
quiet, and easy-to-clean, 
will most assuredly bring 
customer satisfaction and, 
in many cases, strong cus- 
tomer recommendation to 
their friends. 





5 Assurance that the 





‘ptandard” and have con- 

fidence in the name and the product. 
Also, the present advertising campaign of 
‘>tandard” is focusing their attention on 
better fixtures as it has never before been 
directed. Better “Standard” closets appear 
to the best possible advantage in these 
advertisements—that is, in a most attrac- 
tive, colorful bathroom. When the time 
comes for your customer to buy, you can 
sell him “Standard” high-grade closets 
with less effort than you would need 
exert in order to sell similar designs 





Ge SAVOY 


product is all that is 
claimed for it. “Standard” reputation has 
been gained through a quarter-century of 
experience. These water-closets are made 
and assembled entirely in its own plants. 
And it offers you a positive sales policy 
which is built on true co-operation with 
the dealer. 
6 Service. Ten factories; a show- 
room, warehouse, or branch in every 
principal city, assuring quick deliveries 
with less stocking required of you; and a 
Promotion and Sales force which will 
co-operate to the limit with every dealer 
in “Standard” products. 


standard Sanitary Mfg. Co. Pittsburgh 


sing 
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closet. Bowl has a long oval opening 
giving extended front and back features. 
Tank of same design as Purimo. This 
and all high-grade “Standard” closets 
have a handsomely-designed china flush- 
connection housing. 














“Ctandard” 
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Combustion Space for Oil Burners 


By HAROLD L. ALT 


burning of fuel oil under heating boilers, it is often 

necessary to raise the boiler slightly above the level 
at which it would be set for coal firing. The exact amount 
of rise required is sometimes a matter of dispute, as vari- 
ous assumptions must be made and the combustion space 
itself must vary with the degree of oil burned. A light 
oil requires a larger combustion space per pound than a 
heavy oil; consequently the degree of the oil suited to the 
oil burner must first be known. 

Oil is usually classified according to the A. P. I. (Amer- 
ican Petroleum Institute) designation in degrees, which 
closely approximates degrees Baume; and the number of 
B.t.u. per pound and per gallon of oil usually averages 
about as follows: 


I ORDER to obtain proper combustion space for the 


Table 1 
B.t.u. in 1 Ib. of oil and 1 gal. of oil 
Deg. A.P.I. B.t.u. per lb. B.t.u. per gal. 
10 18,725 156,000 
15 18,900 152,000 
20 19,100 148,000 
25 19,250 145,000 
30 19,450 142,000 
oD 19,625 139,000 
40) 19,800 37,000 


As the combustion space must be sized so as to provide 
for the condition of maximum load, this will be the only 
condition necessary to consider. It has been found that, 
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in order to obtain good combustion, about 1 cubic foot 
of combustion space is required for each 1% Ib. of oil 
burned per hour. With this basis, it is only necessary to 
compute the maximum number of pounds of oil to be 
burned per hour and then divide this by 1.75 to get the 
number of cubic feet required in the combustion space. 


In order to calculate the maximum number of pounds 
of oil to be burned per hour it is necessary to determine 
the number of B.t.u. which must be delivered to the steam 
or water and to divide this by the boiler efficiency to find 
out how many B.t.u. must be developed in the combustion 
space to deliver that amount of heat into the water or 
steam in the boiler. 

Ordinarily it is sufficiently close to assume about 70 
to 80 per cent efficiency at good load for heating boilers. 
These efficiencies are higher than the efficiencies which 
would be used with coal because the boiler is kept cleaner 
when oil is burned properly. 

Thus, if 3,000 sq. ft. of radiation is being carried by a 
heating boiler, and if each square foot of radiation is 
equivalent to 240 B.t.u., then the B.t.u. supplied by the 
boiler at full rating will be 3,000 ~ 240 — 720,000 B.t.u. 
and to supply 720,000 B.t.u. to a boiler having, say, 80 
per cent efficiency will require that 720,000 + 80% — 9$00,- 
000 B.t.u. be produced under the boiler by the burning 
oil, 

Where 19-degree to 23-degree oil is to be used, the 
B.t.u. value per Ib. will be around 19,000 B.t.u. (see Table 
I). Consequently the number of pounds which must be 
burned in order to produce full boiler rating will be 900,- 
000 + 19,000 — 47.4 lb. At 1.75 lb. per cubic foot of 
space this will require a combustion space of 47.4 ~ 1.75 
— 27.0 cubic ft. 

But if 28- to 32-degree oil is to be used, then the space 
required would be 835,000 B.t.u, divided by the B.t.u. 
in 1 lb. of this grade of oil, which is (see Table I) about 
19,450 B.t.u. or 900,000 + 19,450 — 46.2 Ib. 

46.2 + 1.75 — 26.4 cubic feet. 


From this it will be seen that the difference in combus- 
tion space required for different degrees of oil on small 
boilers is not very much. However, when the boilers get 
up to 100 or 150 horsepower, it will amount to several 
cubic feet. 


A Chart to Save Work 


In order to save considerable mathematical work the 
curves shown in Fig. 1 have been worked out. The curves 
are for various boiler efficiencies, as noted, and the scales 
for the curves are at the left hand end of the chart for 
the square feet of radiation, and across the bottom for the 
degree of oil being used. 

By starting at the proper degree of oil on the scale 
across the bottom of the chart and proceeding directly 
upward until the line for the proper boiler efficiency is 
intersected and then proceeding directly toward the left 
until the left hand scale is encountered, the number of 
cubic feet of combustion space per 100 sq. ft. of radiation 
is given, and this amount multiplied by the number of 
square feet of radiation carried as a maximum and divided 
by 100 will give the number of cubic feet required for 
combustion space. 

Checking this with the previous example and proceed- 
ing upward from 20-degree oil (with 19,100 B.t.u. per 
lb.) until the 80 per cent boiler efficiency line is inter- 
sected, and then to the left to the scale, it shows that 
0.91 cubic feet per 100 sq. ft. of radiation carried will be 
required. As the boiler handles 3,000 sq. ft. of E.D.R. 
(equivalent direct radiation) the cubic feet will be 3000 
+100 X% 0.91 — 27.3 cu. ft. as against 27 cu. ft. by calcu 
lation. In the calculations, however, only 19,000 B.t.u. 











February 23, 1929 


DOMESTIC ENGINEERING 


63 


















Advertising 
Is a Specialist’s Job 


HHE man who laid out this ad is a specialist. He 
knows the printer's types by their first names. He 
knows how to make your eye travel to the precise 
point he wants it to travel. He knows how to take the copy 
for this ad and make its essential points stand out so that 
you will “get them” in a glance. He knew just how this ad 
was going to look in type before he gave it to the printer. 


. al 





~ = 
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The man who wrote this copy is a specialist. People say that 
he knows all the parts of speech in the English language. 
He knows enough six-cylinder words to mix with his one- 
cylinder words so he has what is known in baseball as a 
“change of pace.” 


You are a specialist. You know how much radiation you will 
need to heat a room of a certain size, etc., and you know all 
about vents, and soil stacks and the other gadgets in plumb- 
ing installations. 


The advertising specialists call you in when they want a 
plumbing or heating job they know will work. They figure, 
naturally, that you ought to call them in when you want 
an advertising job that will work. 


So, each week in “Domestic Engineering’ you find the Retail 
Advertising Service page. It carries two newspaper ads (using 
the same illustration in each) a sales letter and a short pub- 
licity item, made up by the two specialists mentioned with 
the help of a third — the artist who makes the illustration. 


The cost of that service is $4.20 for twelve weeks. In other 
words, we charge you 35. cents for the cut each week. We 
send you a new illustration cut each week and a reprint of 
the page. All you do is hand them 
to your local newspaper and your ad- 
vertising job for the week is finished. 


Here's the form that will give you the 
service of these specialists for the next 
twelve weeks. After that you'll never 
want to be without their help. 
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They Bring Back the 
Bacon for You 


There’s bacon and bacon. Some is 
lean. Some fat. Which are you 





getting? : 
. Burnhams are full of fat. Fat sales . 
2 at fatter profits. . 
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Mention Domestic ENGINEERING when writing advertisers. 
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were assumed per pound of oil, which accounts for a slight 
difference in the results. 

If a 3,000-square foot steam heating boiler with 75 per 
cent efficiency is used with 19- to 23-degree oil, all that is 
necessary to do is to follow the 20-degree line up from the 
pottom until it intersects with the 75 per cent efficiency 
line and then to the scale at the left, where it will be 
found that the cubic feet of combustion space required for 
every 100 sq. ft. of rating is 0.96 and for 3,000 sq. ft. 
the space would be 3,000 x 0.95 — 28.50 cubic feet. 

100 

Care should be taken to use the maximum load on the 
poiler if the maximum load exceeds the boiler rating. 
For instance, if the 3,000 sq. ft. boiler originally contem- 
plated had to handle 3,750 sq. ft. (i.e., 25 per cent over- 
load), then the combustion space as originally computed 
must have 25 per cent added to take care of this over- 
load, or the 3,750 sq. ft. actually furnished may be used 
as a basis for all the calculations; the result, however, 
will be 25 per cent greater than that obtained by using 
3000 sq. ft., the full boiler rating. 


Heating with Steam Below 
Atmospheric Pressure 


(Continued from Page 44) 


uary, 1927. With properly designed piping, a differential 
of not exceeding 2 in. of mercury will keep the radiation 
drained of condensate on steam pressures below atmo- 
sphere and maintain steam circulation. 

Even though it might be necessary to make changes in 
the radiation installed in a particular room to meet the 
desires of a permanent tenant who wishes room tem- 
peratures slightly above or below normal or because of 
partition changes on some floors, such changes will not 
bring the system out of balance by causing improper 
steam distribution elsewhere, because the steam mains 
and risers are used somewhat as a common reservoir from 
which the steam supply to each radiator is proportioned 
by means of a regulating plate at the inlet of each radiator. 
The use of properly sized plates alone will give a slight 
increase or decrease in the effective heating of any unit 
within certain limits. 

Automatic control of the steam is frequently desirable 
in place of manual control which has just been described. 
Fig. 3 illustrates a typical layout of a heating system 
which gives automatic control of the steam supply. 

Thermostats located in key rooms are used to control 
the operation of the larger of the two supply valves 
previously referred to. This valve, located directly in 
the steam main may be a motor operated valve. Its func- 
tion is to admit additional steam to the heating system 
when the room thermostat calls for heat and to stop this 
fow when it is no longer required. The room thermostats 
are electrically connected to the motor of this valve 
through a control panel, arranged so that the steam in 
the system may be either automatically controlled or 
manually controlled when special conditions may de- 
mand it. 

In buildings where varying wind conditions cause dif- 
ferent demands for heat on the windward side, the use of 
several thermostats located on different sides of the build- 
ing in separate key rooms has been the practice. 

As buildings become larger or as the use of their 
‘everal parts are more varied, it has been found that 
more economical means of satisfactory heating will be 
obtained by using a multiple system called zoning. 

There are three main reasons why a large building 
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Testing Two Tough Wrenches 


Walworth Master Walworth Parmelee 


inch pounds 
on the Master 











on the Parmelee 


These photographs—and they are 
real photographs—-show a contriv- 
ance for testing the grip of a Wal- 
worth Master Stillson and a Parme- 
lee wrench. The man who does this 
stunt says there’s no risk. 


No risk!—although there’s a bend- 
ing strain of 9000 inch pounds ona 
14-inch Master Stillson and 414 
tons of twist on the Parmelee. And 
don’t forget that the Parmelee has 
no teeth! 


You can count on strength like 
this and an almost incredible resist- 
ance to strain when you get the new 











red-handled Walworth Master Still- 
son and the Parmelee working for 
you. 


The Master Stillson is made in 
eight sizes ranging from 6 to 48 
inches. The Parmelee comes in a 
No. 1 Sleeve Lock type and four sizes 
of the Nut Lock pattern, for ¥% to 
1 inch, 1 to 2, 2 to 3, and 3 to 4-inch 
pipe respectively. This wrench is 
especially useful for work in close 
quarters and to prevent marring 
brass pipe and smooth rods. 


WALWORTH 


Walworth Company, General Sales Offices: 51 East 42nd St., New York 
Plants at Boston, Mass.; Kewanee, IIl.; Greensburg, Pa.; and Attalla, Ala. 


Distributors in Principal Cities of the World 


Walworth International Co., 11 Broadway, New York, Foreign Representative 
Walworth Company, Limited, 10 Cathcart Street, Montreal. P. Q. 
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should be divided into separate unit systems or zones. 
The first reason is to permit a higher steam and radiator 
temperature to be carried on those sides of a building 
which are temporarily exposed to the then prevailing wind. 
By this means each zone can be maintained at a uniform 
temperature where otherwise it would be necessary to 
overheat, say the south or sun-warmed side. 

The second reason is according to occupancy or the 
hours of use. Take the case of a building with stores or 
shops on the first and second floors, which require heat 
for one period—say 7:30 a. m. to 7 p. m. with offices on 
the third to tenth floors which require heat for another 
priod—say from 8 a. m. to 9 p. m.’and with lodge or 
dub rooms on the three upper floors requiring heat from 


inlet valve with Radiator 
regulating plate 


Return riser 


inlet valve with 
regulating plate 


Pressure 
valve 


main 


Damper regulator 





Float and thermo- 


main |i: Static trap 


controtier 


to boiler 3" 
4 


Water supply 


Vacuurr pump 


rig, 3—Typical layout of an automatically controlled system 
for heating with steam below atmospheric pressure 


hoon to midnight. Here it is reeommended that the heat- 
ing system be divided into at least three zones, and if 
4much larger office portion were included, we would con- 
‘ider zoning that for wind and sun effects. 

A third reason for zoning is to meet the different tem- 
beratures required. An excellent example is the common 
‘ase of a factory building which has a shop section heated 
0 60 deg., an office heated to 70 deg. and a garage or 
*arehouse heated to 50 deg. 

To secure satisfactory heating it is best practice, when 
‘ditions permit, to design the system by zones so dif- 
‘tent pressures and steam temperatures may be carried 
leach. With such an installation the operating engineer 
‘ould have instantaneous information before him so that 
‘can know whether the temperature of each zone’is at or 
low the desired amount at any time, and, from his cen- 
"al location, control the temperature of the steam which 
‘circulated in each zone. This arrangement gives that 
*Operly controlled flexibility which is so essential to 
Wisfactory heating with economy in steam consumption. 
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; LINDE OXYGEN 
Everything jor The Linde Air Products Company 
Srest O Mt 
Ox WELDING Ry 
The Prest-O-Lite Co., Inc. 
and : 
Curmine | sees 
|| _ UNION CARBIDE 
Union Carbide Sales Company 
Units of 
UNION CARBIDE AND CARBON CORPORATION 
General Offices UCC! Sales Offices 
30 East 42nd Street, New York, N. Y. In principal cities of the country 

















ACCURACY 
. . . and Strength 


ACCURATE THREADS in Stockham 
Fittings result from more than ac- 
curate tapping. The metal must be 
just right, not too hard or too soft. 
This machine tests all Stockham 
metal before tapping for strength. 

















Stockham Fittings goon easily and 
line up perfectly. Accurate threads 
—just the right depth—save your 
time and money on the job. 


Most jobbers stock Stockham Fittings. 
Ask for them. 


STOCKHAM FITTINGS 
Boston New yore _— Los Angeles 











PALMER Improved 
Sewer Gas and Backwater Trap 


The setting of this trap is extra heavy but can be used with 
standard pipe. Its hand-ground seat makes it absolutely 
“tight against backwater pressure but a FULL flow area is 
allowed at all times for the normal flow of water. 


Write for details. 


jJ. A. ZURN MFG. CO., ERIE, PA. 





—————$ — a ee 


IG. 370, screwed, Jenkins Stand- 

ard Bronze Globe Valves, recom- 
mended for lines 14 inch to 3 inches 
carrying 125 pounds working steam 
pressure, 175 pounds water. 
JENKINS BROS. 
80 White Street..................New York, N. Y. 
524 Atiantic Avenue..................Boston, Mass. 
133 North Seventh Street...........Philadelphia, Pa. 
646 Washington Boulevard............. .Chicago, Ill. 
JENKINS BROS., Ltd., Montreal, Can.; London, Eng. 


Jenkins 


VALVES 
Since 1864 
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RETAIL ADVERTISING SERVICE 





This week these pages offer two single-column newspaper ads, a sales letter, two publicity items 
and a circular—all on the subject of water heaters. 





You have here what might be a two-wec 


campaign on whatever type or types of water heaters you handle. Cuts are 35¢ each—if you 
want the service regularly we send for twelve weeks these single-column cuts for $4.20. 











— 

















Hot Water 





—for a thousand daily 
| needs 


| O HOUSEWIFE can work effi- 
| ciently unless she has hot water 
|| at her command instantly. If she has 
|| to heat water for each task of the day, 
she is delayed—and she will seldom 
arrive at that moment when she may 
claim a few hours of leisure for her- 
self. Without leisure she will, in 
time, “go stale. From whatever 
point of view, hot water, supplied in 
the modern way, is essential in the 
home of today. 

See our complete display of water 
heaters. 

















|| (In this space your Name, Telephone 
Number and Address) 


NEWSPAPER AD No. 8 


WHY SATURDAY NIGHT 
WAS BATH NIGHT 


It was very logical in the old days, 
Bays Harry Brown, local plumbing 
and heating contractor, that we had 
only one bath night in the week. 

“Think of the amount of hot water 
that was needed,” he points out. 
“How could anyone wait in the morn- 
ing until the boiler or the old ‘water 
jacket’ on the kitchen range, heated 
sufficient water for a bath? It was a 
cold bath or nothing—and naturally 
it was nothing. 

“But when it became possible ‘to 
have hot water by merely turning the 
faucet, we got into the habit of bath- 
ing more frequently, until today it is 
almost a social duty to bathe daily. 
Certainly it is a healthful habit. 

“The other household tasks, too, 
were lightened.”’ 





SALES LETTER 
No. 4 


HARRY BROWN 


PLUMBING & HEATING 


Two Rivers, N. Y. 
February 23, 1929. 
Mrs. Edward Jones, 
Two Rivers, N. Y. 
Dear Madam: 

Without doubt the great 
increase in the use of 
labor-saving equipment in 
American homes in the past 
fifteen or twenty years has 
contributed a great deal to- 
ward happier family life. 

The housewife and mother 
has a task far more impor- 
tant than the daily routine 
tasks. But those routine 
tasks must be done. Where 
they are done efficiently, 
with the aid of time and 
labor-saving appliances, one 
will find a generally higher 
standard of living. The rea-— 
son is, we believe, because 
the mother—the "key" member 
of the family, has more time 
and energy to put into the 
constructive side of her job. 

Of all the needs of the 
household, hot water seems 
to be the most insistent. 
Almost every task calls for 
hot water. From morning un- 
til night there is a proces— 
sion of calls for hot water, 
some routine, some emer— 
gency. 

We feel that with auto— 
matic water heating equip— 
ment available, the day's 
work is speeded up. With hot 
water at instant command, no 
task need wait—and with the 
proper equipment no one task 
will exhaust the supply of 
hot water available. 

We'd be very glad to 
have you visit our store and 
see our display of water 
heaters. Very truly yours, 

HARRY BROWN 





ERE are two newspaper 
publicity items—clip 


them and hand them to your 
local paper. They represent 
valuable sales help. 
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Convenient Hot Water 


—it changed every day 
to Saturday 


HE ADVENT of convenient! 
water worked _ extraordina 
changes in the home. The a 
reason we used to bathe only 
Saturday night was that heating 
necessary quantity of water by d 
fashioned means was too difficult 
But with hot water available 
quantity, the daily bath became i 
possible and then almost a s0 
requirement. Convenient hot wal 
has made the whole task ol nou 
keeping lighter. 
me in and see our display 
water heaters. 


(In this space your Name, Teleph4 
Number and Address) 
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NEWSPAPER AD No. 9 











THE TEA KETTLE SANG 
BUT THE HOUSEWIFE D 


Harry Brown, local plumbin 
heating contractor, says that 4 
stuff was written about the ® 
tea kettle, and how cozy it sol 
without reference to the fact t 
song was a solo. The housewife 
join in. 

“How could she?” asks Mr. : 
“She had to wait until the ket! 
for hot water to wash her 
scrub her floors, clean her ¥ 
or any one of a thousand other 
of the day’s work. | 

“Today she may not have (0 


of the kettle—but she has oot 
faction of turning a faucet ant 
hot water delivered to her ™ 

“That’s a lot more romé 


acetal 
seems to me, than listens 


kettle’s song.”’ 
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Layout and Copy for a Circular—No. 2 


Below 1s layout and copy. for a four-page circular which can be used as a mailing piece, or 


which may be used as an envelope stuffer. It ties in with the ads on the other page. Complete iy 
instructions are given in the center of the page for handling the printing of such a circular. | 
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How often do you CYou Can Pay for 
need Hot water ? 
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¢ While You thse it 
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YOWR NAME, ADDRESS 
TELEPHONE NO. ETC. 






































PAGE 1! 


Here is how to handle the printing of 


PAGES 2and 3 





PAGE 4 


a circular like the one shown above 


Show this page to your printer. That is all 
you will have to do. Just above is a “type 
and rule layout”’’ for the printer to follow. It 
is, of course, of smaller size than the actual 
circular, which should be made to fit the av- 
erage small envelope (which the printer calls 
a 634 inch because that is its length). That 
means the circular will be three inches wide 


Copy ‘‘A’’ 
(For First Page) 


Hot Water Needs 
—and how to meet them conven- 
iently and economically 


Copy for Pages 2 & 3 
Copy omy" 


How often do you need hot water 
in a day? 





ease 3 








This is the 
way the circu- 
lar will look. 
Page 4 is, of 
course, the 
back cover. 


It would be difficult to say—but from morning until 
hight you will go hundreds of times to the hot water 
faucet. Does it deliver a plentiful supply—econom- 


ically and conveniently? 


Copy ‘‘C”’ 


When the modern water heater was introduced into 
American homes, it worked great changes. It made 
possible the healthful effects of every-day bathing— it 
lightened household tasks because it superseded the 
old teakettle or ‘‘water jacket’? on the kitchen range. 
Plenty of hot water has had other effects, in making 


higher standards of cleanliness. And, more important 
than all, it gives the housewife leisure—all the min- 
utes waited in the old days for water to heat—now 
are saved. (Here list water heaters, with prices.) 


69 


and six inches high. It will have four pages 

and will be folded once. The small illustra- 

tion with this copy shows what it will look 

like. The words “Copy A,” etc., show the ‘ 
printer where each piece of copy is to be 

placed. The same cuts shown on the opposite 

page in the newspaper ads will be used in the 

circular. They cost 35c each. 


Copy sé —D’’ 


Some Daily Domestic Uses for 


Hot Water 
Shaving ' Cleaning Plumbing M a 
Bathing Fixtures 
Dishwashing Washing Clothes 
Cleaning Floors Cooking 
Cleaning Windows 
Do you have hot water ready for every one ; 


of these needs? 


(Note: This copy ‘‘D’’ should be set in a 


box.) 
Copy “E” 
(For Back Page) 
You Can Pay for a Heater ' 


While You Use It 


Modern water heaters are sold under modern pay- 
ment plans for those who desire to avail themselves 
of this privilege in order to bring their homes up to 
date. We shall be very glad to offer convenient terms 
of payment to you, involving only a small down pay- 
ment and light monthly payments. 


Note that the copy in this circular ties 
up with the copy in the newspaper ads, 
the Sales Letter and the two publicity 
items to form a small complete campaign. 


2 Mater Heater af 
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Only the best, soft virgin lead is sent 
through the Midland special patented pro 
cess which assures you a wonderfully pliable, 
easily installed roof flashing. 


[ 


MIDLAND METAL MFG. CO. 
Kansas City, Mo. 


*Newark plant manufactures roof flashings only. 


HERE is never an ounce of reclaimed 
lead of any kind used in the making of 
Midland All Lead One-Piece Roof Flashing. 


Beware of Imitations. Look for the yellow 
label and the Midiand name on every flashing. 








*Newark, N. J. 
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WHAT SHOULD A | 
BALL COCK BE 7 


F your customers knew how to tell 
‘ou just what they think a good 
ball cock should be, they would say 
that one which closed against any 
city water pressure without whist- 


from the highest quality, most en- 
during brass, accurately machined 
and thoroughly tested, is ideal. 


These qualifications are all built 
into the Sherwood Ball Cock— priced 
consistent with quality and allow- 
ing the plumber an attractive profit. 
For many years, a Sherwood con- 
tinues to give the same high grade 
of service that distinguishes it in 
the beginning. That, you know, is 
what your customers really want. 


SHERWOOD BRASS WORKS 


Jefferson & Mt. Elliott Aves., Detroit, Mich. 


Representatives: 


J. A. Riordan Co., Inc., Fred G. Hoffman, 
1600 E. 7th St., Los Angeies 831 Edgewood Ave. 
303 Colman Bidg., Seattle. Trenton, N. J. 
E. 8. Thompson Fred S. Wilsey, 
2401 Chestnut St... Philadelphia. Plymouth Bidg., Minneapolis. 
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Questions and Answers 


How to Keep Show Windows Free From Frost 


Editor, ‘“‘Domestic Engineering’’:—-I have a little prob- 
lem on which perhaps you can give me some valuable in- 
formation. I am enclosing a small sketch of the front 
part of the store I occupy. The problem is this: The dis- 
play windows, or front plate glass windows, seem to be- 
come covered with moisture, so much so at times that it 
almost represents lace curtains hanging over the win- 
dows. In real cold weather the glass simply becomes plas- 
tered with frost. The building is heated with a single pipe 
gravity steam plant. The front radiators are located 
about 4 ft. 6 inches back from the window glass. The 
building is one story constructed with hollow tile, ful] 
basement, which has concrete walls and floor, vacant lots 
on either side, and faces south. At night the temperature 
drops to around 50 degrees, but in the day time we keep 
it up to about 70 degrees. The floors of the display win- 
dows are built tight right up to the glass. The backs, or 
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Fig. 1 


inside walls of the display windows are partly boarded up, 
say about one-half way. 

After we fire up in the morning, the heat from these 
two radiators seems to rise up toward the ceiling and 
finally begins to thaw the frost off the windows near the 
top, but, if the outside temperature is quite low, it takes a 
long time to get the frost off the windows. 

I would like to ask if you think it would help to cut a 
slot a few inches wide in the display window floor, up near 
the glass, to make a better circulation of air. We have 
a transom window over the main entrance door, which we 
open when the weather is not too cold, but this does not 
seem to make enough air circulation. 

Minnesota. S. L. W. 

Best results will be obtained by installing a partition, 
glass for light in the upper part and wood panels in the 
lower part, in the rear of the display windows, so that each 
window is a separate compartment. Then make an open- 
ing in the outside wall below the window, so that cold air 
can be admitted to these compartments through a galva- 
nized iron duct, with screen and register on the outside to 
keep out birds and insects. 

The display windows will be free from frost because the 
window compartments will be nearly as cold as the out 
side temperature. 

During a recent cold spell (10 degrees below zero) 4 
store similar to yours, occupied by a Five and Dime store 
had frost-proof windows, and the man changing the wi- 
dow display had to wear his overcoat while working iD 
the windows on account of the extreme cold. 











In other stores good results are obtained by installing 
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Plain Chrome 


No. 4 


Go over every part of the fixture 
illustrated herewith — typical of ten 
shower and bath tub items in the new 
Plain Chrome line. Note especially the 
beautiful harmony and correct propor- 
tions of each detail in this attractive new 
round pattern; the graceful sweep of the 
over rim tub filler; the sturdy, handsome 
head; the neat, all-metal handles ...a 
pleasing ensemble, indeed, that also em- 
bodies two new, practical features, a 
removable shower face plate and an auto- 
matic diverter valve on the spout. This 
valve positively prevents anyone having 
that exasperating experience of getting an 
unexpected shower. 


And more sound reasons can be added 
standardized removable unit, as 
easily renewed as an electric bulb; life- 
long service, life-long lustre; reasonable 
price, due to lower finishing costs. 


There must be a great many of your 
customers and prospects who can be 
interested in Plain Chrome Chicago Fau- 
cets, for new and old work. We are 
confident that if you will take the time to 


explain and demonstrate these convincing ~ 


advantages, you will find that few people 
can resist the desire to buy these finer 
faucets. 


May we send you complete literature 
and full particulars? 


THE CHICAGO FAUCET CO. 


2700-22 N. Crawford Ave. Chicago, III. 
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No. 477. Plain Chrome all-metal Bathtub and 
Shower Fixture, with HOT and COLD valves in the 
wall, spout over rim of tub, diverter valve in spout, 
and shower head 





Shower face plate is removed by loosening center 
screw——not by unscrewing face plate. Screw cannot 
fall out. Everyone who has tried to unscrew a face 
plate will appreciate this improved feature 





TURN ON WATER THEN LIFT FOR SHOWER 

So reads the handle on the diverter valve. After 
turning on valves and tempering water at spout 
merely raise lever on spout and shower operate 
When valves are shut off, lever drops back auto 
matically, ready to fill tub for the next user. Shower 
cannot operate until lever is lifted. No unexpected 
showers 


CHICAGO FAUCETS 


3 Lines-New Art Chrome-New Plain Chrome-Nickel Plated,China Trim 


Mention Domestic ENGINEERING when writing advertisers. 














In Fort Wayne, 


Indiana, too... + 


WN 
is specified 








ONE PIECE 
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mad 


Residence of Mr. M. B. Larimer, 2307 West Drive, Ft. Wayne, Ind. 
L. W. Larimore, Architect P& H Supply Co., Jobbers Henry Leykauf and Sons, Plumbing Contractor 
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O matter where you are located—in 
Boston, New Orleans, Los Angeles or 
Fort Wayne, Indiana—you'll find the T/N 


popular. 
OUSET ... strong-flushing . — 


non-over owing 


The T/N is quiet ..so very quiet you can 

scarcely hear it outside the bathroom door 

It is non-overflowing. Has a powerful whirlpool 

flushing action. Saves space in small baths: can 

be installed in a corner or under a window be- 
cause there’s no wall tank. Moderate in cost, 
yet Carries an attractive profit. 


Scientifically perfect 


The ball-cock of the T/N is equipped with a 
patented vent, located above any possible 
water level, and always open to the atmos- 
phere. Thus it is impossible to contaminate 
the water supply either through syphonage 
or gravity. 


Write for name of nearest jobber 


T/N advertising in such magazines as Good 
Housekeeping, Better Homes and Gardens, 
House and Garden and others is helping to 
increase T/N sales. Cash in—write us today 
for the name of your jobber. W. A. Case & 


Son Mfg.Co., Dept. 502-4, 220 ()"s al 





em 





WATE R CLOSET Delaware Ave., Buffalo, N. Y. LJ waren cioser L_ 





Patented, Patents Pending 
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storm windows, and many meat markets thaw the frost 
by means of rows of small gas burners. 

We doubt very much that you would get any relief by 
making the slots mentioned in your letter. 


° 
A Hot Water System in Which There 


Is No Circulation 
Editor, “Domestic Engineering’’:—Herewith is my at- 
tempt of a drawing of a hot water system, Fig. 1, which 
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Fig. 1 


does not heat, or rather, does heat, but in which there is 
no circulation. Somehow, I fail to see what is wrong 
with the installation, as it is. 

Kindly tell me how I can change it so as to get proper 
circulation. 

North Carolina. D. W. E. 
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In the system, shown in Fig. 1, there is every reason to 
think that air will accumulate in the upper radiator and 
prevent circulation, because it was planned to force all 
the water through both radiators. It would be better to 
have an installation, in which circulation would be main- 
tained regardless of air in a radiator. 

An installation that would make it possible to shut off 
either or both radiators, without affecting the circulation, 
would be preferable. And we suggest that the flow pipe 
from the heater be connected into the side of the hot wa- 














ro) WATER JO rare 





ter tank so as to build up a supply of hot water in the 
tank. See Fig. 2. We also suggest that the pipe sizes be 
changed somewhat. If the tappings in the tank are 1% 
inches, that size of pipe should be used between the tank 
and the heater, but if the tappings are smaller that smaHer 


* 


size of pipe should be used. 








McCommon Plumbing 
Company, Memphis, 
Tennessee, Says: 


ee ee oo 


“‘We have installed some 35 
or 40 EverHot Heaters over a 
period of two and a half years 
and we have never had to 
make any adjustment what- 
soever after our plumbers had 
installed them and left the 
job. 


“The writer also has one in his 
home which has been in ser- 
vice for three years, and can 
state that it not only has 
given him service but has 
been economical as well, and 
we are fully sold on the 
EverHot.” 
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ATHE FEMYERSEBROCO.ASHLAND.OHIO OQ fe 
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Myers Water Systems are the last word in economic and efficient 
service. Complete units for homes, farms, estates, public or private 
buildings and grounds. Self-oiling, self-starting, self-stopping, safe, 
trouble free and dependable—tthey cover all needs in this particular 
field. Write or wire for catalog and information. 


THE F. E. MYERS & BRO. CO. 
ASHLAND, OHIO 
PUMPS—WATER SYSTEMS—HAY TOOLS—DOOR HANGERS 
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The Federal 
Land Bank Building 
Houston, Texas 
Archttects— Hedrick & Gottlteb, Inc. 
Plumbing Contractors — Dirte 
Heating & Ventilating Company. 
J obbers—Standard Sanitary Man- 

ufacturing Company 














This New Bank = 
SIMPLEX Equipped 


Simplex Flush Valves are 
economical. 


They can be adjusted easily 
from the outside due to the 
four way By-Pass arrangement. 


BEATON & CADWELL MFG.CO. 


G©stablished 1894 
NEW BRITAIN, CONN. 
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Hold Plumbing Institute in 
New York 


(Continued from Page 57) 


ciently large to provide a large enough number of 
prospects to make a profitable business. 

2.—The standard of living must be high enough 
to make the sale of oil burners possible. 

3.—There should be sufficient wealth in the terri- 
tory to pay for the installations after they are made. 

4.—Gas and electricity must be available for igni- 
tion and operation of the burners. 

5.—The population must be concentrated in an 
area small enough to make the installation and serv- 
ice of oil-heating equipment profitable. 

6.—The rate of increase of population must be at 
least as great as that of the average for the country, 

in order that there may be a continued demand for 

oil heat. 

7.—There must be a gas rate sufficiently high to 
make house heating by gas non-competitive with oil. 

“These factors in a sale were evaluated and expressed 
in terms of per cent of the whole country. Each county 
was rated for each of the factors, and given an index num- 
ber classifying it as a market. 

“Counties were considered excellent markets only when 
the total index value was greater than 0.9; good when 
the index was between 0.89 and 0.19: fair between 0.189 
and 0.05; and counties having index values below 0.045 
were considered poor. 

“This classification was followed for all counties with 
the exception of the following: 


1.—Counties having fewer than 200 consumers of 
electricity. These were marked “poor” regardless 
of all other factors. 

2.—All counties south of Palm Beach, Florida, 
were reduced one grade because of climate. It was 
considered inadvisable to give this section full rat- 
ing because there is so little demand for heat each 
year. 

3.—Territories where there is cheap natural or 
manufactured gas were reduced one grade. Cheap 
gas was defined as that which is sold at a price per 
1,000 cu. ft., that is less than eight times the price 
of a gallon of oil. 

4.—-Nine counties in Pennsylvania, in the heart of 
the area producing most of the anthracite coal, were 
reduced two grades from their value as indicated by 
the index numbers. 


“*Of the seven elements, one is technical,—-gas and 
electricity must be available; three are related to popula- 
tion; two are concerned with wealth and standard of liv- 
ing; and the other with a competitive fuel, gas. This is 
then further amplified by the statement 3, that any terri- 
tory where the gas rate is less than eight times the price 
per gallon of oil is eliminated. In simple words, where oil 
is 10 cents per gallon, oil burners cannot be sold, if gas 
for househeating is 80 cents or less.’ 

“That’s the story of our competitors, coal and oil. The 
frankly partisan coal man says that even though gas costs 
<'%¢ times as much as coal, it’s 95 per cent as good, in- 
cluding cost. The oil man says if oil costs 10 cents a gal- 
lon, it’s a closed market for him, if gas sells for less than 
SU cents. What does the gas man say about gas as the 
better fuel? First, gas is in the right form for developing 
heat. All other fuels must first be changed to a gas be- 
fore burning. The public utility gas plant, under scien- 
tific control, eliminates that part of the house heating 
Which converts solids or liquids into proper fuel. This 











DOMESTIC ENGINEERING 75 





5 times as fast! 


SWIMMER has covered a mile course in 21 minutes, 35°%5 
seconds. A runner has sped over the same distance on land 
in 4 minutes, 12 seconds—or more than 5 times as fast. 


In another connection, 5 to 1 is a ratio of great importance to 
plumbing and heating contractors. 5 to 1 represents the com- 
parative rate of pressure increase to temperature increase in 
closed systems. 


The danger of ‘‘closed’’ systems 


Unless relief be provided in a closed domestic hot water supply 
system, failure to turn off a heater may lead to great disaster. 
An increase in temperature from 72 to 100 degrees increases the 
pressure from 60 to 265 pounds, an alarming rise. 


Insure safety by using a Red Top 


A Red Top Relief Valve automatically relieves before pressures 
reach the danger point. It works on the gravity principle, pressure 
in the system forcing a nickel weighted piston from the seat. In 
a Mode! No. 1, the lead ball is cast in four sections, three of which 
are removable so the valve may be set to relieve at 50, 75, 100 
and 130 pounds. 


A Model No. 2 Red Top, with 
lead ball cast in a single section 
to relieve at 30 pounds, is used 
as the basis of an efficient and 
economical hot water heating 
system. 


Both valves by their positive 
operation have earned the official 
approval of the Underwriters’ 
Laboratories, Inc. Use the cou- 
pon for further information. ° 





Neptune Meter Co. 
50 E. 42nd St. New York City, N. Y. 


Branch Offices in Principal Citics 


Sectional View, Model No. 1, for 
domestic hot water supply systems 


Kea jop 
elie? Valve 


ee — 
NEPTUNE METER CO. 


50 East 42nd Street, New York, N. Y. 


i 
| 
I Please send me a copy of the new edition of your folder, “‘Protection,”’ 
which describes Red Top Relief Vaives and their operation. 


| Name. 

| Street .. 

I city... a | | 
ic fnitente stxedwabesivehe cto suieed ses 
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UNO 
NIEDECKEN SHOWER 


PATENTED 











A Permanent 
Shower 
with 
NIEDECKEN 
EASY CLEAN 
Shower Head 
and 


MIXER 








Designed for installation over the ordinary 
bath tub in the old home without cutting 
floors or walls. Can be placed at side or 
end of tub. 
Write for Bulletin D-10X. 
HOFFMANN & BILLINGS. MFG. Co. 
WAUK EE. U. S. A. 
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p IPE Tools are 
‘*bread and but- 
ter’’to you-they 
deserve your 
study. 


Pipe tools are essential to your business—their efficiency affects your profits. They 
certainly deserve your study. 

In ARMSTRONG BROS. Pipe Tools you will find new features—not just sales points 
but worthwhile improvements that save time, save labor and add to the life of each 
tool. Generally speaking, they are 
of finer stuff, lighter, less bulky, 
have better balance and work faster 
and easier. Wearing parts and points 
of strain have been given special 
attention. Alloy and hardened tool 
steele are used where they add to 
the strength, serviceability or lasting 
qualities. Catalog P-10 which de- 
scribes each ARMSTRONG BROS. 
Pipe Tool, pointing out its improved 


ARMSTRONG BROS. 
Heavy Duty 
Pipe Cutter 


Thrust is ab- 
sorbed by re- 


. see! — features, will be sent upon request. 
hardened Write for a P-10 today. 
Steel block 


imbedded in 
swinging arm. 


ARMSTRONG BROS. TOOL CO. 
**The Tool Holder People’’ 
323 N. Francisco Ave. Chicago, U.S. A. 


ARMSTRONG BROS. 
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was covered in the table as Soot and Smoke, also Ashes. 
Second, storage space is released, and the gas holder be 
comes the fuel bin and fireman. Gas flows and burns a: 
needed, and only when heat is required. Attention is the 
term applied to this. Third, gas is safely controlled. Th: 
first control is of combustion. The testing laboratories 
of the American Gas Association require every gas-fired 
boiler having its approval, to have complete combustion, 
which is adjudged by the managing board to be a maxi- 
mum of .04 per cent carbon monoxide. This managing 
board is composed of representatives of the U. S. Depart- 
ment of Public Health, Bureau of Standards, Bureau of 
Mines, American Society of Heating and Ventilating En- 
gineers, gas appliance manufacturers and gas company en- 
gineers. The boilers are tested on both natural and manu- 
factured gas. The next control is of blown-out pilots. 
Every approved gas boiler has a suitable thermostatic pilot 
which shuts off the gas supply if this pilot goes out. The 
next control is of boiler damage. Every gas-fired boiler 
has a low water cut-off, which shuts off the gas if the 
water leaves the boiler to a dangerously low level. The 
other controls, room thermostat and steam pressure regu- 
lator, are well adapted for coal and oil, and therefore gas 
offers only refinement in control here, instead of an addi- 
tional safeguard. 

“Perhaps you think hot water supply is being forgotten. 
The same advantages occurring in gas-fired house heating 
appliances, exist in gas water heaters. 

“The next subject of specifying correct boiler and hot 
water heater sizes is quite simple. For a rough estimate 
only, the heat loss of a building can be easily culculated by 
the well-known Mills rule, of 200-20-2. 

“These values should always be checked by the real ac- 
curate tables of the Heating and Piping Contractors Na- 
tional Association or other heating hand book which con- 


| siders the type of building construction before installing 











Top row: Charles W. Kirchhof, Harold Kroepke, Anthon» 
Platt, all of Bronx association. Middle row: R. M. Starbuc:. 
Jr. KF. S. Snyder of Rochester and G. L. Green of Le Roy». 
Bottom row: Charles J. S. Hans, manager of eastern branch: 


| Fred Kroschwitz, R. H. Power, Jean Sanson, M. F. Jacobs. 


all of Mueller Co., Ince. Photos taken at the three-day insti- 
tute at New York University 
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How Can I Tell People 


Why 


RRAS 202° RADIATORS 

















Take Up 
So Little 


Space? 











+ 
How a four-section Robras 
20-20 radiator of sixty feet 
capacity fits in a recess four 
inches deep, under a window. 
The different lengths of sec- 


These are 
the fins 





EN people ask you, “How 

can such a little radiator give 

out as much heat as the old kind?” 
You can say: 


‘“‘Because both sides of the thin fins, 
at right angles to the prime surface 


_of the radiator, are heating surfaces, 


throwing off heat at higher tempera- 
tures than could the old fashion 
radiators. 


‘Then because the fins of each sec- 
tion form flues when enclosed singly, 
or in multiple sections, which accel- 
erate the flow of air. Thus the air 





tions determine the ratings of 
these radiators. 


in the room is brought more fre- 
quently through the radiator. 


‘These radiators go in-the-wall, out- 
of-sight and out-of-the-way. They 
heat up more quickly. None of the 
heat is wasted through radiation 
through the outside walls.” 


Due to the ease of installing, your 
profit in these radiators is greater. 
Your customers’ satisfaction of hav- 
ing the radiators out of sight is great. 
Write for price list and data sheets. 
They are all ready to be mailed as 
soon as we have your name. 


ROME BRASS RADIATOR 


CORPORATION 


ONE EAST FORTY-SECOND STREET : . 


NEW YORK CITY 











Mention Domestic ENGINEERING when writing advertisers. 
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MAY BE RE-PACKED 
UNDER PRESSURE 
When fully opened, this 
valve may be repacked 
under pressure, an advan- 
tage well worth con- 
sidering. 


NUTS MADE OF 
MALLEABLE IRON 


Nuts made of malleable 
iron are easily removed 
and not subject to damage 
by wrench. 


REMOVABLE DISC 


Install this valve where 
quick disc removal is de- 
sired—disc can be removed 
in a few moments with no 
other tools than a wrench. 
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HIS Capitol valve is a real 

quality proposition for higher 
pressure jobs up to 150 lbs. Brass 
parts are made of a special high 
grade bronze mixture and the 
heavily constructed walls will with- 
stand the higher pressure for which 
thesevalves are recommended with 
a very liberal safety allowance. 


Capitol products have been rec- 
ognized, for years, as a standard of 
values yet our entire organization 
is continually striving that we may 
ever enjoy the fine reputation 
gained through the years gone by. 


Ask your wholesaler to 
show you Capitol valves 








GLOBE OR ANGLE 








Renewable Disc 
Globe Valve 
No. 154 


1 5 Sonlle fon 4,4 


Renewable Dise 
Angle Valve 
No. 164 
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Bohn Aluminum & Brass Corporation 


APITOL BRASS DIVISIO 


MANUFACTURERS OF BRASS VALVES, BOILER TRIMMINGS AND PLUMBERS’ BRASS GOODS 


DETROIT ~ MICHIGAN 
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radiation or boilers. To give proper heating service, how- 
ever, a boiler of larger capacity must be used. Tables 
have been prepared showing factors to be added to the 
required radiation to care for piping losses and to give 
quick heating. The values adopted by the American Gas 
Association are similar to those of the Heating and Piping 
Contractors’ National Association. With such a _ boiler 
selection, good heating will result. 


Selection Factors for Gas Boilers Te Be Added 


Radiation Selection tadiation Selection 
Load. Factor. Load. Factor. 
OS | eres . 56 0 Sa ne 437 

fe eer eee .523 ee ee ~424 

of errr rere 486 ee 412 

iS ft = Serer eee 45 oe .40 


“Hot water supplies must always give enough water, 
but not waste heat. For this reason, the automatic stor- 
age heaters are used. The heater, either side arm or in- 


—_— — ——- NS 





-- 














Top picture: Harry Sugarman, president; George Arnone, 

secretary, both of Bronx association. Bottom picture: W. L. 

Gary, A. R. MeGonegal, chief plumbing inspector, Washing- 

ton, D. C.; J. E. Heffron, vice president of Washington, D. C., 

association. Photos taken at the three-day institute at New 
York University 


ternal, gives hot water to the tank until the thermostat 
shuts it down. The water is then ready instantly for any 
use whatever. When the thermostat drops, the heater 
is again cut in, and more water is heated. Precautions 


ewes: 


should be taken to have any return circulating lines as _ 


small as possible, and all hot water lines thoroughly in- 
sulated. 

“A combination temperature and pressure relief valve 
is also of great advantage, and should be installed in the 
cold water line to prevent loss of hot water, if the valve 
relieves. For estimating hot water supplies, the simplest 
method is to assume that hot water must be supplied at 
20 gallons to each bathroom in the house. With a two 
bathroom house, a 40-gallon storage tank is needed, and 
the heater coming with the tank as a unit, will have the 
right capacity. 

“How then can the master plumber and gas company 
co-operate to best mutual advantage? The simplest an- 
swer is right—by taking advantage of the other fellow’s 
ability. A year ago, the Consolidated Gas Company of 
New York City felt its way on such a plan. It was be- 
lieved that its knowledge of gas burning appliances was 
fairly complete, and that such appliances as had been ap- 
proved by the American Gas Association laboratories were 
basically right. It was also believed that the plumber 


Alamo Dorward 
Rotary Power Heads 


Employ no connecting rods. No 
cross head. No cross head guide. 
No cams. No rockers. No clev- 
ises or pins. No walking beam. 


Ask us—or your Jobber—why. 
ALAMO ENGINE CO., Hillsdale, Mich. 
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The Eddy Pressure 
Relief Valve 


The Eddy Valve 
is designed 
especially for 


ers, pressure, 
storage and 
closed plumbing 
systems. 























——— It is made of= 
virgin metal and 
has no external 
or internal 
weights. The 
spring is not 
in water and, 
therefore, can- 


— A 
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—— not rust or cor- 
~~ rode. This as- 
sures perfect 
functioning as 

the spring does 

not lose its ten- 

sion or adjust- 
ment. 














Every valve is fully tested before leaving our factory. 
Write for full infagmation. 
Catalog will be sent on request. 


DONNELLY MFG. COMPANY, Inc. 
29 Mills St. : : Malden, Mass. 


New York Representative: Henry Stein, 50 Cliff St., New York City 


Philadelphia and Southern Territory Represented by Derbyshire, Mack 
& Morgan, Inc., 923-5 Real Estate Bldg., Philadelphia, Pa. 
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Above: Greenwich Savings Bank, New York. York 
and Sawyer, Architects. Solid Nickel Silver plumb- 
ing fixtures by The Meyer-Sniffen Company, 





Above: Central Savings Bank, New York. 





.. New York. York and Sawyer, Architects. Solid Nickel 
i hes Right: Bowery Savings Bank Building, New Steer ptebingiepanes Sy The Mager ete 
: if York. York and Sawyer, Architects. Solid Nickel Company, New York. 
' Silver plumbing fixtures by The Meyer-Sniffen 
_ Company, New York. pa ge 
| 48.5. ef —. 
j ; Ci — ’ 
: s - 
_ 
‘ 











e WNW 
tae MODERN BANKING HOUSES 








‘9 Find Beauty and Permanence in Solid Nickel Silver* Plumbing Fixtures 

be BY MEYER-SNIFFEN 

ti id N THESE modern buildings — widely known for their is very similar to that of Pure Nickel and other high 
Fi | beauty and for their completeness of appointments— Nickel Alloys. It is easy to keep clean and its unusual 

plumbing fixtures must meet the highest architectural physical properties—hardness, toughness and strength— 

standards of quality. insure resistance to wear and add a degree of permanence 
j Attractive in appearance, lasting to bath, shower, lavatory and 
4 in finish and color, not easily ] Cc sink fixtures unattainable in 
. marred or broken either in use [| other available material. 

i FS or during installation, Solid S l LV a R For permanent installations call- 
hi Nickel Silver plumbing fixtures measure up to all require- ing for the most modern type of sanitary equipment— 
ay ments for quality equipment. where quality and appearance must be unquestioned— 
; The permanent, silver-like lustre of Solid Nickel Silver use Solid Nickel Silver plumbing fixtures. 


its Nickel Alloy used in manufacturing Nickel Silver plumbing fixtures. 


‘Diamond Metal is the name used by The Meyer-Sniffen Co. to identify 
This is a solid white metal and contains a high percentage of Nickel. 


YA Wc 
. si aac , : —— 
Nickel THE INTERNATIONAL NICKEL COMPANY, INC., 67 WALL STREET, NEW YORK, N. YY Nickel 
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could sell and install such appliances with a better overall 
profit than other appliances not so approved. The Gas 
Company would and did supply gas boilers, water heaters, 
refrigerators, ranges, laundry dryers and washers for 
plumbers’ display, either on consignment or did sell them 
tohim outright. The Gas Company would give engineering 
and sales advice and help, and instruct the plumber in 
proper installation. When the work was properly finished, 
trade allowances were made. Window cards were fur- 
nished the plumber, appliances attractively arranged and 
dressed, and a proper spirit of close co-operation estab- 
lished. The results have been both satisfying and disap- 
pointing. If the plumber had the makings of a merchant, 
his income increased. If the plumber thought that having 
a few appliances displayed was going to give him an un- 
earned income, it was a disappointment. The way to make 
a co-operative plan work well is merely—operate.”’ 


The discussion of this paper was very satisfactory. It 
developed for one thing, that the use of conversion burners 
had become satisfactory in a large majority of cases. 

The speaker emphasized the fact that the present har- 
monious relations between the Consolidated Gas Co. and 
the plumbing trade, were resulting in the successful in- 
stallation of gas heating systems, to the mutual benefit of 
both. 

Mr. Apmann’s advice that both should ‘‘take advantage 
of the other fellow’s ability’’ appeared to be the keynote 
to the successful arrangement now existing between the 
two interests involved, and that the relationship is now a 
successful and harmonious one was testified to by a num- 
ber of the leading plumbing contractors present. 

In bringing the second annual three-day institute to a 
close, Dean Bliss of the university thanked the members 
for the splendid spirit shown, and for their interest and 
co-operation, and hoped that they would all be present 
again as juniors next year, this reference having to do with 
the Dean’s welcome to the members on the opening day 
as sophomores, following their successful freshman experi- 
ence of last year. 


Legal Questionnaire 
Answered by “The Judge’’* 


Has Landlord, in Kentucky, Upon Non-Payment of Rent, 
the Right to Lock Up a Tenant’s Shop for a Month? 


Editor, ‘‘Domestic Engineering’’:—I am writing you for 
some information. If you rent a shop and get behind 
with your rent, has the landlord the right to close ‘you 
without a minute’s notice, lock your tools, books and ma- 
terials up and keep them locked for one month? 

Kentucky. S. R. D. 


Answer:—If you are a mere tenant at will, and have 
had no lease, and are not holding over after the termina- 
tion of the term of a lease and are not a tenant at suffer- 
ance, I should say that the landlord has no right to lock 
up the premises which you occupy as his tenant. 


The landlord would probably have a right to secure a 
distress warrant and distrain your goods or make some 
other form of attachment, for the rent which is due him, 
and which you admit that you owe, but that is a very 
different thing from locking up the premises. 

As you did not state very many facts in your question 


_*Every effort is made to the end that these answers may 
%¢ authoritative. However, we cannot assume any respon- 
sibility because of the very nature of the service, which is 
rendered without a personal interview.—Editor. 
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Automatic Non- Adjustable 
All Metal Thermostatic 


SYPHON AIR VALVES 


The Dole Valve Company, 1913-33 Carroll Ave., Chicago 














SOLDER SEAL 





tact 
Solder Seal is a metallic powder = * 

(not a liquid) that once put 
in the boiler forms an alumi- 
num oxide filling in the crack 
that will hold ALWAYS. Solder 
Seal is easy to use and you 
can be sure of it every time. 
Use it! 







“4 i. — ——___ _ 


{THE METALLIC 
_POWDE R 


ame CL EAME 






ffiitp ag @ 


ETS BGPP MS \SAnS 


are and 


HEATING BOILERS 
From your jobbers. _—— 


Radiator Specialty Co. Bail 


CHARLOTTE, N. C. = —<— = 
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Compression Fittings 
For Copper Tube Plumbing 


The use of Copper Service Tube for all kinds of 
plumbing has been made possible by Nibco 
Compression Fittings which eliminate the 
necessity of cutting threads or making wiped 
joints. Copper Tube piping is rust-proof, non- 
corrosive and LESS EXPENSIVE than either 
brass or lead. 

Write for further information about this new 
and better method of plumbing Today. Ask for 
Bulletin A-167 and mention the name of your 
jobber. 


Sectional viewof NORTHERN INDIANA BRASS CO. 
Nibco Coupling Elkhart, Indiana . 





























Original — Genuine 
Syl Temperature Regulators, Pressure Regulators 
and Expansion Joints are in almost universal use, in 
thousands of buildings, in nearly all industrial plants, in 
great power plants, and in the homes of the people. 


The Fulton Sylphon Company, Desk D Knoaville, Tenn., U. S.A 
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For the | ye IY, 

|Hot Water MEIN Ly 
Heating 
System 





“2, 

The Cash Acme 
Type AG Pres- 
sure Control is 
entirely automa- 
tic. Once filled, 
the Cash Acme 
takes care of the 
system. 


The by-pass valve of 

mH the Cash Acme is an 

™ exclusive feature; it 

permits quick filling 

of the system, allows a cold water test 
and prevents damage to regulator. 


From Your Jobber 


A.W. CASH VALVE MFG. CORPORATION 


616 N. Water Street, Decatur, Illinois, Mfrs. 


Sales Agent: Chas. H. Fiske, 431 So. Dearborn St., Chicago, Ill., Tale- 
phone Harrison 4968. 

Eastern Sales Agents: H. M. Flemming Co., 30 Church St., New York 
City, N. Y. Telephone Cortlandt 1553. 

















A Real Offer | 


there's a Order a set of Moore Radia- 


Moore Hanger 
for every type 
of radiator 


tor Hangers from your job- 
ber for your next job. If 
they don’t pass every test 
for easy installation, adjust- 
ment and customer satis- 
faction, we'll refund your 
money. 


That’s a liberal offer but 
we're not taking any chances. 
We know Moores will ring 
the bell. 








CARTY & MOORE ENG. CO., Inc, 
611 W. Larned St., Detroit, Michigan 











and as therefore I do not know just what the situation is, 
I cannot make a very definite answer. 

If you have occupied the premises as a tenant at wij] 
for a year or more, your tenancy would be regarded ag a 
tenancy from year to year, and you would be entitled to 
a notice of six months. 

If you have been a tenant under a lease, which fixed a 
day certain for the termination of the tenancy, and that 
day has passed, and in addition you have remained on 
the premises for 90 days or more, your tenancy has de- 
veloped into a tenancy for from year to year and is no 
longer a tenancy at will or a tenancy at sufferance. Under 
such circumstances, you would be entitled to a notice of 
six months. 

A tenancy at sufferance, in Kentucky, is where a tenant 
went into possession of premises under a lawful title or 
arrangement, and remains in possession under permission, 
after his lease or title has ended. 

When there is a day fixed for the ending of the tenancy 
under a lease, no notice is necessary, unless the tenant 
holds over for such time as creates a tenancy at will or 
sufferance. 

Where a tenancy is for less than a year, the landlord 
does not have to give notice, to terminate the tenancy, 
during the first thirty days after the tenancy ended. If 
the landlord does not commence suit to oust the tenant 
within those first thirty days, he cannot start proceedings 
until the end of sixty days from the end of the tenancy. 
At the end of sixty days the tenant shall abandon the 
premises without demand or notice, or stand in the same 
relation to his landlord that he did at the expiration of 
the tenancy aforesaid, and so on from time to time until 
the tenant abandons the premises, is turned out of posses- 
sion or makes a new contract. 

Where a landlord has taken out a distress warrant and 
commits some irregular act thereafter, the tenant who is 
aggrieved by such irregularity or unlawful act may, by 
action, recover full satisfaction for the special damage he 
shall have sustained thereby. 

A tenant who gives notice that he intends to move and 
then does not do so at the time specified, or a tenant who 
fails to get out at a time specified in a lease, is liable for 
double rent thereafter. 

From the above statements I imagine that you will 
realize the various complications of the tenancy law in 
Kentucky which prevent me from giving you a very 
definite answer without knowledge of more of the facts. 

I should imagine that probably the landlord has taken 
action to collect his rent and has also endeavored to 
terminate your tenancy by locking up the premises. 
Whether he had a right to lock up your premises depends 
upon facts which you have not stated. 


What is Merchandising: 


(Continued from Page 40) 


the merchandising scheme of the contractor or dealer oF 
retailer. 
Conclusion 

In closing, I hope that you men will participate to the 
fullest in the deliberation of this conference, that you will 
both give and take as much from it as you possibly can, 
and that you will in turn convey the impressions received 
here, to your various associations, more convinced that 
ever, as I have stated many times before, that the logical! 
instruments for the exchange of mutually beneficial ideas 
and the education of our industry are the local and na 
tional associations. Support them not only financially, but 
by your contributions in intelligent thought. 
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You Should Have Brunswick 






Complete Line of 


Brunswick Closet Seats 





RUNSWICK’S Seat line is now complete . . 
ter what type of closet seat you want, you will find 

it in Brunswick’s new catalog. Write for your copy of this 
catalog now. Use the convenient coupon. 
There are construction features in Brunswick Closet Seats 
too important to be overlooked. Brunswick Sheet Covered 
Seats (in white and in colors) have the exclusive rein 


forced cushion edge. 


. no mat- 


Instead of merely joining the two 


sheets of pyralin by butting or overlapping, as has been the 
custom, Brunswick in this new-type seat welds the sheets of 
pyralin to a cushion of the same material. The result is that 
the outer seat edge has pyralin 9 times the thickness of a single 


het right where danger of damage is greatest. 


No other white sheet-covered seat offers you this unique 
feature. It enables us to guarantee this edge against defects 


for an unlimited period. 


Brunswick Whale-bone-ite, likewise, has construction 
leatures that make this the most durably constructed seat 


on the market. Our catalog gives you all details of all 
models. Place no order for closet seats of any kind be- 
fore you get this catalog showing the Brunswick line. 


JUST FILL IN, CLIP 
AND MAIL THE 
COUPON TODAY 
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Re-inforced 
cushion edge 
of Brunswick 
White Seat 
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-Stended Back 


for Regular Bowls 


Box 364, Seat Department, 
The Brunswick-Balke-Collender Co. 
623 So. Wabash Ave., Chicago 


Send your complete catalog, showing all models of Brunswick 





Whale-bone-ite, White and Wood Seats. 
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THE BRUNSWICK-BALKE COLLENDER CO.), 623 s. Wabash Ave, Chicago 
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— Fixtures by Wolff are sold on beauty 
of contour—the scintillating sheen of their 
enamels simplicity of mechanical construction — 
quality that endures through the years—and superior 
service to your customer. They are manufactured for 
those who appreciate the value of purchasing the better 
grade of building materials. 


The showroom inspection reveals the rare beauty of 
Bathrooms by Wolff. Trimmed with the latest designs 
in brass fittings and in the new Rainbow Enamels of 
soft colored tints, Wolff fixtures lend themselves to the 
moderne, tiled, or the simpler forms of interior decora- 
tion. They hold in themselves a sales value that makes 
a rapid turnover possible for every merchant plumber. 








The 
BERKELEY BATH 


and 


AFTON LAVATORY 


{nematic 


A bungalow bathroom that 
suggests the refinement and 
luxury of Bathrooms by Wolff. 


Ss eemasemmamte | = 


WOLFF CO. 


“Superior Plumbing Fixtures’ 


CHICAGO 
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Wisconsin Holds Third Educa- 


tional Conference 


HE third annual state-wide conference of the plumb- 


[ine trade, including master plumbers, organized 

journeymen, state officials and vocational school di- 
rectors and instructors was held in Milwaukee, Wis., at 
the Pfister Hotel on January 28th. 

The purpose of the conference was to present, promote 
and discuss educational opportunities in the plumbing in- 
dustry of Wisconsin, whereby a co-ordinated effort may 
be furthered on the part of the exponents of vocational 
education, the master plumbers, the journeymen and the 
apprentices. 

In the words of the chairman, E. E. Gunn, Jr., assistant 
state director of vocational education: ‘‘The purpose of 
trade and industrial education in part-time and evening 
schools is to offer educational opportunities which will be 
undeniably and quickly beneficial to those engaged in 
trade and industrial operations. To provide this, it must 
do three things: 


1. Through try-out courses, assist the trade in a better 
selection of apprentices. 

2. Through trade extension courses in the daytime, 
offer educational work which is supplementary to the 
work of the apprentices in the shop training, through 
the better entrance into journeymanship. 

Through trade extension courses in the evening 
schools assist in the up-grading and up-building of 
journeymen and masters in the trade.’’ 


ww 


It would appear that Wisconsin is leading in the de- 
velopment of vocational education, according to Frank 
R. King, state plumbing and domestic sanitary engineer. 
In the matter of vocational education as it concerns the 
plumbing trade, there is probably no other branch of 
the building trades which has undergone such organized 
effort applied toward training apprentices. Every plumber 
in the state has an opportunity to get in contact with 
educational work. However, all vocational education, to 
be successful, must be placed upon a supervision basis. 
At the present time Wisconsin has four itinerant circuits 
each covered by an instructor under the supervision of 
the state board of vocational education. It is expected 
that a fifth itinerant instructor will be assigned to a new 
circuit, thus reaching what now seems to be the limit from 
a practical standpoint. 


The opinion is current that all eyes are focused upon 
the progress of Wisconsin and that the success here will 
determine, in measure, the success and development of 
like programs in other states. It is interesting to note 
that Illinois is at the present time contemplating two 
itinerant circuits. Pittsburgh has had its fifth annual 
conference, under the auspices of the Plumbing and Heat- 
ing Industries Bureau, the University of Pennsylvania, and 
Carnegie Institute of Technology. At the latter institu- 
tion work in plumbing engineering is being carried on 
under the supervision of Prof. S. E. Dibble. This work 
is augmented by the recent establishment of an endow- 
ment fund of $100,000, by Theodore Ahrens, president of 
the Standard Sanitary Mfg. Co. It is further understood 
that Wm. C. Groeniger of Columbus, Ohio, is at work on 
the publishing of a new text book on plumbing, which is to 
be issued by the Plumbing and Heating Industries Bureau. 

A great deal is contingent upon the success of this 
enterprise. To again quote Mr. Gunn: “If the venture of 
industrial schools in the field of plumbing is not success- 
ful, it cannot be extended to other fields such as the elec- 
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Fig. 118 No. 5—%-inch Compound Injector. 
Panesced in U. s° Canada and Seodien ikon 

























The Dehn Automatic Water Softener makes 
possible pure, soft water, free from all s¢cd- 
iment and other germ containing particles. 


Install Dehns for better health. Your jobber 
will show you a Dehn Water Softener. 


COMPOUND INJECTOR & SPECIALTY COMPANY 
419421 D. North Laramie Avenue, Chicago, Illinois, U. S. A. 


Originators, designers and sole manufacturers of 


1897 [EHNSANIGARD) 1929 
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trical and paper pulp industries, as is now being con- 
templated.’”’ 

Concerning what all of this has to do with the master 
plumber, he will have, as apprentices and journeymen, 
men who are being trained in a systematic manner under 
state supervision. The object is not necessarily to make 
more plumbers but to make advanced and more highly 
trained plumbers in their respective fields. By selective 
training, a higher class of apprentices are being obtained. 
In one circuit including forty-six apprentices, the average 
age is 22 years, and the average high school training totals 
1% years. 

The tendency is to lower the age and increase the pre- 
vious general education. It is pointed out that vocational 
education eliminates teaching by the costly experience 
method and that the entire files of the itinerant instructors 
are available for the use of the master plumber in his 
problems. 

It is not expected that the initiative in this movement 
will be furnished by the plumbing trade or industry. The 
prime mover is in the form of the state vocational de- 
partment. However, if the venture is to be finally suc- 
cessful, active co-operation on the part of all concerned 
is absolutely essential. 

At the present time, the instructional content of the 
material on hand is limited. This will be overcome by the 
development of a cut-and-try program. In this and in 
all problems arising from this venture, it will be necessary 
to look to the positive functioning of local apprenticeship 
and advisory committees for at least partial solution. The 
apprenticeship committee consists of two master plumbers, 
two journeyman plumbers, and one school official who is 
usually the director of vocational education in the specific 
locality. 

The outstanding ideas of importance to the plumber are 
as follows: 

1. The purpose of vocational education in the plumbing 
field is to train and produce bettér plumbers. 

2. The purpose of vocational education is not neces- 
sarily to produce more plumbers. 

3. The ultimate object is to develop in the public mind 
a consciousness of heightened plumbing restrictions which 
will strengthen public confidence in the plumbing indus- 
try and create a condition of better repute. The value of 
this is fully recognized. 

4. The plumbing vocational course is restricted to the 
plumbing trade only. Those who do not intend to con- 
tinue in the plumbing trade are not eligible to these 
advantages. 


In the last mentioned item it was pointed out that the | 


work of vocational education would go on at an increased 
rate, if the chief concern was in seeing that all those who 
should attend apprentice schools did so, rather than worry- 
ing about anyone who might try to gain entrance whose in- 
terest is in personal instruction. The object of the system 
must be kept in-mind and minor difficulties will be worked 
out as they are presented. 

In connection with the benefits of the enterprise, Henry 
Ohl, Jr., president of the Wisconsin State Federation of 
Labor, indicated the advantages in this work which are 
within reach of the journeyman, employer and the indus- 
try. Likewise he pointed to the opportunity which is 
being presented to the apprentice and called upon em- 
Dloyers to renew and increase their support. By way of 
emphasis he called attention to the state board of educa- 
tion work of giving those in industry various opportunities 
and expressed the desire that vocational education will 
be developed and extended to every recognized trade, there 
being about seventy-two in Wisconsin. 
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No. 322SA with Brass Head. 
Also furnished with China 
Head and Brass Spout or 
China Head and China Spout. 
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Reasonably priced 
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Get price } 
from your Jobber i 


In some of the finest 
hotels you will find 
United Fixtures in- 
stalled—the choice of 
Master Plumber, Archi- 
tect and owner because 
of their faultless serv- 
ice and their enduring 
quality. 


For “Enduring Quality” 
Demand! 


Vv 


NUE 


TRADE MARK REG. IN U.S. PAT. OFFICE 


UNITED-OBERNDORF CORP., CLEVELAND, O. 
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(he Home of Yo. 








OT the home of dark cellars, of draughty halls, of chill 
rooms and frost-covered windows, but the home of your 
dreams come true. The home of your dreams come true 
with a clean, modern basement with dry, warm halls, 
with crystal-clear windows and comfortable rooms 
whose uniform temperature of 70° means health, a 
longer, happier life. That is the home of the home- 
builder who builds today. 


eo E.- 
The Ameri can ‘ 
Laundry “Room = 


The American Radiator 
Company accepts the 
undivided responsibility 
of supplying perfect and 
complete equipment for 
every heating need. 











AMERICAN RADIATOR COMPANY 


4() WEST 4QOTH STREET, NEW YORK 
AND ALL PRINCIPAL CITIES 


\ 








Mention Domestic ENGINEERING when writing advertisers. 
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AMERICAN RADIATOR COMPANY 





is publishing an endless chain 
of national advertising to bring 
the American people back to 
the idea of building new mod- 
ern homes and equipping them 
throughout with modern 
appliances. This national cam- 
paign is appearing in monthly 
magazines, weekly magazines, 
daily newspapers and local 
journals for the public and for 
the trade. This national cam- 
paign will cost more than a 
million dollars. The American 
Radiator Company hopes that 


this campaign will help you to: 


sell more modern equipment 
for home building and more of 
the heating equipment of the 








AMERICAN RADIATOR COMPANY 
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Hot Water Supply 





with 


HERE hot water supply is furnished by a 
heater separate from the heating boilers, 
temperature control of water by draft regu- 
lation is exceedingly practical with National 
Type F Metaphram Damper Regulators. 


The Type F Regulator is installed in flow 
line leading from heater to tank and con- 
nected to draft and check dampers. 


Thermostatic action of the regulator gives 
gradual, constant control to draft and check 
dampers, resulting in automatic fire 
control to meet hot water demands, 
and what is possibly more important 
—excess temperature of hot water 
supply is eliminated entirely. 








A profitable field of installa- 





National Systems of 
Heat Regulation and 
Humidity Centrol, 
Metaphram Dampers, 
Metaphram Motors, 
Industrial Thermo- 


tion is to be found among 


apartments, apartment hotels, 


industrial plants, 
clubs, etc. 


country 


lator for high pressure 
boilers, Metaphram 
Damper Regulators for 
domestic steam, vapor, 
vacuum and hot water 
heating boilers, Meta- 
phram Furnace 
lators. 


We will gladly send you instal- 
lation details covering this 
application of the Type F 
Regulator. 
















hnhannannngia 
METAPHRAM 
Hun 









NATIONAL REGULATOR CO. 
2317 Knox Avenue Chicago, Il. 


NATIONAL REGULATOR CO., 2317 Knox Ave., Chicago. 


Send us installation details of Type F Damper Regulators for 
domestic water heaters. 
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Tests on the Hydraulics and 
Pneumatics of House Plumbing 


(Continued from Page 46) 


fold by-pass vents. A manifold by-pass vent is a 
by-pass vent connected to the stack at more than 
two points. The pressure observed when water was 
discharged down the soil stack, with and without the 
vent connections, are shown in table 2, viz: 

The effectiveness of by-pass venting is evident from 
this table. The 3-inch manifold by-pass vent stack is 
seen to be the most effective in reducing the pressures 
below the values observed when no vent was used. 
The pressure reductions due to the use of the vent in 


Table 2.—Effect of By-Pass Venting 


























Relative Pressures, in Terms of Pressure for 
Unvented Stack 
Condition of Venting 
Basement | Ist Floor | 2nd Floor | 3rd Floor 
4-inch Stack without vent................ 1.00 1.00 1.00 1.00 
4-inch Stack with 2-inch By-pass Vent..... 0.72 0.59 0.74 0.60 
4-inch Stack with 3-inch By-pass Vent... .. 0.58 0.42 0.73 0.50 
4-inch Stack with 3-inch By-pass Vent Stack 0.74 0.33 0.43 0.18 
4-inch Stack with 3-inch Manifold By-pass 
Sch vknedeenediséebsndieimsesebs 0.72 0.34 0.55 0.33 
4-inch Stack with 3-inch Manifold By-pass 
ER Eee ee 0.78 0.26 0.05 0.17 





this case were as follows: at the basement, 22 per 

cent; at the first floor, 74 per cent; at the second 

floor, 95 per cent; and at the third floor, 83 per cent. 

The final conclusions tie these experiments to those 
previously considered, which relate to fittings at the foot 
of soil and waste stacks. The conclusions are as follows. 
and are of much importance: 

It is concluded from a study of by-pass venting and 
foot pieces at the base of stacks, that the capacity of 
plumbing systems can be greatly increased, or that 
the size and number of vent pipes required in a large 
building may be greatly diminished, as compared 
with the requirements of ordinary practice today. If 
the requirements of present-day practice concerning 
sizes of stacks, vents, etc., are adhered to, a greater 
factor of safety against seal rupture can be obtained 
by the use of the proper type of foot piece and the 
installation of by-pass vents on stacks. 


« 
Elect Officers in Jersey City 


The Master Plumbers’ Association of Jersey City, N. 
J., held its annual election of officers recently with the 
result that John A. Ward was made president. The other 
officers chosen were as follows: William F, Bailey, vice 
president; James T. Brennan, secretary; Richard Ent- 
wistle, treasurer; James J. Conlin, sergeant at arms; 
trustees: Henry A. Cohendet, John J. Crosby, Edmund 


P. Ingram. 
a 


San Jose Masters Choose Officers 
With steady progress and growth credited to the old 
year, and a still more promising twelve months in pros- 
pect, the members of the San Jose, Calif., Merchant Plumb- 
ers’ Association met recently and reflected confidence in 
their 1928 official personnel by unanimously re-electing 
them for the coming year. The officers are: William F. 


Serpa, president; Herman Moltzen, vice president; Charles 
A. Merritt, secretary; O. C. McDonald, treasurer. 
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Today, while 
you are read- 
ing this--- 

2,900,000 
people are 
reading about 





" 
STACK 3 WAY 








RELIEF VALVE 


and why they need 
its positive protec- 
tion against 





Pressure 
Temperature 
Vacuum 


A great Saturday Evening 
Post advertising campaign 
is under way. A great con- 
sumer demand is being 
created for the STACK 3- 
WAY RELIEF VALVE. 
Every home owner will 
want this protection; it is 
a necessity for every range 
boiler and storage system. 


This is your opportunity 
for real profits; cash in on 
these easy sales. This ad- 
vertising campaign is being 
carried direct to the homes 
in your locality. It will 
mean dollars of profit if 
you write for prices, dis- 
counts and detailed infor- 
mation, or ask your Jobber. 


Established 1894 
THE STACK HEATER COMPANY 


BALL COCKS RELIEF VALVES 
INDIRECT HEATERS NO-TANK VALVES 
GAS WATER HEATERS Prd NONBIPAS VALVES 


HEAT INTERCHANGERS 


STEAM WATER MIXERS 


HOT WATER GENERATORS PROBUCTS LorccuRE REDUCING VALVES 


TWO HUNDRED ANDO FIFTY STUART STREET 


BOSTON 
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Made of bronze with 
finest workmanship. 
Simple, dependable 

and positive in action. 

Comes adjusted ready 

to install 

The standard for all 

domestic range boilers 
and storage systems. 


91 














H-92 Series 


ee Floor Drains 
s IN 


2-in., 3-in. and 4-in. SIZES 








A Manufactured by 
f Central Specialty Co. 
} Detroit. -: | Michigan 
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ne Back Pressure 






































Three Reasons 


why you 

should 
| install 
/ Our 


SANITIFIC 
BACK 
PRESSURE 
FLOOR 
DRAINS 


The Back Pressure De- 

e vice will eliminate the 

possibility of your customer’s 

basement being flooded, caus- 

ing untold damage to elec- 
trical household equipment. 





The Back Pressure De- 

e vice eliminates the pos- 
sibility of sewer gas, or dis- 
agreeable odors coming up 
through the home, if the 
water in the Trap evaporates. 


It has been approved by 

e leading engineers and 

Plumbing Inspectors as the 

most efficient Fitting of this 
‘design yet manufactured. 


Your Jobber 


can supply you 
Manufacturers of SANITIFIC FITTINGS THAT SATISFY. ..cBisuss2 35. Te geuemnse |, URONANORETE: Tae 
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Noew Equipment 


New Development in Pipe Manufacture Pro- 
duces a Threaded-Joint, Corrosion- 
Resisting, Cast Pipe 

A recent introduction in the pipe line is in the form of 
a cast pipe of alloy iron which can be cut and threaded 
within its own length with all standard tools used in like 
operations on wrought steel or iron pipe. This informa- 
tion is furnished in a manufacturer’s announcement which 
states further that the pipe does not have to be reamed 
after cutting or threading, and is corrosion-resisting. 
The present sizes are as follows: 1%-inch, 2-inch, 2\%- 


inch, 3-inch, 4-inch, 5-inch, and 6-inch. At a later date, | 





Cutting cast pipe of alloy iron 


§-inch, 10-inch and 12-inch pipe will be available. Out- 
side and inside diameters compare with those of extra 
strong wrought steel or iron pipe. Size is tested with a 
ring gage, with 1/32-inch clearance, which is passed over 
the full length of every pipe. Thickness of the wall is 
checked with a plug gage. 

Standard lengths are approximately six feet long. 
Lengths longer than six feet can be obtained in any length 
desired with welded joints. 

Pressure tests are made with a hydrostatic head and 
the tests range from 300 pounds to 1,000 pounds per 





Threading cast pipe of alloy iron | 
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VY HEN the 


sales of any com- 
pany keep steadily 
increasing over a 
period of years it is 
the best indication 
that that com- 
pany’s products 
are right. 


Enterprise Brass 
Goods are always 
selling better. 


That’s proof that 
more and = more 
plumbers are com- 
ing to use Enter- 
prise products with 
good effect on their 
profits. 


Your jobber can 
supply you. 

ENTERPRISE 
BRASS WORKS 


Muskegon :: Michigan 
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IMICO UNIONS 





NOTE THE BRASS DISC 


Made of Refined Malleable Iron with Brass 
Seat Inserted in Place by Powerful Pressure 
So That It Cannot Become Detached. 


Approved by Underwriters’ Laboratories. 
ILLINOIS MALLEABLE IRON CO. 


Chicago, Ill. 
Manufacturers Full Line Iron Pipe Fittings 



























94 





‘ Send 

i for the 

: Kennedy 
i } Catalog 











DOMESTIC ENGINEERING 


February 23, 1929 


What plumbers 
say about 
KENNEDY 
Malleable Iron 
Pipe Fittings 











eee fittings stand more tighten- 
ing than any other fitting I have 
ever tried.” 

“Your fittings prove to be well gal- 
vanized, as well as very good material 
and well designed.”’ 

“We find your fittings perfect and 
easy to enter or connect, with good 
tapping. Machine work is all that 
can be desired.”’ 

“I find your fittings to be A-1l. 
Threads are tapped straight ‘and fit- 
tings are well proportioned.”’ 





“I find your fittings well propor- 
tioned; full water-way; and well 
finished.” 





Typical Comments 
from users of Kennedy Products 


THE KENNEDY VALVE 
Mpa. Co. E_mira, NW. , 


Branches in Principal{Cities 


“Have used your fittings for some 
time and they have proved quite 
satisfactory. The tapping runs true 
both as to size and direction. They 
are light yet strong.” 





‘‘Both in finish and threads we find 
your fittings about the best we ever 
looked into, so say our employees. 
We agreed with them.”’ 





‘‘With Kennedys, no more leaks from 
fittings due to splitting under wrench 
pressure.” 





‘‘Have always found your fittings 
to hold tight and stand up under test.” 





“Your fittings are O.K. and will stop 
my troubles with crooked tappings.”’ 


a 




















KENNEDY 


® VALVES~PIPE FITTINGS~FIRE HYDRANTS 
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square inch, according to the size of the pipe. The 
pressure is left on sufficiently long to test any tendency 


to sweat. 


In general, it is said that the pipe is true to dimensions, 
smooth inside and outside, and is resistant to both cor- 
rosion and erosion and will not scale inside. Also, all 
standard flow tables for wrought steel and iron pipe can 


be used to figure its capacity. 


A distinctive method of marking on the pipe identifies 
it as well as an accompanying line of nipples and fittings. 
The surface coating is said to provide a protective feature 
and non-bleeding qualities permit painting with any color. 

The pipe has been developed and is produced by Ameri- 


can Radiator Co. of New York, N. Y. 


e 
A New Idea in Dies 


A type of die is now being produced which has a double 
threaded throat. The claim of the manufacturer is that 
this feature enables the die to take hold more readily, and 
reduces the amount of pushing force necessary for starting 
threading operations. It is also claimed that an unusual 





amount of chip space is provided to reduce the tendency 
to strip the threads when backing the die off of the pipe. 
The presence of burrs on the pipe is said to make no dif- 
ference in the operation of the die. The Reed Manufac- 
turing Co. of Erie, Pennsylvania, is the manufacturer. 

> 


Horizontal Air Filter 

The cleaning of air for hygienic or industrial purposes is 
still a comparatively new science. Developments in this 
field have come with lightning-like rapidity and it is diffi- 
cult to realize that less than 
a decade ago filters for the 
removal of atmospheric dust 
were practically unknown. 
One of the first air filters in- 
troduced in this country was 
in the form of unit cells. 
Each cell contained a 
labyrinth of oil coated metal 
filter sheets through which 
air was formed. The dust 
particles were thrown against 
the oil coated metal by cen- 
trifugal force set up by innu- 
merable small swirls and 
eddies within the finely di- 
vided filter media. Before the 
utilization of this centrifugal 
Principle dust had been 
screened through filter me- 
dium consisting of air pas- 
Sages smaller than the size of 
the dust particles to be caught. 
Such a proposition often re- 
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Can You Show 


Your Customers Such 


BEAUTY 
As This? 


Glistening snow-white surfaces 
. . . graceful lines . . . artistic 
proportions . . . these are the 
features of Rundle ware that 
attract buyers at first glance and 
build volume sales. Rundle ware 
reflects the advanced ideas in 
enameled ware design—backed 
by highest quality and up-to- 
date features. Accurate fitting 
insures dealer maximum installa- 
tion profit. 


Write for beautifully illustrated 
booklet that tells all about the 
Rundle line and explains why 
it builds more business for you. 


RUNDLE MFG. Co. 


MILWAUKEE, WIS. 


RUNDLE 


PLUMBERS SANITARY ENAMELED WARE 
BRASS AND IRON GOODS 





The Mark that Has Won 
the Confidence of Buyers 
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D ne, h 
Cut Pipe Threading Costs 


It can be done 
this easy sim- 
ple way: 
equip your- 
self witha 
Universal 
No. 2 Port- 
able Pipe 
Threading 
Machine 
which cuts 
off, chamfers 
and _ threads. 





Capacity is 
4%” to 2". 
Drives a 
geared head 
on pipe from 
242” to 6”. 





Equipped with Universal Motor 
reversible and arranged with light 
socket connection. No motor 
changes, as it will operate off 
either 115 D C or 110 AC, 25 to 
60 cycle lighting circuit. 


Weighs only 
200 Ibs. Com- 
pact, sturdy, 
efficient. For 
any kind of 
square dies or 


hand stocks. 





Ask us about 
it today. 
Really Portable 
PEERLESS MACHINE CO. - Racine, Wis. 


————EESSs "4 


‘‘CHICAGO"’ 
Pipe pemetysanne Machines Production Pegetton 





Latest and Advanced — nen the ae 
Chieage Pipethread 


Machine 
Offices and Factory: 16231 ek, pa Street 
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sulted in the clogging up-of the filter within a short time. 

Since then the centrifugalization idea has been improved 
upon with the production of automatic self-cleaning filters 
incorporating more and more efficient filter media. 

The accompanying photograph shows a cross sectional 
view of a horizontal filter medium recently placed on the 
market. The manufacturer of this item explains that the 
air guides are so arranged that when the air first enters 
the filter any swirl that exists in the flow is immediately 
destroyed. Next, the air flow is simultaneously bent and 
accelerated, and centrifugal force is brought to bear upon 
the heavier dust particles, causing them to impinge. Then 
the air flow is retarded and kinetic energy transformed 
into pressure, which, in turn, is utilized for a second ac- 
celeration. Up to this point the combined and consecutive 
action of retardation, bending and acceleration, causes all 
dust particles to be thrown out of the air stream by their 
own inertia. The cycle is completed with the air flow 
again being retarded and kinetic energy regained as 
pressure. This air filter is manufactured by Midwest Air 
Filters, Inc., Bradford, Pa. 

e 
Chain Pipe Vise 

A chain pipe vise, incorporating two new features, has 
been developed and has been placed on the market. In 
this device the jaws are reversible and the clamping ad- 
justment is on the top. 

Reversibility of the jaws is brought about by two iden- 
tical sets of teeth on 
each jaw. In other 
words, the jaws are 
symmetrical about 
either center line. The 
idea is that when the 
teeth show signs of 
wear, the screws are to 
be removed and the 
jaws turned over, thus 
providing a second set 
of teeth for immediate 
use. Each jaw is clamped down separately, from the top, 
by two screws. 

Clamping of the pipe, as shown in the illustration, is 
facilitated by a screw and lever arrangement, the screw 
handle being above and to one side of the vise. 

The vise is furnished in two sides, having a pipe size 
range of %-inch to 2%-inch and %-inch to 4%-inch, and 
it is made of wrought iron. The manufacturers stress that 
the finish is chrome-plated. 

The device is manufactured by J. H. Williams & Co., 
Buffalo, N. Y. 





e 


Detroit Salesmen Elect New Officers 

The Detroit Chapter No. 3 of the National Association 
of Plumbing and Heating Salesmen elected officers at a 
recent meeting held at the Cadillac Athletic Club. D. D. 
Reed of Eljer Co. was elected president of the organi- 
zation, and he is to be assisted by the following other 
officers elected for the ensuing year: Chester Elliott of 
the Detroit Lead Pipe Works, vice president; Fred A. 
Cooper of the Excelso Products Corp., secretary; E. J. 
Manion of the W. A. Case & Son Mfg. Co., treasurer. 

+ 


A Correction 
The Clearfield Plumbing Supply Co., Philadelphia, re- 
cently underwent a re-financing and re-organization. At 
the time, an announcement was made, but the company 
was referred to as the Canfield Plumbing Supply Co. in 
error. 
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Whenever you require good dependable { | 
pipe, whether it be for a house or a ship, a : 2 oe . 

power plant or what not, think of Etna,— Se ‘ 
the welded steel pipe backed by a century | A ait 
of skilled manufacturing experience. betel | : 
ACCURATE ‘ 

SPANG, CHALFANT & Co., INC. 
General Offices: Clark Building, Pittsburgh, Pa. 
Sales Offices: Chicago, lll., New York, N.Y., St. Louis, Mo., Pittsburgh, Pa., Tulsa, Okla., Los Angeles, Cal. Miiés: Ecna, Sharpsburg, Ambridge, Pa. 
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it SHOWING 
‘. GEARS 


ia In threading large size pipe a die stock 
% ogi must withstand severe strains and abuse. 
| And, if it is not built to overcome these 
strains it will quickly develop premature 

; wear that makes perfect threads impos- 
t | sible. 


pee Beaver Geared Adjustable Die Stocks 
1. oe are striking examples of what it means to 
build a tool right in the first place—and 
thus provide the maximum of dependable 
and efficient service over the longest period 
of time. 


yes In addition to their ruggedness and their 
hat durability, Geared Beavers have many 

other advantages. They are adjustable, 
; and thread several different sizes with one 





bit THE nacaemnael COMPANY 
; Warren, Ohio 
New York Office: 50 Church St., New York City 


REAVER 


510 Dana Avenue 
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iff Geared Beavers — 2; to 12” 


Maximum 
Service 





Minimum 
Cost 


ILLUSTRATION SHOWS No. 





41 — 21, to 4” 


set of dies. No time is lost changing dies. 
No expense for replacing of lost dies, they 
are always in the tool. (No. 41 Beaver, 
21% to 4-inch uses one set of dies—No. 61— 
214 to 6 in.; No. 80—4)%4 to 8 in. and 
No. 90, 9 to 12 in. use two sets of dies to 
cover the wider range). 


Geared Beavers are easy working. Due 
to the use of narrow receding dies coupled 
with a power reducing gear and ratchet 
handle, one man threads even 12-inch alone. 
Also adapted for use with Power Drives. 


When you buy your next large size die 
stock specify a Beaver. It is the surest and 
safest way of getting the most die stock for 
your money and the lowest upkeep cost. 





| | Have You Seen | 
| No. 11 and 11-A Beavers 
| The greatest improvement in die stocks in 20 
| | years. Thread 1 to 2 inch without changing dies 
or bushings. Light in weight; easy working: 
self-contained; adjustable; interchangeable parts, 
| durable; simple in construction. 
Try either one at our expense. 
| 
. _—____—_-— Z) 
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Approve Merger ot American Radiator Co. and | 

* : 

Standard Sanitary Mtg. Co. 

a on boards of directors of the American Radiator This calls for exchanging each share of American Radi- r 

Company, New York City, and of the Standard Sani- ator Co. common stock for four shares and each share of . 
tary Mfg. Co., Pittsburgh, Pa., have unanimously approved Standard Sanitary Mfg. Co. common stock for 1.09043 4 
a plan for the union of the interests of the two companies shares of the new company. Preferred stock is to be ex- | 
through the organization of a new holding company known changed share for share. 

as American Radiator & Standard Sanitary Corporation The time limit for deposit of stocks is set at April 

and the exchange of the outstanding stock of American’ 1, 1929, but the plan will be declared operative as soon * 

Radiator Company and of Standard Sanitary Mfg. Co. for as two-thirds of the stock of both companies has been de- , 

stock of the new company. posited. When carried through, the American Radiator a 

Under a deposit agreement dated February 11, 1929, and Standard Sanitary Corp. will become the largest cor- i 

the following will act as a committee in carrying out the porate enterprise in the plumbing and heating industry. | 

plan: Clarence M. Woolley, chairman of the board and The foundation stone of the American Radiator Co. was "¢ 
president of American Radiator Company; Theodore laid in 1881 when John B. Pierce opened a little shop in 

Ahrens, president of Standard Sanitary Mfg. Co.; Charles Buffalo, New York, and hung out a small sign with this 4 

H. Hodges, first vice president of American Radiator Com-_ legend, ‘‘Pierce Steam Heating Co.’’ In the same year his ¥ 

yvany; H. M. Reed, first vice president and chairman of the friend, Joseph Bond, joined him. Their enthusiasm car- 

executive committee of Standard Sanitary Mfg. Co.; ried them over innumerable obstacles. Their ambition ri 

Charles M. Parker, member of the executive committee was to make boiler and radiator heat available for a multi- a 

of American Radiator Company. tude of small homes instead of being limited to mansions. | 

Pursuant to the vote of the directors, the plan of In 1892, with the Michigan Radiator & Iron Manufac- a 

consolidation is now being voted upon by stockholders. turing Company and the Detroit Radiator Company, they ; 

« 

* 
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we 
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Theodore Ahrens, president of the Standard Sanitary 


Clarence M. Woolley, president of the American 
Radiator Co. Mfg. Co, 
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incorporated in Illinois as the American Radiator Com- 
pany. Joseph Bond was elected president; John B. Pierce, 
first vice president; C. H. Hodges, treasurer, and Clarence 
M. Woolley, formerly of the Michigan concern, became sec- 
retary. Headquarters were located in Chicago and 
branches established in Boston, New York, Chicago and 
Minneapolis. Three plants, in Buffalo and Detroit, went 
into action on cast iron sectional radiation. 

In 1899 there was organized the present company, a 
New Jersey corporation of the same name, as successor 
to the Illinois corporation, and four other concerns in the 
industry joined in the new merger. From its inception, 
the growth and progress of the company has been continu- 
ous. Much of its success in the popularization of radiator 
heat has been due to technical and manufacturing experi- 
mentation and the development of new products. 

In recent years the company has acquired several large 
manufacturing concerns, the most notable of them being 
the Kewanee Boiler Co. of Kewanee, Ill., the American 
Blower Co. of Detroit, Mich., and Excelso Specialty Co. of 
Buffalo, N. Y. 

In 1928, the company was operating sixty-two branches 
and sales offices, with warehouses in all of the larger cen- 
ters. It operates thirty plants in the United States and 
Canada in the manufacture of boilers, radiators, hot water 
heaters and various heating accessories; the company also 
owns and operates coal mines, coke ovens and pig iron fur- 
naces. In Europe -eleven manufacturing plants are en- 
gaged in the manufacture of like products, with sales of- 
fices and showrooms in the leading cities. 

The Standard Sanitary Mfg. Co. of Pittsburgh, Pa., came 
into existence in December, 1899, when the following con- 
cerns were consolidated under that name: 

Ahrens & Ott Mfg. Co., Louisville, Ky.; Dawes and 
Myler, New Brighton, Pa.; Pennsylvania Bath Tub Co., 
Elwood City, Pa.; Sanitary Enameling & Mfg. Co., Mun- 
cie, Ind.; Kohler, Hayssen & Stehn Mfg. Co., Sheboygan, 
Wis.; J. J. Vollrath Mfg. Co., Sheboygan, Wis.; Cribben 
& Sexton Co., Chicago, Ill.; Victor Mfg. Co., Alquippa, Pa.; 
Buick & Sherwood Mfg. Co., Detroit, Mich. The author- 
ized capital of the company at that time was $2,500,000 
preferred stock, $2,500,000 common stock and $2,500,000 
bonds. 

The officers were: President, Theodore Ahrens, Jr.; 
first vice president, and chairman of the executive commit- 
tee, F. J. Torrance, Pittsburgh, Pa.; second vice president, 
Henry Cribben, Chicago; treasurer, James W. Arrott, 
Pittsburgh, Pa.; secretary and purchasing agent, W. A. 
Myler, New Brighton, Pa. 

Prior to the year 1914, this company had confined itself 
to the manufacture of cast iron porcelain enameled sani- 
tary ware practically entirely, and those accessory parts 
belonging to its ware, except as to some special brass fit- 
ting for its own ware, required by its customers. 

But at the close of 1913 the company decided to enter 
into the manufacture of sanitary pottery ware and January 
1, 1914, it took over the Great Western Potteries Co., hav- 
ing potteries at Kokomo, Indiana, and Tiffin, Ohio. 

Since that date, the company has developed at these 
points a comprehensive line of modern sanitary pottery 
ware. It has also, in recent years, established a pottery, 
in connection with its Louisville works, for the manufac- 
ture of small items of pottery for brass supply fittings, 
etc., and other small bath, laundry and kitchen accessories. 
The potteries of the company at Kokomo and Tiffin have 
also been enlarged. 

The constantly increasing demand for sanitary goods 
generally, and for brass fittings to complete the installa- 
tion, led in 1917 to small brass producing departments of 
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the company at its various plants being consolidated a; 
the Louisville works. 

In later years the expansion of the company’s business 
has led to the acquisition of several manufacturing cop. 
cerns in various parts of the country as well as jobbing 
houses to aid in the distribution of the company’s products 


* 
To Hold Trade Practice Conference March 2] 


The first trade practice conference of the plumbing 
and heating industry will be held March 21 at the Hote! 
Washington, Washington, D. C. Federal Trade Commis- 
sioner Marsh will preside, assisted by M. Markham Flap- 
nery, director of the trade practice conference division 
of the commission. The conference will include many- 
facturing and wholesaling branches of the _ industry 
throughout the country and invitations to principal man- 
ufacturers and to the wholesalers of their products, wil] 
be sent out by the Federal Trade Commission on March 1. 


e 
Two Old Wholesale Firms in Consolidation 


The George H. Tay Co., San Francisco, Calif., whole- 
salers of plumbing and heating equipment, and Holbrook, 
Merrill & Stetson, San Francisco, departments of plumb- 
ing and heating, have consolidated, according to a recent 
announcement. The company will be known as Tay-Hol- 
brook, Inc. The following are the officers of the new 
company: Francis J. Baker, president; M. D. Merrill, vice 
president; Hugh E. Oliphant, secretary and sales manager: 
Paul E. Marsh, treasurer and comptroller. There will be 
no changes in the personnel of either company. 

Both firms were established 79 years ago, and have 
been identified with the development of the Pacific Coast 
since the days of ’°49. Headquarters will be maintained at 
the executive offices of the George H. Tay Co., 165 Eighth 
street, San Francisco. Both firms have for some time 
been maintaining branch offices in Oakland, Sacramento 
and Fresno. 


* 
Appoint Committees for Pipe and Supplies 


Convention 

The convention committees to work out details for the 
twentieth annual convention of the National Pipe and 
Supplies Association, to be held in Pittsburgh, May 1: 
14 and 15, were appointed recently, and convention head- 
quarters established at 914 Clark building in that city 

William B. Bryar is to be general convention chairmaD 
and will be assisted by the following convention commit: 
tees: Finance—C. B. Nash, A. H. Cline, E. H. Eggleston, 
Jr., and T. L. Lewis; program—w. T. Todd, Jr., and H. 
L. Andrews; entertainment—William B. Bryar, John 4 
Kelly, C. S. Pitkin and Arthur Purnell; transportation— 
Robert Wettstein; golf—R. L. Ottke, Arthur Booth, M. J 
Czarniecki and D. Vance; ladies’ entertainment—Me* 
dames C. S. Pitkin, William B. Bryar, George H. Bailey 
G. W. Christopher, A. H. Cline, M. J. Czarniecki, E. H 
Eggleston, Jr., John A. Kelly and Arthur’ Purnell, pub- 
licity—Arthur Purnell. 





e 
Sells Building to Wholesalers 
The Standard Sanitary Mfg. Co., Pittsburgh, has ™ 
cently sold its old Louisville offices and show rooms, [0 
years known as the Ahrens & Ott department, to P. 4 
Vogel & Sons Co., wholesalers, who plan to occupy it abo 
June 1. The Vogel interests for a number of years wer 
located on Main street, near Brook, but moved to le: 
West Main street, about ten years ago. 
The Standard Sanitary Mfg. Co. moved its gales abe 
show rooms last August to 834 East Broadway, where ° 
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Trane 


Leads the Movement 


toward 


A New Style in Heating 








Success of the Trane Under-Win- 
dow Concealed Heater is prima- 
rily a matter of appearances... 


How much does the owner of the average 
building know or care about the details 
of the heating system, so important to you 
as a heating man? But he knows at once 
when an older method is out of style. He 
did not wait in 1926 for the 1929 A. C. 
radio set — he did not wait in 1925 for 
today’s type of motor car. And he won’t 
wait in 1929 for 1935 heating units in 
his rooms. He wants Trane Under-Win- 


dow Concealed Heaters now. 


It will pay you to give him what he wants 
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— not just because concealed heating is 
the style of the day in arranging rooms, 
but also because*Trane has made it the 
most efficient, practical heating method. 
After the first big success of Trane Con- 
cealed Heaters, Trane went directly to the 
trade for facts on needed improvements. 
That is why the latest Under-Window 
model is complete, with no extras to buy 
— why the front panel is removable for 
easy inspection at any time. 


You can always depend on Trane for en- 
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[Tl HEATERS, AND HEATING SPECIALTI 





Name 


Pee eee eee eee wenn 


Name of Firm 


yNelsta +t 
City 





fem ©THE TRANE CO., Dept. 2 
Be 204 Cameron Ave., La Crosse, Wis. 


Send complete facts on your Under-Window Concealed Heater 


gineering leadership. Trane Traps and 
Valves are a result of the same careful 
analysis of heating troubles and the needs 
of the industry. Balancéd pressure and the 
signal feature, in Trane Bellows Traps, are 
only two of the points which have made 
this equipment standard for important, 
high-class jobs. Before you buy or rec- 
ommend any part of a heating system, ex- 
cept the boiler and piping, find out what 
Trane has done recently in that particular 


branch of heating. 






COE EEE EEE EEE EEE EEE EEE EE EEE EERE 


SERIE LTEEELE Lee. 





Mention Domestic ENGINEERING when writing advertisers. 











hd 


+: 








102 








Vit MRS LER PREG CI 


Positive Operation Assured 
with 
McAlear 


Steam 
Trap 


Whether you 
wish to drain a 
high pressure 
steam main, drip 
a riser, drain a unit heater, or perform any other 
function suited to a steam trap, there is a 
McAlear Steam Trap which will handle the job. 


McAlear Steam Traps are built in open bucket 
and float types for all pressures up to 250 lbs. 





McAlear Steam Traps are rugged, compact, have 
large capacity. They are provided with deep 
water seal and cant pass steam. 


Write today for catalog and latest ratings 





1901-7 South Western Avenue 








CHICAGO, ILLINOIS 
250% 


cor PORFINITE = 


capacity ag 


The type of mineral in the water softener is the 
all important factor. Your success and your cus- 
tomers’ satisfaction depends on the mineral used. 
Listen to what a dealer in Minnesota has to say. 





Worthington, Minnesota, 
April 10, 1928. 
The Refinite Company, 
Omaha, Nebraska. 
Gentlemen: 

Just a line to let you know what we think of 
the Refinite Water Softener. 

We have about forty of these softeners in- 
stalled here in Worthington and we have yet 
to have a complaint on any of them. This is 
saying a lot as our water here is about fifty 
grains hard. 

We tried about six different softeners and 
have taken them all out and replaced them 
with Refinites. 

Competition have one softener in homes in 
the whole town. They have tried one or two 
other kinds but they have not worked satis- 

















factory. 
Trusting to install several more this season, 
we are Yours truly, 
FAUSKEE & SEE 
by J. H. See 


Price $100.00 up. Write for sales information. 


THE REFINITE COMPANY 
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new building was erected. The purchase involved $45,000, 
and was handled by Theodore Ahrens, president of the 
Standard company, and J. M. Watson, president of the 


Vogel concern. 
* 


Philip Haas Co. Incorporates 

According to a recent announcement, the name of the 
Philip Haas Co., Dayton, Ohio, has been changed to the 
Philip Haas Co., Inc., through the act of incorporation on 
February 1. Katie Haas, wife of Philip Haas, deceased 
president of the company, is the president. The other of- 
ficers of the company are: Peter Volk, vice president; M. 
Haas Rodgers, secretary; Henry G. Dorn, Jr., treasurer 
and general manager. 


To Move Milwaukee Branch 
The Standard Sanitary Co. branch at 426 Broadway, 
Milwaukee, Wis., has leased space in the Kesselman build- 
ing, 447 Broadway, for a new plumbing showroom. The 
branch will not move until April 1, and up to that date 
will be at its present location. 


° 
To Open Branch Warehouses in Detroit 


Crane Co., Chicago, is expecting to open two new branch 
warehouses in Detroit, Mich., early in March. One of the 
new warehouses is to be located at 5120 St. Jean avenue, 
and is expected to begin operations about March 10. The 
other, which will open shortly after that date, is to be lo- 
cated at 14381 Livernois avenue. 

¢ 


Trimont Mfg. Co. Expanding 
The Trimont Mfg. Co., of Roxbury, Mass., has purchased 
the Stillson pattern wrench business of the Moore Drop 
Forging Co., of Springfield, Mass. 
Sd 


Merged Supply Companies Establish Location 

The business of the Dreher Supply Co., Columbus, Ohio, 
will be located at 59-69 East Goodale street in that city. 
Some time ago the Dreher Supply Co., and the Ascher 
Supply Co., Inc., also of that city, merged. 


* 
Move Chicago Offices to New Location 


The Chicago offices of the Kewanee Boiler Corp., Ke- 
wanee, Ill., were moved recently to 1858 South Western 
‘avenue in that city. The offices were formerly located at 
822 West Washington Boulevard. 

t 


Opens Branch Supply House 
Monroe Co., Cambridge, Mass., is opening a branch on 
Green street, Jamaica Plain, Mass. The building is of 
three stories and basement and affords the company 2,309 
square feet of floor space. R. MacLeod is manager. 


* 
Opens Chicago Sales Office 

The Sloan Valve Co., Chicago, recently announced that 
it had opened a Chicago sales office at Room 614, 549 West 
Randolph street. The new office will be in charge of E. C. 
Groner, who is well known through his long connection 
with the company. All Chicago business of the company 
will be transacted through the new office. 


* 
Opens Showroom in Baltimore 
The Hajoca Corp., Philadelphia, has opened a new show- 
room at the corner of North avenue and Oak street, Balti- 
more, Md. Many people in the industry attended the open- 





Refinite Building 83 Omaha, Nebraska 





ing. George A. Lucke is manager of the new branch. 
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on your small jobs — too 
] WATER 





T increases your profit. It saves your owners the continuing expense of 
repackings, so—it is actually Jess expensive than the cheapest valve made. 
Your customers will pay nothing extra for a valve that protects them against 
leaks and all during its long life the “999” Arco Packless opens and closes with 
one smooth turn—a daily reminder of your wise advice as a heating expert 
—a reputation builder. 


MIERICAN RADIATOR COMPANY 


Makers of a complete line of quality Heating Accessories 


IN-AIRID * AIRID * VAC AIRID AIR VALVES * MERCOID CONTROLS 
ARCO DAMPER REGULATORS * ARCO TANK REGULATORS 
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Don’t spend $20.00 when 


SMOOTH-ON NO. 1 
will do it 
for $2.00 


In attempting to move 
an oil transformer having 
corrugated sheet steel 
sides set in a Cast-iron 
base, workmen set a jack 
against one corner of the 
corrugated metal side and 
close to the base. On 
applying pressure, the light sheet metal sheared and the 
break let oil run all over the place. 




















| Pressure trom jack 


Both electric and gas welds were tried in repairing 
the break but any one who has attempted to weld 
thin sheet steel to a large thick piece of cast-iron knows 
the result. The next repair man sent for a 5-lb. can of 
Ssmooth-On, cleaned out the oil and brightened the metal 
at the break by rubbing with sharp sand. He mixed 
about three handfuls of the Smooth-On No. 1 to the 
consistency of plaster, and forced this liberally against 
the break inside and out. The repair was left standing 
over night. In the morning it felt as hard as the cast 
base itself and the oil was put back in. The patch 
was absolutely oil tight. Not even an oily mark 
appeared outside. 


smooth-On No. 1 kept on hand usually pays a hand- 
some return in time, material and money saving on the 
very first application, and it can’t be beat for many routine 
jobs. For threaded and gasketed joints, simple leaks 
at seams and rivets, and in the emergency, for leakage 
at blowing gaskets, at cracks, breaks, etc., Smooth-On 
No. 1 should have first consideration, because under most 
conditions it stops the leakage quickly and completely 
at the very lowest cosf. 

Get Smooth-On No. 1 in 1 or 5-lb. can or 25, 50 or 


100-lb. keg from your nearest dealer or if necessary 
from us direct. 


THE SMOOTH-ON 
HANDBOOK 











TWENTIETH EDITION—136 pages of 


wh pat : a - Z ; 4 “ 1 ‘ . d Ys - 5 C 

igs 5 EE SMe data—193 diagrams, pictures and practical 
Pe ee A aed hints on at least 200 different uses for Smooth- 
Sa oo Se ei ; aa ne Pa © ° ‘ 4 
ee. Sep On. Every progressive engineer should have thts 


book—get your copy now. 














SMOOTH-ON MFG. CO. 
Dept. 12. 570 CommMunNtpaAw AvVE., 
Jersey City, N. J. 
Please send copy of the SmootnH-On Handbook, 
Twentieth Edition. 


Nami 


ADDRESS 





2-23-29 
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Personal Mention 


B. F. Baker of the Kewanee Boiler Corporation, Ke- 
wanee, Ill., has been elected a director of the American 
Radiator Co. 

F. J. Baker, president of Tay-Holbrook, Inc., San Fran- 
fisco, Calif., accompanied by Mrs. Baker, recently visited 
New York and other eastern cities. The trip was one of 
Mr. Baker’s semi-annual pilgrimages east to visit some 
of the manufacturers whose products his concern handles 
on the west coast. 

Walter J. Kohler, governor of Wisconsin and president 
of Kohler Co., Kohler, Wis., has the sympathy of his many 
friends in all parts of the country on account of the death 
of his mother, Mrs. J. M. Kohler, which occurred last 
week at his home in Kohler, Wis. 

Alex B. Pierce, vice president of the N. O. Nelson Mfg. 
Co., St. Louis, Mo., accompanied by Mrs. Pierce, sailed 
recently for Italy and Mediterranean ports. 

Morris Stulsaft, president of M. Stulsaft Co., San Fran- 
cisco, Calif., after attending the Central Supply meeting 
in Chicago recently, continued east to visit a number of 
the manufacturers whose materials he handles. While in 
New York Mr. Stulsaft made his headquarters with his 
brother, J. L. Stulsaft. 

Glen H. Waid, who for the past sixteen years has been 
connected with the Scott Valve Mfg. Co., Detroit, Mich., 
was recently appointed sales manager of the company, 
which was recently re-organized, and in which he is inter- 
ested. 

T. R. Burke, who is in charge of the technical depart- 
ment of the Sloan Valve Co., Chicago, is making an ex- 
tended tour through the East, where he will call on many 
of the company’s branches in that territory. 


S. L. Marsh, in charge of the Josam-Marsh Division, New 
York City, has returned home from a trip through the 
Canal Zone and West Indies. 


A. E. Bastedo, manager of the Burnham Boiler Corp., 


| Irvington, N. Y., has just completed a trip through the 
'middle west. He was accompanied on his visits by Adna 


Johnson, who has charge of the company’s interest in that 
territory, with headquarters in Chicago. 


L. E. DeGroat, who for a 
number of years has been | 
sales manager of the Capitol | 
Brass Division of the Bohn | 
Aluminum and Brass Corp., | 
Detroit, Mich., has recently 
been appointed assistant to 
the sales manager of the cor- 
poration. C. S. Bigelow, for- 
merly in charge of the Phila- 
delphia territory for the Capi- 
tol Brass Division, has been 
transferred to the main office 
in Detroit, to become super- he | 
visor of sales of plumbing and | 
heating for the division. V. | | 
R. Bitzer is to succeed Mr. 

Bigelow in the Philadelphia Cc. S. Bigelow 
territory. 

Robert D. Black, advertising manager of the Black & 
Decker Mfg. Co., Towson, Md., sailed recently aboard the 
S. S. Majestic to spend several weeks at the plant of Black 
& Decker, Ltd., Slough, Bucks, England, and call on dis- 
tributors in England, Scotland and continental countries. 
Mr. Black’s itinerary will include England, Scotland, 
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Photo taken at the annual dinner of James B. Clow & Sons, at the University Club in Chicago 


France, Germany, Czecho-Slovakia, Austria, Switzerland, 
Belgium and Holland. 

Siegfried Lieb, prominent in Metropolitan New York 
jobbing circles, is recovering from an appendicitis opera- 
tion which he was forced to undergo recently. 

John Katz, of the Emanuel M. Katz Co., New York City, 
made a record drive home from Southern Florida in four 
days. Accompanied by Abe Katz, his brother, he toured 
Florida and enjoyed a trip to Havana, Cuba. 


Fifty Years Under One Management 

James B. Clow & Sons inaugurated the fifty-first year 
of successful operation under the original management at 
the annual sales conference held at their general offices 
in Chicago during the week of February 11. The entire 
field force of the organization, including the agents of 
The Gasteam Heating Company, a Clow subsidiary, were 
present to review the performances of the past half cen- 
tury and to hear the company’s plans for the expansion 





Yeou Ce 


Here is an instantaneous water 
heater you can sell! Twelve 
years of successful sale and 
operation have proven it. Over 
25,000 now in successful opera- 
tion. 


Every customer you have is 
interested in having hot water 
ALL THE TIME. Now they can 
have it by a turn of the faucet. 
The Esda is easy to install 
and once on the job will never 
give cause for complaint or free 
servicing on your part. It is 
THE hot water heater of today. 


Write for full details. 


ESDA MANUFACTURING CO., Inc. 


GARWOOD :: N. J. 
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DOMESTIC ENGINEERING 


FAUCETS ARE THE VITAL SPOTS OF PLUMBING 





MUELLER Combinations 
— both handsome and practical 


mya UELLER Top Spout Sink Combinations sell 
WA themselves to home owners or tenants. They 
are handsome in appearance, practical in de- 
sign, and everyone readily appreciates the additional 
space allowed between the sink and spout! 






Two types of Top Spout Combinations are shown 
above. The all-metal combination with removable 
soap dish, G-2768, is Chromium on Mueller Bronze 

a permanent finish, on everlasting metal. The 
lower combination G-2758 with china top lever 
handles is finished in heavy nickel plate and can 
be supplied in the Chromium finish if desired. 


Write for a catalog of Mueller dependable products, 


known for high quality for over seventy years. 


MUELLER CO. (Established 1857) Decatur, Illinois 


Branches: New York, Dallas, San Francisco, Los Angeles 
Canadian Factory: MUELLER, Limited, Sarnia 


MUELLER 


PLUMBING BRONZE AND VITREOUS WARE 
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of their activities in the future. The size of the crowd 
can be determined by the accompanying photograph. 

This company has the distinction of having been the 
first concern in the United States to issue a bound 
plumbing fixtures catalog; such a book having been dis- 
tributed by them in 1882. As a fitting memento of their 
fifty years in business they presented to their sales force 
at this convention a new catalog of plumbing fixtures, 
symbolically entitled Number 50. 

From a small rented store on Lake Street in Chicago, 
this company has grown, under the direction of W. E. 
Clow, until it now has manufacturing plants in four cities 
and sales representatives throughout the country. In 
addition to their position among the leading distributors 
of general plumbing supplies, the company manufactures 
a gas steam radiator and has recently acquired the owner- 
ship of the National Cast Iron Pipe Company of Birming- 
ham, Alabama, making them the second largest manufac- 
turer of cast iron pipe in the country. 

The company specializes in the production of a line of 
plumbing fixtures specially designed for schools, industrial 
plants and hospitals. The catalog just issued covers the 
requirements of the architect’s office, both for the work 
mentioned above and for general purposes. 

The accompanying photograph was taken at the Uni- 
versity Club in Chicago where the annual dinner was 
given. These dinners are made especially interesting by 
the entertainment features which are always furnished 
from within their own ranks. 


« 
General Fittings Company Organized 


General Fittings Company has just been organized to 
manufacture pipe unions and other special fittings, and 
has opened offices at 95 Hathaway street, Providence, R. I. 
The officers of the new company are: Stanley G. Cady, 
president; H. F. MacGuyer, treasurer, and R. C. Patton, 
secretary. Mr. Cady was formerly general manager of 
the Rhode Island Fittings Company, of Providence, R. I. 


® 


Organizes New Seat Manufacturing Concern 

H. W. Keen, formerly of the B. O. T. Mfg. Co., has 
organized the Keen Mfg. & Sales Co., with main offices at 
28 Wood street, Trenton, N. J., and is manufacturing a 
line of closet seats ranging from a plain varnished seat 
to white and colored sheet covered celluloid seats. 


* 
Ric-Wil Branch Managers’ Sales Conference€* 


The Ric-Wil Company of Cleveland, Ohio, held a branch 
managers’ sales conference on January 21, 22 and 23 and 
discussed plans for the organization in connection with its 
recent expansion into the sewer and underground steam 
conduit fields. Those present at the conference were: C. 
Gottwald, president; J. A. Dougherty, sales manager; C. 
W. Lemmerman, New York City: R. V. Klein, Atlanta, 
Ga.; R. E. Sutherland and F. G. Austin, Chicago; L. G. 
Vance, Baltimore; R. T. Coe, agent at Rochester, N. Y.; 
A. R. Tator, manager of sewer division; F. L. Harting, as- 
sistant secretary; W. S. McLeish, engineer, and C. G. Eber- 
hardt, factory superintendent at Barberton, Ohio. 


* 


Hold Sales Convention at Quarries 

The Alberene Stone Co., New York City, held its annual 
sales convention at Schuyler, Va., January 21 and 22. The 
meeting was in charge of J. L. Kretzmer, sales manager. 
Besides discussions of the various products manufactured 
from soapstone, a new laundry tub was announced. 
Schuyler was an ideal place for this meeting, as it is the 
location of the quarries and works. 

















“CONSULT A RESPONSIBLE CONTRACTOR” 
SAYS CRANE NATIONAL ADVERTISING 





CO-OPERATION WITH CONTRACTORS 
IS AN UNVARYING CRANE RULE 
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S ay My 
With the Magazine Feed 
and oe Gable-Grate. 
They save money for owners 
and make money for you. 
Spencer Heater Company 
Williamsport, Pa. 


New York Boston Philadelphia 
Buffalo Rochester Syracuse Albany 
Baltimore Hartford Scranton 
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reputation 

on LEAD 

—the dependable 
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“St. Regis” 
bet CONCEALED BATH 
rede FIXTURES 


La ay Through the rim or Over-rim types 
Cw 

4 *Wiseco”’ 

ae; POP-UP BASIN WASTE 

Simplicity and Durability 

: ono 

47 BUILT FOR QUALITY 


1% J. B. WISE, Inc. 


WATERTOWN, N. Y. 





Mention Domestic ENGINEERING when writing advertisers. 
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Adds Bathroom Medicine Cabinets to Its Line 
The Corcoran Manufacturing Co. of Norwood, Cincin- 
nati, Ohio, has just added a new line to its product. This 
new line consists of bathroom medicine cabinets of steel 
in various models to harmonize with modern bathroom 
equipment. 
oe 


Jron City Sanitary Moves New York Offices 

The Iron City Sanitary Mfg. Co., Pittsburgh, Pa., has 
announced the removal of its eastern office from 55 West 
Forty-second street to 347 Madison avenue, New York 
City. The interests of the company in this territory are in 
the hands of C. R. Foster. 


* 
Wolff Co. Holds Sales Convention 


The Wolff Co., Chicago, recently held a business con- 
vention of their factory sales representatives. The con- 
vention opened with a dinner at the Lake Shore Athletic 
Club. The business meetings were held at the executive 
ofices of the company, at the plant, 2057 West Fulton 
street. 

These meetings were under the direction of William J. 
Woolley, president of the company, and A. J. Jolliffe, fac- 
tory sales manager. The national advertising program for 
1929 was exhibited and discussed. New items in brass 
and enameled ware were explained in detail. 


The convention was attended by C. P. Curtis of Pitts- 
burgh, John F. Redman of Detroit, C. F. Mack of Derby- 
shire, Mack & Morgan, Philadelphia, G. Schumacher of 
Milwaukee, N. M. Odell of Tulsa, W. B. Campbell of Nash- 
ville, W. D. Willhite of Dallas, E. L. Angster of Newark, 
John Mahnken of New York, J. J. Gore and E. L. Kellan, 
both of Chicago. 

a 


Heating Manufacturer Holds Sales Conference 


On the evening of January 23, the York Heating & Ven- 
tilating Corp., of Philadelphia, brought to a climax its 
annual sales conference, at which the work of the past 
year was reviewed and plans for 1929 discussed with the 
entire selling organization. The general conference was 
preceded by a two-day meeting attended by branch man- 
agers from all over the country. The third day this num- 
ber was increased by the addition of all others in the sell- 
ing organization, and many from the other departments 
of the business as well. 

During the year there have been numerous additions 
to the sales force, so that the corporation enters 1929 














Display room in the new building of Collins Plumbing Supply 
Co., Holyoke, Mass. 















SEMI-AUTOMATIC 
SIDE ARM 
HEATER 


The most economical MN CUeusls ‘in| 
type te use. Heats “TT cy 
only the amount of coy {| 
water wanted. Write 

for further informa- 


tion. WATER HEATER 
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ELECTRICITY 
OPENS 
NEW FIELD 
Every home beyond 
a suitable gas sup- 


ply needsan electric 
water heater. 









They give contin- 
wous service for 
years without care 
or attention and 
without dirt, odor 
or fumes. 










They give an even 
finer: service than 
gas, and will bring 
you new friends and 
new profits. 
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D. D. WESSELS 
& SONS CO. 
Detroit <« Mich. 






















Warning 


Subscribers for DOMESTIC ENGINEERING are 
cautioned to be careful to whom they make pay- 
ments as there are several men travelling around 
the country claiming to represent DOMESTIC 
ENGINEERING, collecting money and not turning 
it in. 

Many of the contractors who have sent us com- 
plaints have shown receipt on which the name 
Sanitary and Heating Engineering is printed and in 
addition the name of a subscription agency. 


DOMESTIC ENGINEERING has not authorized 
any subscription selling agency to represent it. All 
our authorized representatives work for DOMES- 
TIC ENGINEERING exclusively. They have 
DOMESTIC ENGINEERING official receipt and 
in addition a letter over the signature of an officer 
of the company authorizing them to solicit sub- 
scriptions and make collections. Subscribers are 
asked to have any salesman calling on them produce 
their credentials and if there is any doubt as to the 
standing of the agent, to refuse to make payment 
and send it in direct. 


DOMESTIC ENGINEERING CO. 
1900 Prairie Avenue 
Chicago 
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The banquet of 
the York Heating 
& Ventilating 
Corp., of Philadel- 
phia, held during 
its annual sales 
conference 
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with nearly double the field representation that was avail- 
able at the same time last year. 

Numerous prize awards were announced based on the 
performance of the various sales offices. First prize for 
the highest percentage of quota reached was captured by 
the Richmond office. Second prize went to the Atlanta 
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office and third prize was awarded to the Detroit office. 

Other special prizes were awarded for meritorious sales 
effort, and in addition to these a special president’s award 
was made by Thornton Lewis to that one member of the 
organization who was considered to have merited special 
mention for outstanding work done during the year. This 
year the award was won by Harry Horn, factory superin- 
tendent of the organization, who was commended for his 
handling of a difficult situation. 

The climax of the conference was a banquet held on 
the evening of the twenty-third, which was attended by 
the entire sales personnel, factory and office officials and 
a number of guests. Among these were A. L. Salt, chair- 
man of the board of the Graybar Electric Co., and J. L 
Lyle, president of the Aerofin Corp., and vice president 
of the Carrier Engineering Corp. 

The final day of the convention was devoted to a visit 
to the Bridgeport plant of the company, where a special 
display had been prepared illustrating the growth of the 
unit heater industry. In the afternoon a special! session 
was held at which the use of selling material was con- 
sidered in detail. 

















Phoenix Brass Fittings Corp. 


Irvington, New Jersey 


EVERY FITTING AIR TESTED 





Brass F it- 
tings of 
the finest 
quality 
that give 
the finest 
service. 
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Eastern Supply Group 
Will Consider ‘Trade 
Practice Conterence 


Cross-section of Eastern Conditions 


Given in Reports of Members 


of the Eastern Supply Association, assembled at the 

Hotel Astor, New York City, February 13 and 14, 
was that having to do with the trade practice conference 
plan. 

The subject was introduced by W. C. Hanson, president 
of the National Pipe and Supplies Association, who ex- 
plained the consideration the movement has received from 
the members of his organization as well as those of the 
Central Supply Association. Mr. Hanson, after mention- 
ing the several meetings that have been held in Washing- 
ton, D. C., with the Federal Trade Commission, discussed 
several points pertinent to the plan. The first of these 
made plain the intent of the plan, which is to reduce to a 
minimum unfair practices among manufacturers’ and 
wholesalers in the plumbing and heating business. The 
speaker also touched on the method of calling a confer- 
ence by making application as a body to the Federal Trade 
Commission. The benefits to be derived from a trade prac- 
tice conference as well as the probable cost was also ex- 
plained by Mr. Hanson. According to the speaker, the 
Central Supply Association céuld supervise the Middle 
West after the plan is put into effect, the Eastern Supply 
Association the eastern states, and the National Pipe and 
Supplies Association the entire country. He also called 
attention to the fact that the trade practice conference 
committee is to meet about the middle of March for the 
purpose of conferring with representatives of the associa- 
tions relative to the scheduling of meetings. Mr. Hanson 
said it is important that an educational program be estab- 
lished and time be given members to make a thorough 
study of the possibilities offered by the commission. In 
closing he suggested that a committee be appointed to go 
into the matter fully. : 

F. W. Swanson, president of the Central Supply Associa- 
tion, after expressing a good will greeting from his organi- 
zation and calling attention to the fact that sixty-five 
manufacturers hold memberships in both the Central and 
Eastern associations, launched into a tremendously force- 
ful speech, amplifying the marks of Mr. Hanson. “A vote 
was taken at the recent Central Supply meeting which was 
unanimous among 500 members who were present that the 
Federal Trade Commission be petitioned to schedule a con- 
ference for an early date,’’ was the statement with which 
Mr. Swanson began his discussion on this subject. He 
urged that the membership of the Eastern association for- 
tify its future officers with the help which the United 
States government, through the Federal Trade Commis- 
Sion,* can afford them. Mr. Swanson went on record as 
earnestly wanting to improve the industry, and he related 
a survey which he and W. E. McCollum, secretary of the 


[oer paramount issue laid before the winter meeting 


*Editor’s Note:—A complete outline of the function of the 
Federal Trade commission appeared in the February 9 issue 
of “Domestic Engineering.” 


lil 


Central Supply As- 
sociation, made 
among a number 
of large and small 
manufacturers and 
wholesalers, which 
brought to light 
many of the exist- 
ing evils. The 
speaker also called attention to the fact that his association 
has expended $8,500 for statistics pertaining to known evils 
in the industry, adding that the trade practice conference 
is a remedy that should not be overlooked. It was Mr. 
Swanson’s contention that 10 per cent of the industry can 
spoil business for the remaining 90 per cent and it takes 
something beyond the code of ethics to control that 10 per 
cent because it cannot be policed, and that this outside 
agency can without question do the industry much good. 
Mr. Swanson also enumerated a number of the forty-nine 





James A. Messer, president of the 
Eastern Supply Association 


‘industries that are availing themselves of the service ren- 


dered by the commission. 

The matter of appointing a committee to investigate the 
trade practice conference idea was deferred until several 
of the men whose names were suggested as members can 
be heard from. 

The meeting was finally adjourned without a general 
discussion of the proposal from the floor. 


THE OPENING SESSION 

AMES A. MESSER, president of the association, in 
J opening the meeting expressed the hope that those in 
attendance would profit by the two-day discussions and 
get something out of the messages to take back to their 
various communities. The president called on Frank S&S. 
Hanley, secretary-treasurer, for his repart. 

This listed the names of firms seeking affiliation, as fol- 
lows: Blodgett Supply Co., Burlington, Vt.; Canfield Sup- 
ply Co., Kingston, N. Y.; Weil-McLain Co., Chicago, II1.; 
Johnson-Washburn Co., Boston, Mass.; Woodbridge Cera- 
mics Corp., Woodbridge, N. J.; Parsons Bros., Bridgeport, 
Conn.; American Pipe & Supply Co., Cambridge, Mass., 
and A. F. Curtin Valve Co., Medford, Mass. It was voted 
that the applications of these firms for membership be ac- 
cepted. 

Later President Messer introduced members of each 
firm from the speakers’ platform. Mr. Hanley’s report 
also included the resignations of three firms, namely: Han- 
don Boiler Co.; David L. Milliken, and Sullivan Hardware 
Co., which were likewise accepted by vote. 

The report further contained a brief resume of the 
credit bureau’s activities which included a total of 1,862 
claims, aggregating $3,156,439. Of this amount $2,448,- 
357 was cleared through the bureau, and in conclusion it 
was set forth that 6,049 inquiries were handled, indicating 
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Beautiful Colors in China 


Turquoise Old Ivory 
Blue 
Gol - 
Pearl White wen: apey 
Jet Black Sea Green 





No. 20 Double Action Lever 


The Indiana Brass Co. 


Frankfort, Indiana 





Loi R-HEATER 


KEROSENE HEATER 
WICK BURNER TYPE 
Quadruple coils of copper and the 
patented Kerogas Burner (Hot- 
stream is the only Water Heater 
licensed to use it) imsure the 

greatest efficiency. 

Lights instantly at the touch of a match 
—is noiseless, sootless and extremely 
economical. 

Made in 3 sizes — write for complete information. 


THE HOTSTREAM HEATER COMPANY 
9502 Richmond Rd, “Makers of Heaters that Heat” Cleveland, Ohie 
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EADING CORPORATIONS— 

distinguished for the certainty 
with which they buy the most modern 
equipment and secure the most satis- 
factory service at lowest final cost— 
are installing Heggie-Simplex Electric 
Welded Steel heating boilers in 
steadily increasing numbers. 





HEGGIE-SIMPLEX BOILER COMPANY 
JOLIET, ILLINOIS 


Representatives in Principal Cities 








OR tanks with 

supply close to 
corner. You don’t 
touch thesupplycon- 
nection when you 
renew the bronze 
seat. And the lead 
refill neither splits 
nor corrodes. A 
quality fitting 
throughout. Write 
for Folder on com- 
plete line. 


Th ‘our 
Wholesaler 


Ske CENTRAL BRASS 


PARAGON DIVISION CLEVI] 
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that the bureau is building up conservatively but con- 
sistently. 

The meeting reaching the business survey point on the 
program, President Messer called on John Chapman, of 
Pierce, Butler & Pierce Mfg. Corp.’s Syracuse branch, who 
stated that business could be better in his part of New 
York state, as building during January was off compared 
with the activity of a year ago. Mr. Chapman said, how- 
ever, that he felt the year would give a good account of 
itself. He also added that collections are poor. 

E. F. Butler, of E. F. Butler & Co., Boston, Mass., de- 
scribed business as showing a decrease in volume, but an 
increase in net profits. Mr. Butler pointed out that small 
sales are usually more profitable than those where large 
quantities of materials are involved because of the keener 
competition that is aroused by the latter business. He 
also stated that many losses due to poor credit risks were 
sustained. This has to a large extent been remedied by a 
general tightening, according to Mr. Butler, and better re- 
turns are looked for during 1929. He also outlined the 
functions of a bureau recently organized in his territory 


| to improve business. 


C. J. Fowler, of the Brown-Wales Co.’s Lewiston, Me., 
branch, in discussing business in Maine, mentioned the 
isolation of the state in pointing out the difference in the 
problems confronting jobbers in that territory and those 
encountered by concerns in metropolitan areas. Despite 
the fact that the weather is against business at this time 
of year, there is, according to Mr. Fowler, a rather broad 
construction program being carried out. ‘“‘Business in 
other industries on which the state is dependent were be- 
low normal last year,”’ he said, “but everyone is looking 
forward to a more stabilized situation this year.’’ The 
speaker, touching on the poor shape in which credits are 
at present, stated that without question benefits could be 
obtained from rules laid out and followed. 

EK. A. London, president of the United Plumbers’ Supply 
Co., Inc., New York City, opened his talk with the an- 
nouncement that the business of wholesalers generally in 
the New York territory is one of volume, but not of profit. 
He then likened the industry to a sick person and pre- 
scribed a change of business methods as a cure. 

Business used to come in easily, according to Mr. Lon- 
don, but now it must be gone after intensively and few 
firms have developed their sales efforts along the lines that 
modern business demands. The speaker pointed out that 
the answer to the problem is merchandising on the part 
of the jobber, and he must create bigger business for the 
plumbing and heating contractor, work with him and help 


| him sell more materials. Beyond this, wholesale houses 





must arrange better displays, Mr. London said, and teach 
the contractor to go after the rehabilitation work that 
exists in 80 per cent more volume than new work through- 
out the country. He also called attention to one large 
New York department store that is displaying plumbing 
fixtures in one of its windows and to the fact that concerns 
outside the industry have recognized this as a fertile field 


and are rapidly becoming a factor in the distribution of 





plumbing and heating products. 

William R. McCarthy, Brass City Plumbing Supply Co., 
Waterbury, Conn., the next wholesale interest to speak, 
said that there is a certain lack of co-operation among 
many wholesalers in Connecticut. He added that the vol- 
ume in that territory is satisfactory, but that profits are 
not commensurate. Because of the acuteness that marks 
the credit situation, Mr. McCarthy said, he felt a credit 
bureau is a real necessity and he appealed to the associa- 
tion to lock into the problem with a view to lending its 
aid. 

Edward G. Carpenter, The Careva Co., Inc., York, !a., 
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7T THE advantage fesa working with a manufacturer who can 
supply you with a pump for avy pumping need, is not 
only one of convenience, oltlamelelaMmejamelelettalelsre yaeite 


And when rele dlone are handling such a line a// / 


these profits are yours. First line jobbers and dealers 
the country over are rapidly grasping the Oppor- 
tunity offered by the Deming complete line 
advantage, OE the Deming cooperative 
and protective policy advantage. For 
your own protection and profit you 
should learn what these two 1m- 
portant Deming advantages 
can mean to you. The cou- 
pon will bring you 
full information. 
THE DEMING CO. 
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Deming’s Six Points of Leadership 


J An unvarying policy of cooperation 
and protection. 


\ 2 A complete litera: ; 
pumping need. f dk 

\ 3 Many exclusive and s uperic 

tion features. & 7 - 


4 Attractive prices, . a | 


Precision sadam f° 
ation and maintenance costs. ¢ 







THE 

DEMING 
COMPANY 
Salem, Ohio 


Please send us 
complete informa- 
tion on the Deming 
line and the name olf 
your nearest jobber. 


Nearly half a century of pump manu- 
facturing leadership. 
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MAKING IT EASIER 
TO SELL 
OIL BURNERS 





25 to 50 PERCENT SAVING 
IN FUEL 


Here is the secret of boosting your oil burner 
sales: Johnston Brothers have designed a boiler, 
especially for oil burners that reduces fuel costs 
from 25 to 50 percent, enabling you to overcome 
the high cost of operation objection that many 


buyers advance. 


Your oil burner and the Johnston-Oil-Burner- 
Boiler will make an unbeatable sales combination 
that will enable you to get many more names on 


the dotted line. It 
will pay you to in- 
vestigatethe Johns- 
ton way to greater 
sales volume. Write 
us today for our 
catalog and special 
dealer proposition. 


JOHNSTON 
BROTHERS, Inc. 


Ferrysburg, 
Michigan 


Mail Coupon for Catalog and Dealer Proposition 


oe BROTHERS, INC., 
errysburg, Michigan. 


Please send catalog and complete dealer's proposition to: 
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upon being called on, said that his territory needs a 
remedy for the old ailment of production exceeding de- 
mand. He pointed out that in his opinion too many branch 
jobbing houses are being opened in already overcrowded 
areas. The industry, he felt, would do well to go after 
business volume in sections nearer home, taking salesmen 
out of distant territories and having them assist plumbing 
and heating contractors in creating new business. Ap- 
other menace, according to Mr. Carpenter, is the whole- 
saler who Spends 100 per cent of his time going after yo}- 
ume regardless of credit risk. He also cited a number 








F. W. Swanson, president of the 
Central Supply Association 











of improper plumbing installations in his section, the work 
of men who were not guided by a plumbing code, and said 
that it is the duty of the wholesaler to do what he can to 
keep materials out of the hands of such men. Mr. Car- 
penter urged the industry to exert itself in having state 
wide codes passed for the protection of public health. 

Howard Gerard, Charles Millar & Son Co. branch at 
Springfield, Mass., in presenting his report, stated that the 
volume for 1928 was 33 1/3 per cent less than 1927, but 
that profits were greater. Each wholesaler feels that he 
is entitled to a certain portion of the business and, accord- 
ing to Mr. Gerard, this is all he attempted to get, with the 
result that profits last year gained three points over 1927 
and five points over 1926. Continuing, he said that some 
wholesalers cannot see the benefits of co-operation and 
seem to think they have to break the rules of fair busi- 
ness to win. The speaker related how last year a number 
of journeymen were laid off and went into business for 
themselves, but the losses that usually are associated with 
small contractors of this sort were materially reduced be- 
cause the jobbers co-operated with one another. 

George E. Phillips, Phillips Lead & Supply Co., Provi- 
dence, R. I., reported construction off in 1928 over the 
preceding year, but said that the probabilities for better 
business this year are exceptionally good in view of the 
fact that tentative plans have been made to spend $5,000. 
000 more than was expended during the last twelve 
months. He stated the activity in the higher class res! 
dential section is on the upturn in both Providence and 
Woonsocket. Speculative building, according to Mr. Phil- 
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Lifetime Service 


After 21 years of constant daily 
operation, there are many of the 
first Haas Flush Valves still giving 
uninterrupted service to their users. 


The improved Haas Flush Valve 
with which the above unit is 
equipped incorporates many im- 
portant developments which make 
for even greater service than was 
possible with the old ones. 


This unit, the No. 1200, is an 


especially useful one for most 
any type of installation. 


It is built for long, hard service, 
has been so designed that it can 
be installed easily and is priced 
so attractively that it will be 
bound to sell easily. : 


Ask your jobber about the Haas 
Flush Valve and the Haas toilet 
units which are equipped with 
them. 


THE PHILIP HAAS CO., Inc., Dayton, Ohio 
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lips, is on the decline and he urged that more attention be 
paid to replacement sales. The speaker mentioned that 
in his city the industry is combating direct-to-you houses 
by advertising a deferred payment plan in newspapers. 


AFTERNOON SESSION 
UILFORD R. ADAMS presented the afternoon 
+ speaker, the Reverend Doctor Allan A. Stockdale, 
who made an address on “Life 
and Laughter.’ In qualifying 
himself as a profitable-to-others 








, 


speaker, Doctor Stockdale men- 
tioned a $20,000 sermon he 
once preached. This amount 
was realized by an advertising 
man who was a reluctant at- 
tendant at one of his services 
where he secured an idea upon 
which he built an advertising 








campaign during the sermon. 
Doctor Stockdale’s sidelights on 
life, dramatically given, proved 
the value of a saving sense of 
humor in meeting difficulties, 





Ww. C. Hanson, president 
of the National Pipe and 


the folly of worry, and the ad- Dunellen Aanncslation 


vantage of a happy outlook. 
Many anecdotes illustrated his talk and kept his audience 
enthralled. 

President Messer introduced Thomas S. Holden, vice 
president of F. W. Dodge Corp., New York City, who in 
speaking on ‘Building Prospects in the Eastern States’’ 
gave an explanation of how construction with its attend- 
ant business is related to the growth and expansion of an 


area. This was emphasized by Mr. Holden with the use 
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of a chart which illustrated by one line the slow, gradua| 
increase in population and by another the rather suddey 
increase in wealth during the past decade. He further 
illustrated business expansion during this period by ¢all. 
ing attention to the unprecedented growth of the motioy 
picture, automotive, electrical, and other industries. Th 
speaker also gave a clear idea of the rise in the standard 
of living. He stated that during 1921 the per capita ey. 
penditure for construction was about $30, in 1925 it had 
reached $65; it has since receded to about $60, at which 
level, in his opinion, it is likely to remain for some time 
Construction is in the midst of a readjustment period, as 
the figures, according to the speaker, indicate, and build- 
ing will go ahead if every one continues to spend $60 an. 
nually and the population continues to increase at the 
same rate it has during the past ten years. Mr. Holden 
also expressed himself as being of the opinion that th 
recession of late last year and this year will probably en- 
dure for a month or two more, but that building will in- 
crease especially where homes erected by individuals and 
home modernization are concerned. 

L. U. Noland, Noland Co., Inc., Newport News, Va., pre- 
sented an optimistic report from the Southern Atlanti 
states despite the problems business of today present and 
the effort expended to successfully combat them. He 
pointed to the fine spirit that is being promoted among 
manufacturers, wholesalers and master plumbers, and t 
the meetings that are now being held throughout Virginia 
for the purpose of furthering better business. Mr. Noland 
directed notice to the fact that manufacturers must main: 
tain a high quality in their products and he also Called 
attention to the fact that distributors after volume Can- 
not make money selling in their neighbors’ territories. 


Lewis H. Haney, director of the Bureau of Business Re 












































to the wall. 


P. E. C. 
RADIATOR HANGERS 


The use of P. E. C. Radiator 
Hangers eliminates hard work 
and trouble. They can be easily 
installed as one bolt is all that is 
necessary to secure them firmly 


Adaptable to all types of wall 
column and tube radiation. 


Adjustable quickly 2% inches. 
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Ask your jobber to supply you. 
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search, New York University, interested the meeting with 
a talk on “‘Operating Expense’ and on “‘The Analyst and 
Forecaster,’ in which he said that after listening to some 
of the optimistic reports that had been presented it was 
fair enough to say that the wholesale industry seems to be 
advancing and added that distributors must in order to be 
successful keep abreast of the times. Many are too eco- 
nomical with their accounting systems, according to the 
speaker, and few have a system of knowing motor truck 
delivery costs which are a major item. The speaker 
pointed to the research departments of large corporations 
delving into this phase of the cost of doing business, and 
suggested that this could be done for the industry through 
the association. One of the benefits to be had from ‘‘The 
Analyst and Forecaster” is that of being kept in touch 
with the changing cycles in business, according to the 
speaker, and he described how the data which it contains 
are compiled. Mr. Haney stated that the records of sales 
and records of collections are needed to put the members 
more closely in touch with business and to make the serv- 
ice more valuable. In concluding he asked all to remem- 
ber that they are in the same boat and if only they will 
pull together they will make the boat in a more sound con- 
dition and make it forge ahead. 

Remarking on the talk of this speaker, President Messer 
urged the membership to reply promptly to the question- 
naires sent out so that the help to be derived by members 
of the association will be forthcoming more quickly. 


THE SECOND DAY SESSION 

N opening the session of the second day President 

Messer called on George E. Hoffman, Trenton Pot- 
teries Co., Trenton, N. J., for a discussion of business con- 
ditions as they pertain to the earthenware industry. Mr. 
Hoffman’s initial remarks admonished the industry to stop 
fighting each other and to make full use of the facilities 
for the improvement of business conduct that are at hand. 
He called attention to the fact. that selling agencies out- 
side the industry are appreciating the fact that it affords 
opportunities and are making serious efforts to become a 
part of the scheme of distribution. Mr. Hoffman urged 
that investigations be made of the displays of competi- 
tors, that advantage be taken of national advertising, and 
studies made of market conditions which are continually 
undergoing changes. Mentioning the generally low stocks 
of jobbers, the speaker called attention to the firmness of 
the market and the moderate buying activity that now 
prevails. Despite this latter condition, Mr. Hoffman said 
business generally is lively. 

W. W. Bowers, Scovill Mfg. Co., Waterville, Conn., in 
discussing copper, the base metal of brass goods, said that 
92 per cent of last year’s production of forty million tons 
was consumed by American manufacturers and the bal- 
ance by foreign industries. Last year, according to Mr. 
Bowers, opened with 14-cent copper and the peak of the 
climb, which since fall has been rather steady, is not likely 
to be in sight until the 19 or 20-cent point is reached. 
This situation has been brought about, he said, by the 
fact that the natural demand exceeds the supply. The 
speaker also mentioned the fact that building has slowed 
up somewhat and that normal business is looked for dur- 
ing this year. Touching on operating schedules, Mr. 
Bowers said they are about even with those of last year 
as shipments during January were about 2 per cent less 
than in 1928 while orders gained 37 per cent. 

William A. Brecht, Hajoca Corp., Philadelphia, Pa., in 
treating with the soil pipe situation, stated that manufac- 
turers last year lost about $2,000,000 because of the ex 
tremely low prices that prevailed, but that a scientific 
study is being made of the industry and it is hoped that 
it will permanently be lifted out of its chaotic condition. 


(To be Concluded) 
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Satisfied Customers Build 
a Profitable Business ... 


When you sell and install the new Improved San-Equip Siphon System, you 
are sure of giving your customer a sewage disposal system that is adequate 
dependable, carefree and lasting. He is satisfied. You are building a solid 
business on customer satisfaction and making more money while doing it. 


Samkquip Siphon System 


carries the endorsement of leading health 
authorities. It combines the standard San- 
Equip System with the Siphon Drainage 
feature in one compact unit. Plumbers now 
handling the San-Equip Siphon System say 
it is the ‘‘last word” as a business builder and 
profit maker. You should know all the facts. 
Write today for dealer information and sales 
sheets. No obligation. 


Patents Pending 


CHEMICAL TOILET CORP. 
IE A 918 E. Brighton Ave., Syracuse, N. Y. 
Makers also of San-Equip Self-Drain Waterless Toilets 
























Ask yout 
Jobber 
or write us 
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information 
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OHIO Kerosene HEATERS J 


Ohio Kerosene Heaters have a 
reputation to live upto..... 
And they always make good. 


OHIO HEATER CO. 
Columbus, Ohio, U.S. A. 








NUSUAL strength, tough- 

ness and durability, ease 
of installation and inexpensive- 
ness combined with its acid and 
corrosion proof qualities make 
Knight-ware ideal for WASTE, 
DRAIN and VENTILATING 
LINES, LABORATORY SINKS, 
SUMPS and similar acid proof 


equipment. 





= 
I 
| 


Figure 237 


Acid Proof One Piece Laboratory 
Sink with Back 


MAURICE A. KNIGHT 
AKRON OHIO 


VARANTEEO 
SATISFACTORY 
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= E. M. Dart Mfg. Co. 
S<Re Providence, Rhode Island 
»s The Fairbanks Company, Sales 
; Agents, Canadian Fac- 
tory; Dart Union Co., x 
Ltd., Toronto S y 
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ae Neurological Institute, 
t New York City in which 
Fa the heating system is as- 
. sured a lifetime of serv- 
iceability by the use of 
Youngstown steel pipe. 
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Architect— 
JAMES GAMBLE ROGERS 
Heating Engineer— 
WERNER NYGREN 
Generai Contractor— 
MARC EIDLITZ & SON: 
Heating ee wT 


F. HALL, Inc. 

















Youngstown Means Satisfaction in Pipe 


ft op heating or sprinkler systems installed 


with Youngstown steel pipe may be depended on 
for satisfaction. 


Youngstown is a pipe that has passed the test of time 
and service—a pipe whose performance has been proven 
in thousands of fine buildings. 


It is because of this that leading architects unhesitatingly 
ne specify Youngstown, and because it makes a good job, 
} plumbing and heating contractors are using it in ever 
increasing quantities. Use Youngstown Steel Pipe on 
your next job— you'll never regret it. 


e 

: THE YOUNGSTOWN SHEET AND TUBE COMPANY 

One of the oldest man < pawn of copper-bearing steel, under the well-known 
and established trade name ‘‘Copperoid”’ 
General Ofices: YOUNGSTOWN, OHIO 
DISTRICT SALES OFFICES: 

T ATLANTA—Healey Bldg. CLEVELAND—Union Trust Bidg. say pa Andrus Bldg. oars | Cot eg pad i New Montgomery St. 

a BOSTON —80 Federal St. DALLAS— Magnolia Bldg. EW ORLEANS— ome 3 Bidg. SAVANNAH-=—M and M TW Terminals 

3? BUFFALO—Liberty Bank Bidg. DENVER —Continental Oil Bldg. NEW YORK — 30 Church § SPATTLES Central Bldg. 

CHICAGO—Conway Bldg. DETROIT—Fisher Bldg. PHILADELPHIA— Franklin Trust Bldg. ST. LOUIS—1501 Locust St. 


CINCINNATI— Uawon Tout Bldg. KANSAS CITY, MO. on Bldg. PITTSBURGH—Oliver Bidg YOUNGSTOWN -—Stambaugh Bldg. 
LONDON REPRESENTATIVE—The Youngstown Steel Products Co , Dashwood 


YOUNGSTOWN 
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Turns Over Business To Employes on Retirement 
William P. Krauss, president of the Krauss Sanitary 


over the business to four of his employes who had the 
longest term of service with him. Twenty years ago Mr. 
Krauss started in the plumbing industry, and from a mod- 
est store containing only one fixture of each kind he has 
built the present business. 

When Mr. Krauss announced his retirement, he turned 
over the concern to O. C. Pumphrey, who has been with 
him for eighteen years; Louis N. Schmalz, who has served 





Co., wholesalers, of Baltimore, Md., has retired and turned | 
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twelve years; James Doney, who has served eighteen 
years, and E. A. Oberheim, who has served eight years. 


These men will remodel the old building and install an 
up-to-date show-room. Four salesmen are being sent out 
to sell in nearby territory, and shipments have already 
been made to West Virginia and North Carolina. 


The business has been incorporated and the name 
changed to the Maryland Plumbing Supply Co. O. C. 
Pumphrey has been elected president; Louis N. Schmalz, 
vice president; E. A. Oberheim is secretary and treasurer, 
and James Doney is general manager. 


Plan Exhibits at N. A. M. P. Convention 


Plans for the forty-seventh annual convention of the Na- 
tional Association of Master Plumbers, to be held at Buf- 
falo, N. Y., on June 25, 26 and 27, are progressing rapidly, 
and under the guidance of the various committees, the con- 
vention is taking more definite shape. The convention 
and exposition committee of the association recently is- 
sued a pamphlet showing the location of the booths for the 
exhibit, giving their prices. A reproduction of this chart 
is shown herewith. 

According to the committee, the Broadway Auditorium 
in Buffalo, where the exposition is to be held, is the largest 
ever provided for this plumbing and heating exposition, 
and contains 45,500 square feet of space, with no posts 
or other obstructions inside the booths or aisles. There 
are to be only 140 booths at the exposition, each about 
10x10 feet in size. The booths are to be of Spanish design, 
with an effect of colored tile roofing at the entrance. Two- 
tone paneling will be furnished if desired, and the pillars 
at the entrance are to be artistically painted and illumi- 
nated. “xhibitors are to be furnished with gas, water 


and electricity where required, at a slight additional cost, 
and these connections will be taken care of by the com- 
mittee. 

The exhibit will be opened to the public on Monday 
morning, June 24, and will remain open until Thursday, 
June 27, at 6 p. m. All exhibitors are required to have 
their exhibits ready at the opening time, and to keep them 
intact until the exposition has officially closed. On the 
second floor of the auditorium, an educational exhibit and 
sales program will be in progress during the convention, 
and, on account of the fact that convention sessions are 
to be limited to one per day, it is expected that the mem- 
bers and guests in attendance at the convention will be in 
the exhibit hall more than at any previous meeting. 

The exposition and convention committee is composed 
of the following: George H. Drake, chairman; Ed. L. Pen- 
frase, James J. Bresnahan, George W. Frank, W. K. Glen, 
William J. Lang, Frank B. Lasette, A. M. Maddock, 
Charles B. Nash, Henry J. Ritter, John J. Vogelpohl and 
C. W. Wanger. 
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Floor plan of exposition to be held at Buffalo by the National Association of Master Plumbers 
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Fig. 1161 Taber Duplex 
Sump Pump 


Where a Taber standard 


DOMESTIC 


SUMP, sewage, centrifugal, or 
rotary pump cannot be used, a 
Taber specially engineered 
pump will meet the require- 


ments. 


Put your pump problem up to 


pump engineers. 


Write for 


Taber Data Sheet and Bulletins. 


TABER |] 


TABER. PUMP CO. Est. 1859 


290 Elm St., Buffalo, N. Y. 
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McKEESPORT RADIATION 
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You know how 
insistent your Cus- 
tomers are becom- 
ing for a finer 
appearing 
thorough and 
economical heat- 
ing radiator. Show 
them McKeesport 
Radiators for both 
requirements. 
THE 

COLUMBIA 
RADIATOR 
COMPANY 


McKeesport, Penna. 
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UNCONDITIONALLY GUARAATEED 
Fuel Oil Storage Tanks 


Underwriters’ 


Labeled 














Ask for Bulletins 
B-208 and F-308 


THE NOVELTY STEAM BOILER WORKS CO. 


Baltimore, Maryland 





Clare and Kioman Streets 





Write 
for prices 











work. 





today. 


This Roll Rim 
Hopper with 
Self-rising Seat 
was made espe- 
cially for public 
and semi-public 
installations. 
Sturdy and 
strong and neat 
in appearance, 
they will stand 
years of hard 


If you do not 
have our catalog 
in your files, 
write for it 


G) 
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JONES HOLLOW WARE CO. 
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Among Manufacturers 


New Development in the Iron Industry 
As a result of its recent development in the production 
of wrought iron, the A. M. Byers Co. is building a wrought 


iron producing plant at Ambridge, Pa., which is to he 
one of the largest and most modern mills in America. 


This new unit, being the first of a large expansion pro- 
gram, will be completed within a year. Later develop- 
ments will include coke ovens, blast furnaces and fageili- 
ties for the manufacture of pig metal, from which wrought 
iron is made. 

Dr. James Aston developed the process, which provides 
a means of mechanical puddling as contrasted with hand 
puddling methods. 

Operation starts 
a cupola. Next, 
after which ‘‘shotting’’ occurs. 


iron in 
converter, 


with the melting of the pig 
refining is carried on in a 
Shotting is the keynote 








The new Aston process of “shotting” used in the manufacture 
of wrought iron pipe 


of the process and is accomplished by pouring the refined 
liquid iron into a bath of slag at a temperature of ap- 
proximately 2,800 degrees Fahr. When the stream of iron 
comes into contact with the slag, which is at a temperature 
of approximately 2,300 degrees Fahr., the liberated gases 
cause millions of tiny explosions, which in turn cause the 
metal to be broken up into tiny pea-sized globules. These 
globules become coated with small particles of slag as In 
typical puddling practice. The spongy ball thus formed 
is ready for the blooming mill. 

Another significant feature is that the ball formed Db) 
the Aston process weighs 2,200 pounds, while the hand 
puddled ball weighs 200 pounds, as limited by the indl- 
vidual strength of the men who puddle it. 


Split Stock Twenty-Five for One 
The Johnson Service Co., 149-59 East Michigan street, 
Milwaukee, Wis., has voted for a twenty-five for one stock 
split-up, and an increase of capital from $800,000 to $2- 
000,000 at a recent stockholders meeting. The stock- 
holders voted to amend the articles of incorporation t 
change $100 par common stock to common of no par value 

and to add $1,200,000 to capital out of surplus 


Each stockholder will receive twenty-five shares of the 
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We Said 





No. 1600 


(1600 Gallons Capacity) 


AND 
No. 1200 


(1200 Gallons Capacity) 








Now you can handle large jobs with 
minimum labor expense,—even on 
low storage tanks and low water 
line boilers. The new B&G’s are 
less than 30 inches overall height. 
In this line of heaters, with the 
exclusive B&G Removable Coil 
feature, you have a complete range 
of sizes for any type of installation. 
Heaters carried in stock in cities 
namedat right, and prompt Engineer- 
ing Service on installation diagrams, 
by air mail when requested. 


Sold only through 
Recognized Wholesalers 


Also Manufacturers of 
‘“UNITEM”’ 
Submerged Water Heaters 


“They Simplify 
Installation” 





Now, we show how simple 
an installation of a “B&G 
1600” is, compared to the 
battery installation former- 
ly necessary. Here you see 
one of these new heaters 
cross connected to two 
Pacific Steam Boilers for 
summer and winter hot 
water supply. 


J. A. Scanlan, Arch. 
J wtor G. Carlson, Bldr 





Nilson Bros., Htg. Contractor 
Wm. D. Morant, Plog. Contractor 
Stores and Office Bldz., 

Corner Clark and Hi  # 
C/ fll 





Outside Type 


WATER HEATER 


for Steamor Vapor Heating Boilers 


Bell & Gossett Co. 


B & G Heater Division 


3000 Wallace St. 


Chicago, III. 


REPRESENTATIVES: 


Bell & Crosse tt Co 
2281 Scranton Road, 
Cleveland, Ohio 
F. A. Juhiman., 
524 Virginia St 
Seattle, Wash. 

R. L. Deppmann Co 
a11 ( anfhe ‘ld Ay e 
Detroit, Mich 


C. U. Martin, 
Rialto 0 


San Francisco, Cal 


E. McCloskey, 


R50 P + ne. "~ ig., 


Bell & Gossett C'o., 
638 Caswell Bldg., 
Milwaukee, Wis 
F. S. Gouldthrite, 
210 E. 10th St., 
Minneapolis, Minn 


John A. Lungstrum, 


9 Keely Bldg 
Denver, Colo 
okhout & Law, 
331 Madison, 
w Ye kK, N. ¥ 


Hall & Foos, 
318 8S. Fifth St., 
Louisville, Ky 


Le WIFI 


ll & Gossett ¢ 


Be ‘O., 

3000 Wallace St., Chicago, Ill 

Kindly send me details of B&G service 
and the new Giant B&G Heaters 


(fompany 


Address 


i 
| 
| 
| Name 
| 
| 
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City and State 
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—the New Leader of 
AUTOMATIC HOME HEAT 


HE anthracite administration continues—en joy: 

ing greater power and prestige than ever because 
now, at last, ANTHRACITE is AUTOMATIC. 

Automatic Anthracite stands for a NEW ERA in 
home-heating efficiency—automatic—no drudgery 
—no uncertainty—even temperature—safe—clean 
—economical. 

Enthroned in thousands of homes and rapidly 
extending his services, the ELECTRIC FURNACE- 
MAN is recognized as one of the outstanding de- 
velopments in the heating field. 


Che Electric 
FurnaceMan 


—is a patented, automatic device which is every- 
where modernizing the home-heating plant—com- 
pletely solving the age-old problem of winter heat 
protection. 

It burns the one safe fuel—ANTHRACITE—in 
the economical Buckwheat and Rice sizes—provides 
automatic fuel feed and ash removal—all under 
cover. 

Clean, uniform, efficient heat with either thermo- 
static or distant manual control, or even at the 
stoker—whichever you prefer. Simple—rugged— 
quickly installed in any heating plant—warm air, 
steam, vapor or hot water. oe 

There is an Electric Furnace 
Man dealer in your town. See 
the Electric Furnace Man in oper- 
ation. Compare it with other 
automatic systems. Judge for 
yourself. Thousands now in use.. 


Patented Product of 


DOMESTIC STOKER COMPANY 
Gillespie Bldg.,Seven Dey St., New York 
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new stock for each share of the old. The total outstand- 
ing stock is increased from 8,000 shares of $100 par 
value to 200,000 shares of no par value. There is no 
preferred stock outstanding. 

All officers and directors of the company were re-elected 
at the annual meeting. Harry W. Ellis is president, Aiu- 
gust H. Vogel, vice president; Paul F. Johnson of Alta- 
dena, Calif., treasurer, and Fred M. Ward, secretary anu 
treasurer. 


Manufacturers Talk at Entertainment 

At an entertainment given by I. Greenbaum & Son, New 
York City, on the evening of January 23, Harold Thomp- 
son, New York manager of the Oster Mfg. Co., demon- 
strated the products of his company’s manufacture. The 
large gathering manifested unusual interest in these prod- 
ucts as well as those of the Black and Decker Tool (o., 
which were also exhibited under practical usage. Follow- 
ing the demonstration, Mr. Thompson aided in the enter- 
tainment with a number of stories and several dialogues. 


Hajoca Corp. Enters New Field 


The Hajoca Corp. of Philadelphia, Pa., was appointed, 
on February 1, 1929, by Servel Sales, Inc., as distributor 
of gas refrigerators throughout a large section of Eastern 
Pennsylvania. The corporation will distribute the refrig- 
erators through a number of branch houses in Eastern 
Pennsylvania. A refrigeration department has been es- 
tablished at 1136 Ridge avenue, Philadelphia, under the 
management of James T. Young. Show rooms will be im- 
mediately established throughout the territory. 


New Trade Literature 


Chain Pipe Vise 

J. H. Williams & Co., of Buffalo, N. Y., have issued a 
leaflet describing their new drop-forged chain pipe vise. 
An illustration shows the ‘‘overhead”’ adjustment and re- 
versible jaws of this vise, and a technical description ac- 
companies the illustration. A table of extra parts is also 
given. 

Circular of Powers Regulator Co. 

Powers Regulator Co., of Chicago, is distributing a cir- 
cular featuring its hot water tank regulator. Shower 
mixers, steam and water mixers and thermostatic water 
controllers are also illustrated. A series of diagrams 
shows applications of self-operating regulators of various 
styles. A second series shows applications of compressed 
air-operated regulators. 


Envelope Stuffer of Reif-Rexoil, Inc. 

An envelope stuffer is being distributed by Reif-Rexoil, 
Inc., of Buffalo, N. Y. The first page of the folder is orna- 
mented with an attractive colored picture, while the second 
page also has an illustration showing how a basement may 
be turned into a playroom when fuel oil is used instead of 
coal. 


Literature on Domestic Stokers 

The Domestic Stoker Co., New York City, has issued an 
attractive piece of literature dealing with many of tlie 
facts appertaining to the automatic coal burner of its man- 
ufacture. The brochure is of 16 pages, 7x10 inches, bound 
in an orange cover printed in black and gold. The name 
is embossed on a black background and the gold is used 
in numerous crosses emphasizing many adjectives applica- 
ble to the device. The pages are of heavy, white ename!«d 
stock, printed in black and orange, on which appear i!- 
lustrations of a number of installations in homes and 
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buildings which have been equipped with the company’s 
product. A ribbed tissue cover preserves the binding. 
“Keys to a Treasure-House” 

A booklet with the title, ‘‘Keys to a Treasure-House,”’ 
has just been issued by Anchor Sanitary Co., of Pitts- 
burgh, Pa. The booklet is intended as a hand book on 
mail advertising for the retailer of plumbing and heating 
goods. It contains information on how to build the list, 
how to use the list, how to arrange a schedule on a sea- 
sonal basis, the getting of names, and tying-up of window 
displays. 

Bathroom Cabinets 

The Corcoran Mfg. Co., of Cincinnati, Ohio, has just 
issued a catalog consisting of eighteen pages, each one 
containing an illustration and complete description of 
one of the company’s bathroom cabinets. The first part 
of the catalog illustrates one-piece steel Venetian mirror 
bathroom cabinets of many styles, and the second part 
shows one-piece steel insert cabinets. 

Booklet of Rochester Circulator Co. 

“The Universal Fault of Hot Water Heating Systems’”’ 
is the title of a booklet just issued by Rochester Circulator 
Co., of Rochester, N. Y. How the company’s circulator 
induces mechanical circulation of water is explained, and 
an illustration shows the method of its connection. A 
section of the booklet is devoted to a description of re- 
sults secured in greenhouse heating with use of circulator. 


* 
Midwest Power Conference and Exposition Held 
in Chicago 
In conjunction with the Chicago Power Show, at the 
Coliseum, held February 12 to 16, was the simultaneous 
meeting of the Fourth Midwest Power Engineering Con- 
ference. The morning session of the conference, on Feb- 
ruary 14, held in the Red Lacquer Room of the Palmer 
House, was devoted to the subject of heating, ventilating 
and refrigeration problems. Prof. A. C. Willard of the 
University of Illinois, presided. 
Three papers were read. From the reports given, it 
was made evident that noteworthy strides have been, and 





a a 


Exhibit of the Illinois Engineering Co., at the Power Show 
held recently in Chicago 


are being made in the development of human efficiency, 
health and comfort through the media of correct applica- 
tion of heating, ventilating and refrigeration. 

Efforts at research in this line were indicated by Samuel 
R. Lewis who spoke of the activities of the American 
Society of Heating and Ventilating Engineers’ Research 
Laboratory in collaboration with various universities and 
£0vernment departments. 

The next Chicago Power Show is not to be held until 
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Rotary 
valves, 
oscillating as 
the feeder operates 
—self-grinding,  self- 
cleaning—bronze_ disc 
against monel metal seat. 

Just one of the features found 
only in the M&M Self-Cleaning Duplex 
Boiler Feeder. 

MCDONNELL & MILLER 
400 N. Michigan Ave., Chicago 


Have you our catalog? 


M<DONNELL & MILLER 
-cleaning- Duplex Feeder 


2B HGBBRBBB ®) 
18) 8 8 8 8 CB @) ( 


_A SIGN OF THE TIMES 


When you see the Ohio Brass trade 
mark you may know the product 
so marked is of the first quality. 
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Plumbing and Heating contractors 
are accepting O-B Valves as stand- 
ard because they never fall down 
on the job. 


Ask your Wholesalesman, He knows! 


Se: 


OHIO BRASS COMPANY | 
741v. Mansfield, Ohio . a 





660 0000000) 














THE OSTER CHIP CHASER 


Handier to carry—easier to 
oil— more chip clearance 
than any other small ratchet 
die stock. Complete with 
carrying kit and 5 die heads, 
"to 4%", for $13.33 £. 0. b. 
jobbers stock. 


THE OSTER MFG. COMPANY 


2077 E. 61st Place - Cleveland, Ohio 
Offices in New York, Philadelphia, 
Chicago, Boston, Los Angeles 












Reg. U. 8. Pat. Off. 








» shew complete line of pipe- -threading equipment inthe world. | 




















Domestic ENGINEERING’S Retail Adver- 
tising Service makes advertising easy for 
you—all you do is clip the copy from 
your copy of the paper and hand it, with 
the cut we send you, to your newspaper. 
Only $4.20 for 12 illustration cuts. Clip 
this, attach your check for $4.20 and 
mail today. 


DOMESTIC ENGINEERING 


1900 PRAIRIE AVENUE, CHICAGO, ILLINOIS 
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All-Welded Installation of Mains and Returns 


in 


New Laboratory Building of One of Our 
Largest Universities 


Showing 4-inch riser and 3-inch branches, all welded 
including long sweep bends, under supervision of 
the University. 

Over two miles of high pressure mains supply steam 
to the University buildings, Welded joints and 
welded expansion bends are replacing other types 
of joints in these mains whenever an opportunity 
arises. 


A line to your nearest Airco District Office listed 
below, will bring you further information. 


AIR REDUCTION SALES COMPANY 


Manufacturers and distributors of Airco Oxygen, Airco Acetylene, Airco National Carbide 


Baltimore 


Bettendorf, Ia. 


Birmingham 
Boston 


Buffalo 


Charlotte, N. C. 


75 Plants 


Airco-Davis-Bournonville Welding and Cutting Apparatus and Welding Supplies 


Chicago Los Angeles Pittsburgh 
Cleveland Milwaukee Richmond 
Dayton 7 . 

emoude Minneapolis Seattle 
Emeryville, Calif. Oklahoma City St. Louis 
Jersey City Philadelphia Wheeling 





Home Office: 342 Madison Ave., New York City, N. Y. 22 District Offices 














Mention Domestic ENGINEERING when writing advertisers. 
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1931, the plan at present being to hold them on alternate 
years in New York and Chicago. While definite plans 
have not been made, it is thought that such a system of 
alternating will be adopted by both expositions. 

A large number of manufacturers of plumbing, heating 
and ventilating equipment exhibited their products at the 
show. Among these are the following: Aerofin Corp., 
Newark, N. J.; American Blower Corp., Detroit, Mich.; 
Armstrong Machine Works, Three Rivers, Mich.; Bayley 
Blower Co., Milwaukee, Wis.; Bethlehem Steel Co., Beth- 
lehem, Pa.; Botfield Refractories Co., Philadelphia; S. F. 
Bowser & Co., Fort Wayne, Ind.; The Bristol Co., Water- 
bury, Conn.; The Brownell Co., Dayton, Ohio; The Buffalo 
Forge Co., and the Buffalo Steam Pump Co., both of 
Buffalo, N. Y.; A. W. Cash Co., Decatur, Ill.; Chicago 
Pump Co., Chicago; Cochrane Corp., Philadelphia; Com- 
bustion Engineering Corp., New York City; Crane Co., 
Chicago; Crosby Steam Gage & Valve Co., Chicago. 

: G. M. Davis Regulator Co., Duriron Co., Day- 
ton, Ohio; Economy Pumping Machine Co., Chicago; Erie 
Heating Systems, Erie, Pa.; Fairbanks, Morse & Co., Chi- 
cago; Fisher Governor Co., Marshalltown, lowa; 
Underfiring Corp., Chicago; Foxboro Co., Inc., Foxboro, 
Mass.: O. E. Frank Heater and Engineering Co., Buffalo, 
N. ¥.; Garlock Packing Co., Palmyra, N. Y.: Globe Auto- 
matic Sprinkler Co., New York City; Graver Corp., East 
Providence, R. I.; The 


Chicago; 


Forced 


Chicago, Ind.; Grinnell Co., Inc., 
Hays Corp., Michigan City, Ind. 

Heating, Piping & Air Conditioning, Chicago; Hedges, 
Walsh, Weidner Co., Chattanooga, Tenn.; E. Vernon Hill 
Hoffman Specialty Co., Waterbury, Conn.; 
lllinois Engineering Co., Chicago; EK. F. Houghton & Co., 
Philadelphia; Ingersoll-Rand Co., New York City; Janette 
Mfg. Co., Chicago; Johns Manville Corp., New York City; 
Kieley & Mueller, Inc., New York City; Jas. P. Marsh & 
Co., Chicago; McQuay Radiator Corp., Chicago; Midwest 
Air Filters, Ine., Bradford, Pa.; Minneapolis-Honeywell 
fegulator Co., Minneapolis, Minn.;*Modine Mfg. Co., Ra- 
cine, Wis.; Nash Engineering Co., Norwalk, Conn.; Na- 
tional Air Filter Co., Chicago; The Herman Nelson Corp., 
Moline, Ill.; New Departure Mfg. Co., Bristol, Conn.; The 
Permutit Co., New York City; 
Chicago; Powers Regulator Co., Chicago; 
pliance Co., Cleveland, Ohio. 


Co., Chicago; 


Power Plant Specialty Co., 


Parker Ap- 


The Rawlplug Co., Ine., New York City; Reed Air Filter 
Co., Inc., Louisville, Ky.; The Refinite Co., Omaha, Nebr.; 
cepublic Flow Meter Co., Chicago; Riley Stoker Corp., 
Worcester, Mass.; Sarco Co., Ine., New York City; Snap-On 
Wrench Co., Chicago; Sterling Engineering Co., Milwau- 
kee, Wis.; Sterling Engineering & Mfg. Co., Boston, Mass.; 
Cleveland, Ohio; Thermal Units Co., Chi- 
cago; Trane Co., LaCrosse, Wis.; Uehling Instrument Co., 
Paterson, N. J.; Vulean Soot Cleaner Co., DuBois, Pa.; 


Swartwout Co., 


Walworth Co., Boston, Mass.; Warren Webster & Co., 
Camden, N. J.; Westco Chippewa Pump Co., Davenport, 


lowa; Weil Pump Co., Chicago; Westinghouse Electric 
and Mfg. Co., East Pittsburgh, Pa.; L. J. Wing Mfg. Co., 
New York City; Wright Austin Co., Detroit, Mich.; Young 
Radiator Co., Racine, Wis. 

~ 


Association Issues Membership Index 
John W. Crawford, secretary-treasurer of the Heating 
and Ventilating Salesmen’s Club of Los Angeles, just has 
issued an ‘‘Index’’ to the membership which is designed 
lo be of great assistance to architects, contractors and to 
all others interested in purchasing any of the specialties 
handled by members. The directory of the club member- 
ship gives not only the name of the salesman and the 
lames of the companies he represents, but also the char- 
acter of the materials sold. 
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Big Money in Plumbing 
for Trained Men 


The trained plumber—tbe skilled man who knows why and how—is the one 
who makes the big money in plumbing. Now you can fit yourself for this 
high pay surely and quickly. 


The long, tedious starvation route of apprenticeship in learning plumbing has 
been replaced by the practical scientific plan of short concentrated training 
at this recognized accredited school. 


Fit Yourself for High Pay in 8 to 12 Wks. 


Why spend years at haphazard daily grind trying to learn what you can 
master thoroughly here in 8 to 12 weeks? Come to the world’s greatest 
school—the only institution of its kind. We teach you with tools (not books) 
under licensed Master Plumbers in one of the finest equipped schools in 
America. We make you a skilled licensed Plumber, every branch is taught 
thoroughly—lead work—Blue Print for plan reading—all other tricks 


Master In- 
truetors 
10w you best 
iethods on 


ou work 
ith tools un- 


If you are not making top wages, you owe it to yourself to investigate. 
er expert 


Get free catalog that tells in pictures and words how we teach this trade. 
Amazing low tuition offer. Write today. 


UNIVERSAL PLUMBING SCHOOL 
2180 Troost Ave. Kansas C ity, , Mo. 


uire scien- 


ifie skilled 

















UMBING 


Here is a closet flange, made in two 
types, One to screw on, the other to 
slip on the closet bend. 


Write for the Washington catalog 
today. Full details of the entire 
Washington line. 


The Washington Metal Products Co. (ane 


Washington C. H. Ohio 


Slotted C 1 "Closet 


lange 














Stop That Unnecessary Waste 


With the installation of Wade Backwater 


Gate Valves, you can stop the floods and ii: 
damage that result from them to your cus- aa 
tomer. Explain the Wade and you'll sell it. $33 

Your jobber can supply you. aH 


WADE IRON SANITARY MFG. CO. 
$s Chicago, III. 


551 Fulton Street 
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as. B. Clow & Sons 


201 North Talman Ave., 
Chicago, Illinois 


Plumbing fixtures, Special School and Hospital 
Plumbing including the Famous Clow Madden 
Automatic Closets, Heating Equipment, Steel, 
Cast and Wrought Iron Pipe and fittings, 
marble interior trim, plumbers’ brass goods. 
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‘cover a boiler. The new Pierce-Eastwood 


Sectional Boiler is new inside and out! 
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super- 
features 












The 7 Super-Features 








: beautifully finished in flami d at tant t lo me 
Represent rn eee 
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NEWS FOR PLUMBING AND HEATING CONTRACTORS 








Decide on New Jersey Convention Dates 

The convention committee of the New Jersey State 
Association of Master Plumbers, in a meeting held in the 
ofice of the Chamber of Commerce, Elizabeth, N. J., 
definitely decided to hold the 1929 convention on May 
21 and 22. The Winfield Scott Hotel, that city, was 
chosen as the place of the yearly meeting for both the 
master plumbers and the women’s auxiliary which will 
hold its convention at the same time. 

The annual ball will take place on the evening of the 
frst day, and the banquet on the evening of the second 
day will conclude the convention. A committee of Eliza- 
beth master plumbers will be selected at a meeting of 
the state group which is to be held in the near future. 

Those present at the meeting were: Edward L. Moore, 
executive secretary of the state association; Ira H. Morris, 
secretary of the Newark association; F. C. Conkey, secre- 
tary of the Elizabeth association; Joseph A. Brophy, 
chairman of the Chamber of Commerce convention com- 
mittee, and S. B. Magee, secretary of the Chamber com- 
mittee. 


Cleveland Association Elects Officers 


Charles Seifried was elected president of the Asso- 
ciated Plumbing Contractors of Cleveland, Ohio, at a re- 
cent meeting of that organization. Other officers elected 
at the meeting are: E. H. Benhoff, vice president, and 
Adolph Weiss, re-elected secretary-treasurer. Edward F. 
Bohm, 808 The Arcade, was re-appointed recording secre- 
lary of the organization. The following are directors of 
the association: -Walter Klie, Adolph Weiss, C. H. Weber, 


Earl Moody, A. Schnitzer, R. H. Glickman, L. W. Webb, 
William Fussner, Charles Seifried, E. H. Benhoff, Benja- 
min Kahn and H. Fagin. 

* 


Heating and Piping Contractors to Convene 
at St. Louis 


The Heating and Piping Contractors National Associa- 
tion has announced that its fortieth annual convention 
will be held in St. Louis, Mo., June 10 to 13. Headquar- 
ters will be at the New Jefferson Hotel. Henry B. Gom- 
bers, secretary of the national association, in making the 
announcement, called attention to the fact that St. Louis 
is centrally located, and within easy reach of a large part 
of the membership of the association. “This fortieth an- 
nual convention promises to be one of the most remarkable 
in the history of the national association,’’ he said, “‘both 
from the standpoint of attendance and from the construc- 
tive program which will be considered. 


’* 


“Such an attendance is the desire of our-national board 
of directors, for we are building up a most constructive 
program for the members to consider. 

“There is the work of the committee on standardization 
and the three very important sub-committees, the sub- 
committee on depreciation, on boiler output, and on weld- 
ing. The reports of any one of these committees would 
justify a heating contractor in making the trip to St. 
Louis. 

“Then there is the certified heating program to discuss. 
There are so many advances in this work that no one can 
afford to miss an opportunity to study it. This modern 
method of merchandising is spreading throughout the 
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Newly selected officers of the St. Louis Association of Master 
Plumbers—Edward Monteath, first vice president; Patrick 
Finn, president; E. J. Blake, general secretary 


country like a prairie fire. National headquarters is kept 
busy answering inquiries on this subject and the fortieth 
annual convention will give everyone a chance to get first 
hand information from men who are making a success of 
this method of selling heating throughout the country. 


* 
Wisconsin Heating Contractors to Convene 


The nineteenth annual convention of the Heating and 
Piping Contractors Wisconsin Association is to be held 
at the Elks’ Club, Milwaukee, April 16 and 17, according 
to W. A. Bowers, secretary of the association. The com- 
mittee is already working on the program for the conven- 
tion, Mr. Bowers reports. 


. 
Nebraska Association to Convene in Omaha 


The Nebraska Retail Plumbers’ Association will hold 
its twentieth annual convention this vear at Omaha. The 
Rome Hotel has been selected as convention headquarters, 
and the sessions will be held March 11 and 12. 


* 
San Joaquin Valley Masters Elect Officers 


The recent meeting of the San Joaquin Valley Master 
Plumbers’ Association, held in Fresno, was attended by 
members from all sections of the valley. Retiring Presi- 
dent B. A. Newman, of Fresno, tendered his annual re- 
port, which indicated the affairs of the local association 
to be in prosperous shape. Clyde Hickman, of the San 
Pedro association, directing chairman of the forthcoming 
convention of California state masters, to be held in Long 
Beach, detailed plans covering every phase of convention 
activities. 

Election of officers also took place at this time. which 
resulted in the choice of the following: Ray Il. Walters, 
of Bakersfield, president; Walter Augustine, of Reedley, 
vice president; Lee Stange, of Bakersfield, secretary-treas- 
urer. 

@ 


To Decide Essay Contest at Kansas Convention 

In conjunction with the forty-first annual convention of 
the Kansas Master Plumbers’ Association, to be held in 
Hutchinson, March 18, 19 and 20, an essay contest is being 
held among the school children of that city. Advertise- 
ments in the local newspapers have been published, and 
students of the junior and senior high schools have been 
urged to take part in the contest. 

The subject of the essay is to be, “The Progress of 
Plumbing in the United States Since its Beginning.’’ First 
prize for the best essay is to be $50, second prize, $25 
and five other prizes of $5 each. The only restriction on 


ee 


the contest is the elimination of children of anyone con- 
nected with the plumbing industry. Members of the 
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Hutchinson local association expect this contest to create 
a great deal of interest among the citizens both in the con- 
vention, and in plumbing itself. 


o 


Heating Association Directors to Meet 

The board of directors of the Heating and Piping Con- 
tractors National Association will hold its spring meeting 
at the association headquarters, 50 Union Square, East. 
New York City, on March 5 and 6. Walter Klie, president 
of the association, in speaking of the meeting, said that he 
would ask the members to come prepared for a three-day 
meeting if that became necessary, as there were many im- 
portant problems for the board to solve. 

One important item will be the convention program for 
the fortieth annual convention of the association. The 
board realizes that this meeting belongs to the heating in- 
dustry, and for that reason will welcome any suggestions 
of subjects to be discussed at the annual convention. 

Several important committee reports will be ready for 
consideration, including the work of the sub-committee on 
welding, which is working toward a standard practice in 
pipe welding. 

The committee on standardization, and the sub-commit- 
tee on depreciation will have reports to make. Also there 
will be a report of the direct mail advertising campaign 
for 1929 by the committee on certified heating. 


+ 


To Hold Exposition with Connecticut Convention 

The Fairfield County Master Plumbers’ Association is 
planning an exposition of plumbing and heating materials 
in conjunction with the thirty-ninth annual convention of 
the Connecticut State Association of Master Plumbers, to 
be held May 14, 15, 16 and 17 at Stamford. The exposi- 
tion will be held at the Elks Hall in that city, and thirty 
booths have been arranged for exhibitors. 
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Work Out Plan for Baltimore Campaign 

The contemplated advertising and market development 
campaign of the Baltimore master plumbers, wholesalers, 
and manufacturers, is rapidly getting into shape, and they 
expected to launch their first efforts shortly. John Hart- 
man, who has taken over the Philadelphia campaign, spoke 
recently before the board of directors of the Master 
Plumbers’ Association and the joint standing committee 
of the wholesalers and manufacturers and plumbers. Mr. 
Hartman outlined the methods that were pursued in Phila- 
delphia, and gave a resume of the success that had been 
obtained by the different forms of newspaper advertising, 
direct advertising, and community display rooms during 
the 1928 campaign. He particularly stressed the impor- 
tance of community show-rooms in different sections of 
the city, after an economic survey has been made. Mr. 
Hartman stated that the showrooms should be kept open 
as late as possible, and especially in the evenings, when 
as many members of a family as possible could be present 
for the inspections. An outline of the plans in Philadel- 
phia for the year 1929 was explained by Mr. Hartman at 
the meeting, and many valuable suggestions were noted 
in order that the Baltimore campaign might profit as much 
as possible by the past experience of the Philadelphia or- 
ganization. Mr. Hartman stated that he hopes to be able 
to make frequent trips to Baltimore and give as much ad- 
vice and guidance as he possibly can during the course 
of the campaign. Several more meetings are to be held 
to conclude final arrangements. 

Various plans for financing were discussed, and ex- 
plained, particularly in reference to the proportionate con- 
tributions of the plumbers, wholesalers, and manufac- 
turers. It is expected that $20,000 will be raised to carry 
on the campaign. 
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No definite date for the initiation of the proposed plans 
has been set, but it is expected that it will start within 
the very near future. The board of directors present 
were A. W. Beam, chairman; William F. Mylander, 
Francis C. Dorsey, Samuel C. Houck, August V. Eidman. 
Those composing the joint standing committee were Gus 
Wirth, Thomas J. Thaler, Joseph Gessler, and William P. 
Rausch. : 

° 


Program Complete for Virginia Convention 

A short course in business management has been ar- 
ranged for the members of the plumbing and heating 
industries in Virginia who attend the sixth annual con- 
vention and business institute to be held at the Uni- 
versity of Virginia, Charlottesville, March 11, 12 and 13. 
All sessions will be held in Madison Hall of the university, 
while the banquet will be held at the Monticello Hotel, 
which is headquarters for the convention. 


The Monday morning session will be devoted to sub- 
jects of management with the following speakers: ‘‘Ethics 
in Business,’’ by Dr. Edwin A. Alderman, president of 
the University of Virginia; ‘‘Value of Records in Busi- 
ness,’”’ by George Van Emon, C. P. A.; “Plain Points of 
Law for the Plumbing and Heating Contractor,” by 
Charles Nelson Hulvey, assistant professor of commercial 
law, University of Virginia; ‘“‘Banking Facilities for the 
Plumbing and Heating Contractor,’ by C. T. O’Neill, vice 
president and trust officer of the National Bank and Trust 
Co. Each speaker will be allotted thirty minutes, follow- 
ing which there will be fifteen minutes discussion from 
the floor. 


The Monday afternoon session will be devoted exclu- 
sively to the consideration of sales problems, with two 
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High Grade Plumbers 
Ware— Two-Fired 
Vitreous China 
Plate 100-E Lavatory on 
Pedestal. Two sizes— 
24x20 inches and 26x22 


incnes. 

Plate 126-E “The Tran- 
quil”’ all white Syphon 
Jet Water Closet Com- 
bination, including— 
Plate 125-E concealed 
jet syphon, to rough 
in at 12 inches: Plate 
218-E large size tank, 
with special fittings. 
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icies of the New York office 
| will be shared with the bu- 
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speakers well known in the Plumbing and Heating Ip. 
dustries: E. L. Flentje of the Plumbing and Heating Ip. 
dustries Bureau, and E. G. Byrd, field representative of 
the Heating and Piping Contractors National Association. 

The morning session Tuesday will be devoted to metb- 
ods for securing better sanitation for the state of Virginia 
Dr. Mary L. Brydon of the Virginia State Board of Health 
will present ‘‘Virginia’s Three-Year Sanitary Campaign,” 
now nearing the close of its first year. Professor Samuel! 
E. Dibble of Carnegie Institute of Technology, will discuss 
“Fundamental Bases of Plumbing Codes.’’ George N. 
Thompson, secretary of the building codes committee of 
the United States Department of Commerce, will discuss 
the development of plumbing codes in other states, and 
State Senator Frank L. Ball will tell the members of the 
association the steps necessary to secure the passage of 
a state wide plumbing code. 

W. L. Lacy, second vice president of the state associa- 
tion, and president of the Charlottesville association, is 
general chairman of the convention, with the following 
committees: entertainment, Chairman W. E. Brown, J. A: 
Croissant and C. A. Herndon; registration, Chairman M. 
R. Smith and C. J. Davis; transportation, Chairman Wal- 
lace Johnson and L. T. Patterson. Executive Secretary 
B. Y. Kinzey has been in charge of arranging the program. 


« 
Bureau to Open New York Office 


The opening of a New York 
branch office and the appoint- 
ment of John C. Keene, form- 
er manager of the San Fran- 
cisco office, as manager, is an- 
nounced by the Plumbing and 
Heating Industries Bureau. 

Responsibilities for the pol- 


reau management by a local 
council in New York, which 
will be composed of all 
branches of the industries. 
Mr. Keene has just com- 
pleted a study of some of the 





conditions in the plumbing 
and heating industries in New 


John C. Keene 


| York, which would affect the 


> . > . stand 
| successful operation of the bureau there. Before he Joined 


the bureau staff, he had many years of experience in asso- 


| ciation activities in Washington and the West. 

















® 


National Auxiliary Donates to Bureau 

Mrs. E. D. Hornbrook of Kansas City, Mo., president 
of the Women’s Auxiliary to the National Association of 
Master Plumbers, recently announced that the national! 
auxiliary had donated $50 to the Plumbing and Heating 
Industries Bureau at the annual convention of the Illinois 
Master Plumbers’ Association. It had previously bee 
reported that the auxiliary donated $25. 


* 
Letter Asks for Funds to Prosecute Law Violators 


Wallace T. Wordell, of Taunton, executive secretary 0! 
the Massachusetts State Association of Master Plumbers 
recently sent out a letter to all members of the plumbine 
industry in the state, asking for contributions toward 4 


| fund for prosecution of violators of the state and Jocai 


plumbing laws. The association hopes to get such a ca 
before the Massachusetts Supreme Court in order to tt 
the laws. 
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GENUINE MUELLER DIPE FITTINGS 





For any manufacturer to exist for nearly three-quarters of a century, 
means that he must be building his product to meet the highest 
demands for quality. 


The makers of Mueller Brass Fittings have not only existed for 
that time but they have grown and prospered. That means 
that Mueller Fittings have consistently met the demands for 
highest quality workmanship and materials, and in addition, 
have combined those other features for easy installation and 
handling which are also demanded by the _ progressive 

contractor. 

Mueller Brass Fittings are of a heavy pattern, strong, free 
from sand holes or flaws and have clean cut, full threads 
of standard gauge and size. 


Your jobber can supply you 


PORT HURON : MICHIGAN 








_ THREE GENERATIONS OF BRASS MAKING 
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’ e Above is pictured a few of the 125 machines 
N that make up the Machine Shop Division in the plant 
, of the Sloan Valve Company, manufacturers of Flush 
iy ——C Valves exclusively. 
Skilled mechanics operate these machines which are 
‘ y _ divided into a number of small groups, with each group 
| § under the constant supervision of a deputy foreman. 
§ In addition to this, the work of each machine is rigidly 
~ inspected every hour by a floor inspector. Thus, every 
§ Precaution possible is taken to insure the manufacture of 
: N faultless parts. 
’ 
y As a result of this exacting care, the Machine Shop 





produces accurate, uniform parts that function perfectly 
together—one of the many reasons why Royal, Marine 
and Gem flush valves give such lasting satisfaction. 


SLOAN VALVE CO.—CHICAGO 


Branches in All Principal Cities 
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BUSINESS REPORTS FROM LARGE JOBBING CENTERS 








Numerous Changes Add Strength To Manufacturers’ Prices 


> TSINESS iam the plumbing and heating field during the past fortnight, the same as 


tha hvac y 
iil thie Pprevwuonus P%'O 


wecks, was featured with changes in manufacturers’ prices to wholesalers involving a number of major 


commodities, the trend in all instances being upward. 


Stmce our last report at least one full line manufac- 


turer of fittings has issued a new sheet advancing prices on his complete line and also a number of othe 
producers have advanced their prices on cast tron screwed and malleable types. Brass fittings makers, gen- 
erally, had advanced prices earlier m the month. Also, at least one range boiler producer issued within the 


past two weeks a new sheet advancing his quotations on most sizes. 


Brass pipe was also raised in price 


hy makers to the extent of one-quarter cent per pound On lebruary 5 and OWE halt CeneE on lebruary 7 


en Pes 


c'e 


Standard brass and iron body valves as 


come makers. 


Business in most of the large jobbing centers, where demand from contractors 


ter than fair, according to the majority of reports. 


caused many wholesalers to cover on their future requirements on the ttems affected, but 


lobbers are continuing to confine their purchases to near-at-hand needs. 


manufacturing sources is generally prompt. 


ustomers without delay. 


CENTRAL WEST 


Contractors’ Needs Continue 
Light— 

The majority of wholesalers in this district indicate that 
business has been rather slow during the past two weeks, 
contractor demand at no time during this period attaining 
more than a moderate pace. The Chicago area and much 
of the surrounding territory has been visited by extremely 
cold weather which has been unfavorable for the starting 
of new projects and also has retarded work on operations 
already underway. Numerous price advances by manutac- 
turers since the first of the vear, however, have had some 
effect 


on the orders placed by wholesalers, most of them 


covering with their manufacturing sources for their tuture 
requirements on those items where prices were advanced. 
In the 


lished, 


past fortnight, since our last report was pub- 


a number of manufacturers have advanced their 
prices to wholesalers on range boilers, malleable and cast 
iron screwed fittings, cast brass goods, standard brass and 
iron body valves, and brass pipe. 
of other price 


manufacturers 


In the past month % 


nuthn- 


ber have been consummated by 


the 
mentioned 


changes 
of 


were 


outside changes mentioned above. 


These other changes in our last report 


and included a reduction in enameled ware and advances 


pottery, tubular brass goods, brass fittings and brass pipe. 


Stocks in the hands of wholesalers are of fairly good 
size and well assorted, and, as a result, contractors are 
able to secure material without delay. The delivery serv- 
Lee most producers is satisfactory. 

Soil Pipe 
nufacturers’ representatives in this district state that 
HN lu of new business reaching them at the present 
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time is light. Most wholesalers seem to have large enough 


stocks on hand to take care of their current needs with- 
out re-ordering, as contractor demand during the past two 
weeks has been small. Since the first of the vear the 
weather has generally been unfavorable for the starting 
of projects, and this is advanced as one of the reasons for 
the slowness in the demand for soil pipe. No change has 


been announced by manufacturers in their published 


prices. Foundries are shipping promptly. 


Pipe—Steel and Wrought Lron 


Taking the Chicago area as a whole the demand for 
steel and wrought iron pipe has been only moderate dur- 
ing the past month, little change being apparent in the 
tonnages reaching mills from one week to the next. The 
amount of pipe going into new projects has been some- 
what curtailed, according to reports, because of the cold 
weather which has delaved the starting of a number of 
new operations. Heating contractors as a group are fairly 
busy, which accounts for some volume in steel pipe. soth 


wrought iron and steel pipe mills have large stocks and 


can ship promptly. Mill prices have not been changed on 
either type of pipe. 
ittings 
Since our last report at least one full line maker has 
advanced his prices to wholesalers on his entire line and 


also a number of other makers have advanced their prices 


on cast iron screwed and malleable types. Brass fittings’ 
makers, generally, had advanced prices earlier in the 


month. 
The 


movement of fittings from wholesalers to. ¢o01 
tractors has been no better than moderate during the pa 
month, Contractors report no difficulty in securing 1 
different types of fittings as wanted 
Knameled Ware 
December shipments of enameled sanitary ware, as r 
ported to the Department of Commerce by twenty-two 
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manufacturers comprising practically the entire industry, 
totaled 238,626 pieces, as compared with 281,469 pieces 
7 7 susi- 


in November and 237,295 pieces in December, 192 


ness in this line during the past four weeks has been only 
fair, according to the majority of reports from both manu- 


~- 


acturers and wholesalers. Jobbers as a rule are not buy- 
ing in any larger quantities than their current needs make 
necessary. Factory shipments are prompt and manufac- 
turers’ price sheets are unchanged. 

Pottery 
December shipments of vitreous china plumbing fix- 


tures, including ail vitreous chinaware which in regular 
practice is connected with a drainage system, as reported 


by thirty-one manutacturers to the Department of Com- 


merce, were 189,902 pleces, as compared with 230,732 
pieces In November and 254,025 in December, 1927. The 
recent price advance by manutacturers, according to re- 
ports, brought wholesalers into the market for their fu- 
ture requirements on wash-down bowls and tanks. Con- 
tractor demand, however, has been only tair in late weeks. 
Potter an make fairly prompt shipment on staple items. 
No price chang: hi been announced by potters in the 
| Oortnigi 
Plumbers’ Brass Goods 
} ( ane ihul i] 1) Oc antlia 
Lurel Late na 1 many instances wholesaler have coy 
ered on their requirement ror some time ahead, but that 
Ii \ ) ! ! >. ax i ri 
stead | h price of copper i iven by most 
] ke] i ) {) f i ! com ] » the mat 
rf lj f {) ! i] Dal i heeds ian 
ure : ppir 01 ir] 
{*i¢ | ‘ iL a h} 1} pT Ke] 
h ued a id ytytpey 
Range Botiers 
During th Wer of February 18 at least me pbahnulae 

turer 1] ued a Nn \ hneet advancing price to Wholesalers 
on the thirty and tortv-galion izes, the hew neet also 
Carrying ah even g#Zreatel advance On Lie lreel sized 
boilers Reports indicate that a number of other manu 
facturers tollowed this price advance Contractor demand 


during the past month has been only moderate and whole- 
Salers have heen able to fill their customers’ needs 
promptly. 
oilers and Radiators 

Manutacturers in this district state that business during 
the past fortnight has been rather slow as far as new or- 
ders are concerned. The call for repair parts, however, 
has been quite good and contractors have been fairly ac- 
tive in this way No price changes have been announced 
by producers and factories are able to grant prompt ship- 


ments. 


NEW YORK 


Business Outlook Is Bright— 


Out of the meeting of the Eastern Supply Association, 
where many of the leading manufacturers and wholesalers 
ot the eastern states met for discussion of business. came 
an undeniable note of optimism for future business. This 
feeling embraced both sales volumes and profits more 
adequately in line with investment, effort and service. 
Aside from the expressions uttered at the meeting. the 
market as a whole took on a still further aspect of 
strength. Concrete indications of this are seen in the 
definite advance in price of plumbers’ cast brass goods, 
standard brass and iron body valves, malleable and cast 


iron fittings and range boilers. Brass pipe was also 
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further advanced. The demand for materials generally, 
however, has not during the last two weeks reached above 


the moderately good point. Manufacturers continue in a 


position to deliver in a manner that is satisfactorily 


prompt. 


New construction started during the week Februal 9 


through February S in the Metropolitan district of New 


York reached a total of $13.380.000, according to F. W. 


Dodge Corp. The above figure was one of the lowest 


weekly totals recorded in the Metropolitan area. Included 


were the following classes of interest: 39,209,500, or 69 
per cent, for residential buildings; $2,255,500, or 17 
per cent, for commercial buildings; and 5600,700, or 4 
per cent, for educational projects. The total for the first 


*) } 


-3 business days of this year, amounting to 3$105,461,2300 


shows a daily average of $3,195,800, as compared with a 


duily average of $5,132,600 for contracts let on ne 


huilding and engineering work during the first tw 


months of last vear. The week of February 9 to 15 
though, according to the same source, accumulated 
aggregate investment of $18,154,400 in construction con 
tracts awarded, an increase of $4,774,300 for that period 
Soil Pipe 

The soil pipe situation in the Greater New York terri 
tory is such that it offers little or no cause tor complaint 
from the point of view of manufacturers as prices are 
firming satisfactorily. While demand has been slow 
only on account ot the season; consequent lv there is n 
rreat deal of new business being placed by jobbers whos 


; 


purchases to a large extent are influenced by the demand 


made on them by master plumbers. Foundries repr 
price unchanged and indicate that shipments are t 


Pipe—Brass, Steel and Wrought [ron 
The price advance of brass pipe continued after the r 
port of two weeks ago had gone to press. Two increas 
one on February » of a ijuarter cent a pound and another 
of a half cent a pound on February 7, followed the rapid 
rise ot the copper market. Brass pipe tactories are 


ported to be in full production to meet the demand that 


now prevails. Activity surrounding steel pipe during the 
part fortnight has been rather quiet. January shipments 


show a discrepancy when compared with those of the same 
month in 1928 and February thus far does not seem to be 
eiving anv better account of itself, according to reports. 


One of the important producers of wrought iron pipe has 


‘Announced that on March 1 a card indicating the resale 


prices of its product will be put in the hands of jobbers. 
Demand for this type of pipe has not reached up from the 
moderately good point that has obtained for the past month. 
Prices of both steel and wrought iron remain undisturbed. 
Shipments are made promptly. 
Fittings 

During the week of February 11 one of the large full 
line fittings’ manufacturers notified the wholesale trade 
of a price advance covering its complete line. Brass 
fittings’ makers generally had advanced prices earlier in 
the month, and manufacturers of cast iron screwed and 
malleable patterns during the week mentioned announced 
an advance in prices, as did producers of standard hrass 
and iron body valves. Demand from wholesalers stepped 
up somewhat but consumption held at about the same 
moderate level. There are no delays reported in shipments. 

Enameled Ware 

The shipment of enameled ware into this terrilor) 
seems to be holding to the rate of last month, which was 
considered by some interests to be at least abreast of (ha 
of a year ago. On the other hand, there are manhutlac- 
turers who have not had business this year in th :me 


volume as they had a yvear ago up to this time \ Lf 
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plumbers have not been as actively engaged as they might 
have been but prospects for the future are heightening. 
Manufacturers have made no change in prices. No dit- 
ficulty is experienced in obtaining deliveries promptly. 
Pottery 

The recent price advance on wash-down bowls and 
tanks aroused buying interest in the pottery market as 
far as distributors are concerned. The attitude of 
plumbing contractors toward making engagements has 
taken on little new in nature over the fairly good sea- 
sonal interest that was apparent during the early days of 


the month. No further change in prices has been an- 
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Factories have been shipping boilers about as they were 
wanted. 
Boilers and Radiators 

Business seems to have picked up rather well even from 
the fairly good point reached during the early days of the 
month. At least some of the manufacturers experienced 
an increase in their January business over that of the 
same month of 1928S and contend that February figures 


are pointing to a heavier tonnage than that of last month. 


Heating contractors seem to be rather well engaged for 
this time of vear. Manufacturers have made no change 


in prices and shipments are uncurtailed. 





Shipment of Porcelain Plumbing Fixtures 
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HI: QVOVE chart shows shipments Of porcelain plum NYG ALTUNE y Ui HouUsSaAnHadS Of plec ror i720, 
hased Oil figure y secured / the Department Of Commerce fron the leq Lan MS Qe furers WhO COW prise tile 
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entire industry. The chart indicates that the high point was reached m August when im round numbers 25,00 


" : 1 r on r » “ . ce eas 2 f) , La tntal , 7) 
pieces were shipped, the next best month beng July with a little more than 23,000 pieces, fhe total nun 


pieces shipped during 1928 amounted lo 218,548 pieces. 





nounced by manufacturers. 


without delay. 


Shipments are going forward 
Plumbers’ Brass Goods 

There appears to be an active demand from jobbers for 
both tubular and cast brass goods in this territory. This 
activity does not seem to be having any difficulty keeping 
abreast of that of la‘t year. Master plumbers are calling 
for enough material to keep jobbers ordering frequently 
in comparatively small lots. Revised prices, carrying an 
advance over those previously in effect, were announced 
to jobbers by a number of manufacturers of cast brass 
g£00ds during the latter half of the last two weeks. Tubular 
prices are firm. Factory shipments are undelayed. 

Range Boilers 

During the week of February 18 new sheets from range 
boiler manufacturers hegan to appear which indicated ad- 
Valices on the 30 and 40 gallon sizes and also on the 
larger sizes. The sheet also includes the announcement 
that no blanket coverages from wholesalers will be ac- 
cepted and only orders involving immediate requirements 
for delivery at the convenience of manufacturers will be 


favored. Demand from contractors has been moderate. 


MIDDLE ATLANTIC 


Trend of Building Awards 
Is Mixed— 


Construction reports dealing with contract awards in 
the Middle Atlantic territory fluctuate considerably from 
week to week even to the extent of showing an approxi- 
mate 40 per cent variation one week over the other since 
January 1. Averaged, however, these building figures 
indicate a moderately good winter program in which resi- 
dential buildings play a prominent part. There is never- 
theless little lack of enthusiasm on what is likely to be 
true of construction a short time from now as the boards 
of many architects are well filled. 

Indications of further strengthening of price structures 
appeared during the time that has elapsed since the last 
report was published. New sheet prices have been sent 
out by manufacturers of cast brass goods, malleable and 
cast iron screwed fittings, standard brass and iron body 


valves, brass pipe and range. boilers. Brass pipe was 
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advanced a quarter cent on February 5 and two days 
later a half cent a pound. 

Manufacturers do not appear to be having any difficulty 
in keeping their shipments satisfactorily prompt. 

Soil Pipe 

Manufacturers of soil pipe, for the most part, are get- 
ting a rather limited amount of new business from the 
Middle Atlantic territory. There are areas though from 
which a fair amount of tonnage turns up from time to 


time. A number of the wholesale houses are at least 


~ 


moderately well supplied because of the quantities that 
were delivered some weeks ago. Demand from master 
plumbers is in no sense constant and doe: not aggregate 
a heavy tonnage. 

Manufacturers have made no change in prices. They 
are in a position to ship promptly. 

Pipe—Brass, Steel and Wrought Tron 

Brass pipe has been moving rather freely from producer 
to distributor during the past two weeks when the season 
of the year is considered. Master plumbers, too, have 
required considerable of this type of pipe. In the matter 
of steel pipe tonnage shipments, January after a poor 
start came along pretty well. The placing of stock orders 
for wrought iron pipe by jobbers in this territory during 
last month put those 30 days on a par with those of a 
year ago. February seems to have lost none of the gain 
last January gave activity One wrought iron factor indi- 
cated to the trade that it is his intention to mail out cards 
on March 1 indicating minimum resale prices. Pipe de- 
liveries are prompt. Manufacturers of brass pipe an- 
nounced a price advance or a quarter cent a pound on 
February 5 and a half cent on February 7 No other pipe 
price changes were effected. 

Fittings 

Notification of a price advance on bras hittings Was 

sent out February 9%, effective the following Monday, by a 


full line company that did not advance prices during the 


last of January and the first of this month. On brass 
screwed fittings, miscellaneous brass WHIOnS, flanged 
unions, brass flanged fittings and flanges the advance is 
somewhat greater The first mentioned change embraces 


malleable and cast iron screwed types as well as the 
brass. A similar advance was also effected on standard 


brass and iron body valves The price increases shook 


ut considerable business. Consumption by plumbing and 


-_ 


heating contractors is only seasonal, 
Knameled Ware 
Where enameled Wale is concerned jobbers ee MN To he 


Huving conservatively. The amount of enameled iron that 


satisfied the needs of master plumbers during the elapsed 


two weeks since the last report was by ho means abnormal 


for this time of the vear and as a matter of fact present 


dav volume seems to be having difficulty holding its own 


with that of 1928 during this period. Manufacturers have 
made no further change in prices. Shipments are being 
had about as thev are wanted 
Pottery 
Market conditions during the past fortnight where 
earthenware products are concerned should contain the 
information that January sales from the manufacturers’ 


standpoint in most of the important centers of the Middle 


Atlantic territory were in excess of those during the same 
month in 192s February thus far has given a _ better 
secount of itself than did the same period a year ago. 
Master plumbe1 doing a limited amount of fixture 


.. . , } a 
: pale Pottel Alt hipping satisfactorily and have 
mad O rther change in prices. 
’ P os : : 
Plumbers’ Brass Goods 
131] 1li¢ . } { Vil hoth cast and tubular roOodS con- 
yii i ’ i>’ ahs ; it < i 
ATT look up The treneth of the brass market 
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seems to have furnished jobbers with sufficient incentive 
to commit themselves in a rather broad manner. Taken 
collectively, wholesale houses are well stocked with the 
sceneral run of brass goods. Master plumbers are ealling 
lor moderately large quantities of finishing brass. Ship- 
ments are satisfactorily prompt. One manufacturer of 
cast brass announced an advance beyond prices previously 
in effect and a number of other interests are reported to 
have followed. 
Range Boilers 

The outstanding feature in the range boiler situation 
was the announcement of a price advance by one manu- 
facturer on February 18 in the prices of 30 and 40 gallon 
sizes and an even greater advance on the larger sizes. The 
quantities of boilers needed to fill the requirements of 
master plumbers are fair for this season. Prompt delivery 
service continues to obtain. 

Boilers and Radiators 

The pace at which boilers and radiators moved during 
the past two weeks was fairly good but the quantity of 
new business was ordinary. Heating contractors seem- 
ingly are not as busy as many of them would like to be. 
Jobbers have had no notification from manufacturers of 
a change in prices. Producers are in a position to fill 


orders without delay. 


NEW ENGLAND 


Active Spring Business 
Anticipated — 


While business in this section is not particularly active 
aut present, the majority of those engaged in the plumbing 
and heating industry voice the opinion that March and 
April will uncover a good volume of residential work, and 
the realization of a portion of the many plans which are 
he 


ae 


neuring completion in architects’ offices. Considering 
strength of prices in many commodities, wholesalers have 
been buying freely both for present and future needs. 
Buving and selling activities among manufacturers and 
distributors have lent some zest to this ordinarily quiet 
period of the yvear. The call from master plumbers and 
heating contractors indicates an average early year de- 
mand, but as yet there is no acceleration in movements 
of materials from jobbers’ warehouses. 

The past fortnight has carried on the strength of prices 
which the previous weeks evinced. Plumbers’ cast brass 
goods were advanced in price by producers. Valve prices 
were also increased. Factory prices of cast iron and 
malleable fittings were raised during the early part of last 
week. Since the last review of market prices, brass pipe 
sheets were changed twice, the aggregate advance being 
3%, of one cent per pound. 

Wholesalers’ stocks are sufficiently assorted to grant 
quick deliveries to contractors. Makers’ representatives 
have been booking future delivery orders in quite grati- 
fving volumes. Production at sources is maintained at 
such levels as to afford prompt shipments of orders 
received. 

Soil Pipe 

There has been little new business presented to foun- 
dries by wholesalers during the past several weeks, Stocks 
at distributing points have been sufficiently rehabilitated 
since the first of the year that replacements are 
infrequent and future delivery orders received by ma! 
are exceptionally light. Master plumbers are not «a = 


uch roughing-in work and consumption of this pro 


is naturally somewhat decreased. Makers’ quotation 





fir 


mé 
tin 
Me 
ab. 
the 
no 
on. 
for 


ext 
sta 
to 

sal 
rec 
tov 
shi 
ha 


by 

ger 
ord 
ere 
lev. 
tio} 
of 


are 














February 23, 1929 DOMESTIC 
firm and unchanged. Deliveries from sources are being 
executed in prompt manner. 
Pipe—Brass, Steel and Wrought Lron 

Representatives of wrought iron pipe mills state that 
there is a good potential demand which should develop 
within the coming months. Steel mills experience aver- 
age volumes for this period, but are not in receipt of 
any substantial future delivery business. Distributors, 
while turning over lesser quantities of pipe than they 
moved a month ago, are still maintaining well assorted 
racks. Demand from piping contractors does not exceed 
the mark which jobbers expect for this time of the year. 
Brass pipe prices were further advanced by makers \4 of 
a cent per pound on February 5, and % of a cent per 
pound two days later. 
satisfactory manner. 


Deliveries are being effected in 


Fittings 

During the early part of last week the majority of 
manufacturers of cast iron, malleable and drainage fit- 
tings effected an advance in their prices to jobbers. 
Makers reported that these price increases were account- 
able for the many quick delivery and future orders which 
they booked during the week. Jobbers’ dispositions are 
not of extensive nature, for contractors are in the market 
only for pick-up quantities. Factories are in position to 

forward materials on dates requested. 

Knameled Ware 
Distribution of enameled ware has fallen off to some 
extent since the first of the year, according to jobbers’ 
statements, but contractor demand is presently estimated 
W hole- 
salers are well stocked for the present, and, in view of 


to be at a better level than it was a year ago. 


recent price reductions by manufacturers, are not inclined 
towards anticipating for their future needs. 
shipments from factories are reported. 
have not been changed. 
Pottery 
The higher level of prices of: staple pieces, established 
by many potters several weeks ago, has at this time been 


No delays in 
Makers’ prices 


generally adopted. 
orders reaching makers’ hands for wholesalers are cov- 
ered for their next 30 to 60 day wants at the lower price 


There are but few future delivery 


level. Demand for special ware to complete major opera 
tions continues of fairly good proportion, but consumption 
of staple items has been somewhat decreased. Deliveries 
are prompt. 


Plumbers’ Brass Goods 

Cast and tubular brass goods prices affected by the 
steadily strengthened copper market, were again advanced 
by a number of manufacturers during the past week. Evett 
though makers have been well booked in future delivery 
Shipments, jobbers again came into the market to cover 
their March and April requirements. Installations of 
brass goods do not account for any better than moderate 
movements from wholesalers’ stocks. Manufacturers are 
sufficiently well equipped to make deliveries when re- 
quested. 

Range Boilers 

Buying on the part of master plumbers is not extensive 
and continues along the same plane which obtains during 
the early season of any year. Jobbers are well stocked 
to meet present requirements of their trade, and makers 
are aware of practically no advance buying. Some pro- 
ducers however, report sales, which in their continuity 
aggregate good seasonal volume. Stocks at manufactur- 
ing points are ample and forwardings are consequently 
Promptly effected. 

Boilers and Radiators 
Makers characterize demand as fair, having but few 


future delivery orde YT’ . hut exp rien ing " seasonally rood 
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degree of activity in so for as their local warehouses are 
concerned. Heating contractors’ requirements are on the 
wane, but there is still a fairly good amount of work, 
both new and replacement, to sustain interest. Deliveries 


in all cases are prompt. Makers’ prices are unchanged. 


SOUTHEAST 
Construction Holds Good Pace— 


With construction work in the southeastern territory 
holding close to the same pace in February as was had 
in the month previous, plumbing and heating contractors 
were fairly well engaged. Wholesalers have about com- 
pleted building up their stocks after the inventory season 
and supplies of most all commodities are plentiful at 
manufacturing sources. The activity in the heating field 
still holds, and the excellent business in this line, in the 
opinion of many contractors, is likely to continue for 
some time. 

Soil Pipe 

The movement of soil pipe to the trade was rather slow 
during the past two weeks and reports indicate that 
orders fell off slightly from the previous like period. With 
a large number of major construction projects awarded 
recently, most muster plumbers are of the opinion that 
business will soon regain its former level. No price 
changes have been made and shipments are leaving foun- 
dries promptly. 

Pipe—Brass, Stecl and Wrought [ron 

Brass pipe, since our last report, has increased in price 
at manufacturing sources a total of % of a cent per pound. 
Demand from piping contractors is fair. Stocks on hand 
among wholesalers were reported to be sufficient and de- 
liveries from the makers were made without any delay. 

lL ittings 

Demand maintained oniv a moderate pace among the 
piping contractors for brass, malleable and cast iron 
screwed fittings during the past two week: Most con- 
tractors agree that construction operations are no better 
than fair, but they seem to feel that the amount of new 
construction work scheduled to be awarded in the next 
few days is promising. Manufacturers are making ship- 
ments promptly. Since our last report a number of pro- 
ducers have raised their prices to jobbers on cast iron 
and malleable types. , 

Enameled Ware 

The price change recently announced has been adopted 
by the majority of manufacturers in this district, Con- 
tractors’ requirements are holding at a fairly rood level, 
and. as a result, the movement from wholesalers’ stocks 
is quite good. Wholesalers are maintaining stocks suf- 
ficient to meet current needs. Shipments are being made 
promptly at factories. 

Pottery 

Contractor demand was only fair during the past two 
weeks. The price advance announced recently by most 
manufacturers on wash-down bowls and tanks has been 
adopted in this territory. Potters are making deliveries 
regularly. 

Plumbers’ Brass Goods 
The market is holding firm and steady, with new busi- 


at a satisfactory rate, according to most 


ness coming il 
salesmen in this district. The brass goods market has 
maintained a high level since the opening of the quarter 
and the demand from contractors has been unusually good, 
in the opinion of most jobbers. Future delivery orders 
in cast and tubular items are above the average for this 
ast vear and whol saier are well stocked to 


period of | 


Ses SMB SOS 


leah 


te 





a 








140 DOMESTIC 


care for immediate needs, Manufacturers are making 
prompt deliveries. At least one cast brass maker has 
advanced his prices to wholesalers since our last report. 
Range Boilers 

The demand for range boilers continued light in the 
past fortnight, and maintained close to the same level as 

January. Jobbers are carrying stocks only large 
enough to care for current orders in general, giving little 
attention to their future needs. Reports indicate that at 


least one maker has issued a new sheet advancing his 


Boilers and Radiators 
The movement in the boiler and radiator line for the 


past two weeks was quite satisfactory, according to most 


sellers Many jobbers are of the opinion that future busi- 
ness loom above the average, because most eontractors 
ry. 
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lhe Metal Market 


Average Average: 


4 


Keb. 18 Deec., 1928 Oct., 1928 
Pics Tf i», 
No. 2 foundry, Chicago, 
Kurnace oa S70 00 SP? O00 L TN Ni 
PLATES AND SHEETS 
Steel boiler plates, Pitts- 
bureh, pe! ib — 140 1. Oi ; 7 
blue annealed sheets, No 
10, Pittsburgh, per Ib 2.10¢ 210% 2 
| i { Sf) . No »4 
Pittsburgh, per Ib 2.85 2.3 Zed 
PIN 
Strait ti pra e 
LEAD 
(*hris Hh Soe 
The Old Metal Market 
Dealers’ Buying Prices 
Per 1b 
\! ! clipp he r ( ppel ip 
lock tin 1546¢ (‘opper, une 
brass, light 14%Cc wire ; 
bra hea ixed j145€¢ Faucets and 
irass, red ... i3 ¢ Lead, h 
(Copper, ct! ible .16%e Solder joints 
NOTIO: Prices are those quoted on Tuesday ot thi 


are well engaged and also because of the large number of 


heating contracts expected to be awarded shortly. The 
price situation remain unchanged and deliveries ar 
regula 


PACIFIC COAST 


Fair Demand Prevails— 


Seasonal business as a whole continues in the variou 
(‘oast jobbing centers with the demand for material bette 


Bi : 


n some sections than in others. Materials of all kinds 


are plentiful and little if any delay is experienced by 
trade in having orders filled promptly. Jobbers’ prices to 
the trade vary in the different jobbing centers and con- 
tinue to be firm in some and soft in others. 
Soil Pipe 

The trade continues to purchase this commodity mostly 
in Small lots as the need arises, the total tonnage moving 
out of jobbers’ stocks at present being fair. Jobbers as 
a rule are well stocked on this item and prompt shipment 


is being made on all orders. 
i 


Pipe—Steel and Wrought Lron 

Steel pipe is moving in about normal tonnage for this 
period of the year, the trade generally purchasing only 
such pipe as is needed for immediate use. Distributors 
generally have well assorted stocks and prompt shipment 
is being made on all orders. The demand for wrought 
iron pipe is not very heavy at present and most sales con- 
tinue to be in small lots. Distributors generally have 
sufficient stocks to take care of current needs without 
delay. 

Knameled Ware 

The demand for this commodity is not heavy at presen! 
although it fairly well averages up to seasonal. Recent 
price changes have not increased the demand to any 
noticeable extent, most purchasing being done only as the 
need for material arises. Distributors generally have well 
balanced stocks and nearby manufacturing plants and 
manufacturers’ warehouses are in a position to make 
prompt shipments. 

Pottery 
Pottery continues to move only in small lots Stocks 


, 
| Oi 


in the hands of jobbers are sufficient to take « 


current needs without delay and Coast potteries ca 
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early shipment of ware if required. Prices by all con- 
eerned remain unchanged. 
Plumbers’ Brass Goods 

There continues a substantial demand for this com- 
modity, especially cast brass goods. During the week 
of February 11th, several manufacturers announced ad- 
vances in their prices to the wholesaler. 

Range Boilers 
Little change is noted in the demand for this com- 


modity which is only moderate in volume with most of 


the trade purchasing only in small lots as the need 
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arises. Distributors are carrying sufficient stocks to take 
care of the trade’s needs and replacing their stock in 
about the same volume as sales. 
Fittings 
During the week of February llth, several manufac- 
turers of fittings announced a price advance on nearly all 
classes of fittings. Most jobbers reflected this price in 
their quotations to the trade with the result that quite 
a bit of business was brought forth in order to cover at 
old prices. Stocks in distributors’ hands are well as- 


sorted and factory shipments are being made promptly. 


Building Permits for December in 208 Cities 


the total volume of building permits granted during 
the year 1928 in 208 cities amounted to $3,220,340,300, 
according to reports of the 208 city building departments 
to the F. W. 


total amounts of permits issued in 1927 amounted to 


Dodge Corporation. In the same cities the 
$3,329,894,200, which makes the 1928 record 3 per cent 
less. Ninety-two cities showed gains, while 116 cities 
showed losses when compared with their 1927 totals. 

The 1928 ‘thonor roll’’ cities (those averaging a million 
dollars or more a month and showing a gain of 20 per cent 
or more over their 1927 permit valuations) numbered 
seven. These cities were: Long Beach, Calif.;: Washing- 
ton, Atlanta, Baltimore, Cleveland, Houston and Seattle. 

December permits granted in these 208 cities reached a 
total of $210,212,200, which was a drop of 13 per cent 
from the amount reported in the preceding month and a 
loss of 14 per cent from the total for December, 1927. 
Compared with December, 1927, records, one hundred and 
five cities had increased permit valuations and one hun- 
dred and three had decreases. 

seventeen of the cities had more than one million dol- 
lars in permit valuations and’ showed an increase of 20 
per cent or more over their December, 1927, records. 
These cities were as follows: Los Angeles, Oakland, New 
Haven, Washington, Atlanta, Indianapolis, Louisville, Bal- 
timore, Pontiac, St. Louis, Omaha, Buftalo, Mount Vernon, 
Cleveland, Toledo, Houston, Milwaukee. 

There were five cities appearing on the December 
“honor roll’’ and also on the ‘‘honor roll’’ for the year. 
The following are the cities: Washington, Atlanta, Balti- 
more, Cleveland and Houston. 

December, 1928 December, 1927 
No. of No. of nS 


Permits Valuation Permits Valuation 


Alabama 
Birmingham 290 §$ 636,700 372 $ 2,333,100 
Arizona 
Phoenix. . Q7 246,400 97 7OL, 100 
Arkansas 
Fort Smith 103 38,300 102 72,200 
Little Rock 63 301,900 Og 142.800 
California 
Alameda 19 145,500 56 129.300 
Berkeley 122 742,200 174 645,700 
Compton 27 50,300 25 71,300 
Fresno 80 39,900 59 126,400 
Glendale &Q 312,100 108 150.300 
Long Beach 379 2,249,500 360 2,153,200 
Los Angeles 2,120 10,032,300 2,483 6,630,400 
Oakland 1,136,100 392 756,600 
Pasadena 9212 413,000 235 628,500 
Sacramento 111 213.000 133 259,900 
San Diego 365 1,087,000 450 1,435,000 
San Francisco 509 L,606,700 620 2? 582.000 
San Jose 53 76,600 72 124,500 
Santa Ana 9 114,500 35 37 000 
Stockton 1S 69,900 59 253,900 
Colorado 
Colorado Springs 31 15,700 32 14,400 


December, 12S December. 192% 
No. of No. of 
Permits Valuation Permits Valuation 
Denver O41.700 a 160 O00 
Pueblo ‘ 50) IS POD +0) Hi? OOO 
Connecticut 
Bridgeport LQG 435.000 ay ISO. 400 
New Haven P52 1. 220,700 Lay; , 4.700 
Delaware 
Wilmington 79 1O.700 bO7 400 


District of 
Columbia 


Washington 305 1a OOO q¥ O07 400 
Florida 
Davtona Beach i 7S.SO0 tt) HH. 200 
Jacksonville rs | 55.000 ys O7 500 
Lakeland _ ) 1.200 1] OOO 
\liami vr 71.100 94} 157 200 
Tampa 1o4 105.800 Re: 7 POO 
Georgia 
\tlanta !SO) 7 463.800 Bin 724.700 
\ugusta 142 104,600 p23 by SOO 
\lacon lit "OL SOO 1.4) IS4. S00) 
Savannan Pt) 40 500 30 Maun 
idaho 
Boise ar 19 HO0 5: M65 SOO 
lilinois 
\urora 43 1 iS.O00 Bs 19 OOD 
(Chicago 92S ? SOR 300 Hoa >> TOE EO) 
Decatur ae) 107 000 45 ik 1O0 
Kast St. Louis 79.200 4) 134,600 
Kvanston 50 671.100 75 I SL6 S00 
\lay wood ya 264,400 vw 1 400 
Peoria tits 299 7OO0 DD 38 OOD 
Rockford pon FOO 800 1a f1? BOO 
Springfield 57 254,900 an 55.200 
indiana 
Kikhart 32 10,200 32 833.300 
Evansville 290 202,600 16] 131.300 
Fort Wayne On 356,100 bee 267.700 
(rary Hi] HOS OO a 70.300 
Hammond 32 147.000 HO 1. 100.800 
Indianapolis 10 1.288.000 522 S90 800 
Richmond — 27 57.700 14 23,200 
South Bend 173 153.800 , IA) 1 300 
Terre Haute tf) 12.100 “4 14.000 
lowa 
Cedar Rapids 39 71,300 is 61.200 
Davenport > 14,000 47 1? 700 
Des Moines 17 216,800 is 96,200 
Dubuque 28 12 800 15 259, 900 
Mason City s 7,200 28 140,300 
Sioux City 20) 11,600 20) 143,700 
Waterloo Q2 92 300 10 $1,200 
Kansas 
Kansas City 36 74.000 30 34.100 
Topeka i4 46,900 ir SY? OOD) 
Wichita 109 762,000 110 $75.600 
Kentucky 
Covington 21 39.300 22 63.800 
Lexington 34 334,800 t] 161,500 
Louisville 122 1.170.800 174 S70.900 
Louisiana 
New Orleans 30 164.600 160 554.000 
Shreveport 201 343,100 154 214.400 
Maine 
Portland. . 132 4,200 54 201 TOO 
Maryland 
saltimore S60 1,994,000 HS2 1,246,300 
Cumberland 1s 1/400 9 173,500 


he ae ™ 
tree 
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December, 


NO ot 
Permits 
Massachusetts 
Beverly i2 
Boston iS6 
Brockton DD 
C‘ambridge 43 
(‘helsea 10 
Chicoper 23 
Fall River 26 
Fitchburg 11 
Haverhill.... 1s 
Lawrence 13 
Lowell 38 
Lynn 59 
\Nledford 59 
New Bedford 34 
North Adams 15 
Quincy " 149 
Salem 30 
Somerville 38 
Springfield 70 
Waltham 19 
Worcester 112 
Michigan 
Battle Creek 19 
Bay City 32 
Detroit 1351 
Flint 230 
(Grrand Rapids 242 
Jackson 54 
Kalamazoo 56 
Lansing 69 
Pontiac 1/2 
Saginaw i 
Minnesota 
Duluth 163 
Minneapolis 274 
St. Paul 160 
Mississippi 
Jackson S7 
Missouri 
Kansas City 15S 
St. Joseph s 
St. Louis 745 
Montana 
butte t} 
Nebraska 
Lincoln of) 
(Omaha 34 
New Hampshire 
Nlanchester 17 
New Jersey 
Atlantic City Ov 
Bayonne 22 
C‘amden 7” 56 
Kast Orange rat 
Elizabeth Qs 
Hoboken sy 
Jersey City 71 
Newark 285 
(Orange 35 
Passaic G7 
Paterson 124 
Plainfield 60 
Trenton 5 
New Mexico 
Albuquerque 
New York 
Albany 379 
Auburn 17 
Binghamton 232 
sulfalo 214 
MiIount Vernon 66 
Bronx 1.643 
Brookyn 621 
Manhattan 222 
(Queens 421 
Richmond 104 
New York City (All 
,0ros 3.40] 
Niagara Falls SO 
Schenectady O06 
Syracuse 137 
roy Ze 
lL tica } 
Wa 1s 
Yon!) , 


— Owe ZX 


Sos] & = =] bo 


to NW Ww Ww 


~J 


1928" 
Valuation 


7.300 


700 
100 
300 
000 
500 
100 


3.000 
£800 
35,500 
2,900 


SOO 


800 
7,700 


400 
200 
600 
600 


800 


SOO 


200 


000 
28.900 


600 
300 
SOO 
000 
600 
5OO 
5OO 
O00 


600 


500 
600 


5.900 


2 O00 
5,300 


O00) 


>, 000 


Z00) 
SOU) 


(Ot) 


£600 
400 
000 
700 
500 
400 
700 
800 
600 
700 
700 
SOO 
S300 


SOO 


000 
5,100 
200 
300 
000 
200 
£800 
O00 
£600 
SOO 


S00 


(00) 


400 
000) 


900) 
AO0 
O00 


tt} 
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December. 


of 


Permits 


49 
36 
26 
40) 
31 
30 
babe 


112 


26 


2QQ 


314 


315 


11s 
10 
162 
19 


1S1 
Is 


774 


st) 


377 


12 
120) 
64 
39 


380 


226 


—— 


‘ 


Valuation 


HOO 
DOO 
HOO 
900 


SOU 
200 
2,300 
,100 
600 
200 


700 
100 
200 
5OO 


5.500 
2 SOO 


SOO 
400 
700 
100 
700 


600 


00 


500 
300 
900 
100 
500 
3800 


300 


1O0 


400 


9,600 


LOO 


HOO 


1On 


3.700 


900) 


00) 


1O0 
HOO 


4.200 


O00 
SOC) 
TOO 


S00 
000 


SOO 
(00) 


00 
500 
YOO 


O00 


200 
SOMO) 


200 


O00 


5O0O 


500 


5OO 


300 
100 
OOO 


(p00) 
40) 


Ft) 


(p00) 
100) 
(000) 


300) 


5SO0 
bE t) 
etn} 
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North Carolina 
Asheville 
(‘harlotte 
Durham 
(;reensboro 
Wilmington 
Winston-Salem 

North Dakota 
Fargo 

Ohio 
Akron 
Canton 
Cincinnati 
Cleveland 
Columbus 
Dayton 
Hamilton 
Springfield 
Toledo 
Youngstown 

Oklahoma 
Muskogee . 
Oklahoma City 
Tulsa 

Oregon 
Portland 

Pennsylvania 
Allentown 
Altoona 
Bethlehem 
Kaston 
Erie 
Harrisburg 


Johnstown 


Lancaster 
Philadelphia 
Pittsburgh 
Reading 
scranton 
Wilkes-Barre 
Rhode Island 
Providence 
South Carolina 
Charleston 
Columbia 
Crreensville 
South Dakota 
Sioux Falls 
Tennessee 
Chattanooga 
knoxville 
\lemphis 
Nashville 
Texas 
sjeaumont 
Dallas 
yl Paso 
Fort Worth 
(Gralveston 
Hlouston 
san Antonio 
Utah 
Ovden 
Salt Lake City 
Virginia 
Norfolk 
Richmond 
Roanoke 
Washington 
Kverett 
Seattle 
Spokane 
Tacoma 
West Virginia 
(‘harleston 
Wheeling 
Wisconsin 
Kenosha 
\Nladison 
\Mlilwaukee 
Oshkosh 
Racine 
Sheboygan 
Wyoming 


(“heyenne 


otal 


December, 1928 


No. of 
Permits 


39 
63 
23 
39 
12 


SI 


9 


326 
69 


326 


502 
227 
15] 
32 
39 
220 


102 


13 
245 


200 


499 


29 
28 
29 
is 
96 


20 


156 

96 
230 
150 


130 
IS6 
103 
195 
LO6 


309 


274 


14 
50 


U4 


49 


56 


~<pep 


Li2 


41 


134 


603 


32,264 


—~ #6 
we 


. 
— 


to 


* « 
oe 


a 


~ 


Valuation 


71,600 
$23,900 
155,800 

86,800 

26,900 
234,000 


S1.000 


309,000 


191,900 


, 166,000 
>, 806,800 


772,300 
310,400 

64,900 
100,800 


,154,000 


564,700 


80,300 


.217,700 
,056,700 


,261,700 


405,200 
750,000 
79,600 
47,100 
251,800 
50,600 
167,200 
515,900 


9,605,800 


360,000 

98,000 
235,500 
300,500 


725,800 


55,600 
140,700 
113.800 


142.600 


118,100 
292,600 
£12,800 
742,900 


518,400 
521,800 
362,800 
498,600 
250,800 


848,200 


641,100 


36,900 
173,300 


188,500 
343,000 
130,800 


34,400 
SS1,400 
258,000 
506,500 


157.500 
126,400 


218,700 
163,500 


257,100 


86,800 
205,100 
136,200 


4.200 


$210,212,200 
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December, 19°27 


No. of 
Permits 


46 
SO) 
46 


208 


20 
023 
426 

95 

OS 

1S 


2H0 


m bo 
“ @ hw 
~t s] 


N 


131 
187 

57 
PR 
138 


332 
300 


i0 
» 6) 
215 
50 
49 


SS 


Valuat ion 


278.300 
318.500 
25S. HOO 
169.600 

19.400 
277.700 


24.600 


2,305,100 


150,200 


3.769.300 
4.751.900 
1,510,100 


190,200 
60,100 
21,100 

920,300 


1,111,600 


23.700 
066.500 


580,200 


1,120,500 


168,600 
72,100 
96,000 

180,400 

237,200 

129,000 
16,100 

436,100 


6,095,400 
3,218,500 


280 300 
193.300 
97.400 


1,746,200 


22 300 
206.800 
17.700 


124.000 


629.900 
365,200 
154.000 
177.000 


18$O.400 
352,500 


106,400 


3,891,700 


172.500 


1.923.300 


441,000 


118.000 
112.800 


IS1,200 
505,400 


125,300 


32,500 


1,281,200 


117.200 
944.000 


110,400 
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Bay Counties Plumbers Convene at San Jose 

Subjects of more than local interest held the attention 
of the members of the Bay Counties Conference when they 
assembled recently at San Jose, Calif. There were sev- 
enty-five masters in attendance, representing the local as- 
gociations at San Francisco, Oakland, Berkeley, Walnut 
Creek, Palo Alto, Mountain View, Danville, Concord, Hills- 
borough, San Mateo, Burlingame, and other points in ad- 
dition to San Jose. 

The conference is held at different points about the San 
Francisco Bay district and the north central section of the 
state; and it is regarded as one of California’s most po- 
tent influences for the good of the industry. Aside from 
their educational value, these conferences are featured by 
the introduction, debate and, in time, the solution of prob- 











Top row: Fred N. Johnson, chief plumbing inspector of the 
City of San Jose, Calif.; Charles A. Merritt and Son, plumbing 
and heating contractors of San Jose (Mr. Merritt, Sr., is 
secretary of the merchant plumbers’ association); Herman 
Moltzen, vice president of San Jose association. Bottom row: 
William F. Serpa, president of San Jose association; Ernest 
Schaeffle, manager of San Francisco association and secretary 
of Bay Counties Conference; Thomas CC. Douglass, manager 
of Heating and Piping Contractors San Francisco association; 
V. Young of San Francisco, chairman of ordinance committee 
of Bay Counties Conference 


lems, both local and general, which can best be handled 
through the efforts of competent committeemen. The con- 
ference assembles every three or four months; or when- 
ever five Mondays occur during the month, the meeting 
takes place on the fifth Monday. The San Jose conference 
wes postponed from December 31. 

William F. Serpa, president of the San Jose Association, 
opened the meeting with an address of welcome to the 
visiting masters, after which the gavel was turned over to 
the conference chairman, George Stoddard, of Berkeley. 

The first committee report was made by J. V. Young, of 
San Francisco, who stated that real progress is being made 
on the state plumbing ordinance. Mr. Young hopes that 
by going slowly with this work, his committee will accom- 
plish far better results in the end. 

As speaker of the evening, Thomas C. Douglass, man- 
ager of the Heating and Piping Contractors’ San Fran- 
cisco Association, placed his finger on many topics press- 
ing for solution, and offered a number of suggestions de- 
signed to benefit the individual master plumber. 

The keynote of his talk was concentration. ‘I wonder 
if we are specializing enough,” he queried, then proceeding 
to counsel his hearers against ‘‘branching out’’ into the 
Plumbing business if one is essentially a heating man, and 
vice versa. 

Mr. Douglass urged the masters to discourage the ‘“‘good 
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ROOF 
Flashings 


Oatey 4 in1 Roof Flashings 
fit EXTRA HEAVY soil 
pipe, without any fitting or 
trimming at the collar: 
they fit all STANDARD 
pipe, the angle of the collar 
allowing for proper caulking 
without danger of buckling 
or breaking; fit any flat 
roof or any angle roof up 
to 45 degrees. 

The Oatey manufacturing 

process positively makes 


them ALWAYS DRY. 
FROM YOUR JOBBER 





L.R. OATEY CO. cicero 

















‘PEE RLES>. 








Judicious Investment Pays 


Franklin’s birthday should remind us to 
check up on ourselves and see if we are 
following the example of that celebrated 
disciple of industry, order and thrift. 


You are invited to bring your tubular 
threading problems to Pipe Threading 
Machine Headquarters. 


It costs nothing to investigate 


BIGNALL & KEELER MACHINE WORKS 


of the N. O. Nelson Mfg. Co. 
PEERLESS EnWARDSVILLE, ILLINOIS 














re) , JO 
“4 ¢ G 
Ce A 





2% 
























































144 DOMESTIC ENGINEERING 


{amous 
4umb guys 
of history 





| 











February 23, 1929 


















































This man is James T. Dingbat,. He is not 
playing pool. He is mopping up after 
Nellie, the elderly water closet, has gone 


on a tear and overtiowed again. 


Well, what could he expect, with a trap- 
way the size of a golf ball? His Master 
Plumber could have told him that the 
Improved Madera would get rid of all 
that.* He could have told him that its 
long bowl and seat, powerful flushing and 


fine fittings make it trouble-free for life. 


It serves James right. After two more 
bouts with the mop he will cry for a 
Madera, and pay the advertised price of 


$85 with a sigh of relief. 


*The Madera has an 
extra large trapway 
which safely passes 
sanitary pads. 





Maddock also offers the Madbrook at 
$50 and the Maderno at $31. Both 
have Durock bodies, and large bowls 
and seats. Both are unusual values 
for the money, and the plumber who 
carries the Madera at $85, as well as 
the Madbrook and Maderno, is able 
to compete for all the business in his 
community with a modern elongated 
closet. THOMAS MADDOCK’S SONS 
COMPANY, Trenton, New Jersey. 
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enough” attitude on the part of the customers with rela- 
tion to their sanitary equipment and accessories. ‘‘Awaken 
them to the advantages of new and modern fixtures. Tell 
them about the beauty and utility of the plumbing goods 
that are coming out today.”’ 

Carl J. Marsh, Pacific Coast manager of the Plumbing 
and Heating Industries Bureau, reviewed the activities of 
the bureau since the establishment of its western branch 
the middle of last year, and their plans for the betterment 
of the industry on the West Coast for the coming year. 
Particular stress was laid on the spontaneous reception 
given the classes in salesmanship endorsed by the bureau 
and conducted by A. W. Grieve in Oakland, San Francisco, 
Los Angeles and other cities throughout California. 

Touching on the subject of credit conditions, Mr. Marsh 
pointed out that losses due to bad credits in San Francisco 
amounting to $3,000,000 a vear imposed a heavy handicap 
on building operations. These losses were due largely to 
defaulting on the part of the general contractors. A feas- 
ible plan is now being worked out to check such losses, 
by means of a credit bureau, with indications pointing to- 
ward its adoption. ‘‘Whether this plan is accepted or not,”’ 
said the speaker, “‘remains to be seen; if not, we must have 
some means of relief, and that soon.’’ 

A. W. Grieve, sales expert and member of the business 
engineering firm of Beckman, Hollister & Company of San 
Francisco, spoke briefly on the situation existing between 
the three branches of the industry. ‘“‘Business poor?’ he 
asked. ‘‘No. Business is good; that is, it’s good when 
you go out and get it, and when the manufacturer and the 
jobber see that that is what you are doing, they will help 
you to get more business—and more profit.’’ 

Discussion bearing on the findings of the conference's 
gas appliance committee was postponed until the last, due 
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to the interest in this subject and the advisability of giv- 
ing everyone present a chance to give the conference the 
benefit of his experience. 

Until the first of the year, no definite, concrete state- 
ment was given out, according to the report of Ernest 
Schaeffle, chairman of the gas appliance committee. At 
that time, a qualified spokesman for the utilities corpora- 
tion gave out the statement that it was the intention of 
his company to enter the field and push actively the sale 
of water heaters and other gas appliances. 

Chairman Stoddard asked for expressions of opinion 
from conference members which resulted in the develop- 
ment of very definite views as to the attitude of the mas- 
ters. W. H. Picard, president of the Alameda County M. 
P. A., said in part: ‘“‘Some time ago I learned that the 
gas company was about to send their sales forces out into 
the field. I was not unduly alarmed about this, because 
lam convinced we can cope with this situation very nicely 
by the simple expedient of emploving salesmen ourselves 
and sending them out after this business.”’ 


. 
New York Heating Contractors to Meet 


The thirty-fourth annual convention of the Heating and 
Piping Contractors New York State Association will be 
held at the Hotel McAlpin, New York City, on March 11 
and 12. 

Speaking for the committee, Robert B. Miller, secretary- 
treasurer of the New York state association, said: ‘‘There 
will be a discussion of the credit situation in the heating 
industry, of the National Association Engineering Stand- 
ards and their application in Certified Heating, of the re- 
sponsibilities of the heating and piping contractor for pres- 
ent conditions in the trade, and most important of all 
‘How to Make a Profit.’ ’”’ 




















ENVILLE 


PRODUCTS 











AYDEN VILLE Products have 

earned their reputation. This 

they have accomplished because 

in their manufacture the strict- 

est adherence to super-quality is 
maintained. 


Your jobber should carry a com- 
plete line of Haydenville Products. 
If he does not--write direct to us. 


THE HAYDENVILLE COMPANY 
HAYDENVILLE, MASS. 
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What, in the last analysis, ts 
it that interests you most in the 
matter of fitting service? 


A source of supply of proved 
reliability : a reasonable assurance 
that the type you want Is included 
in the manufacturer's line, and a 

oduct that can be depended 

upon to furnish years of leakproof service—doesn't that just 
about sum it up? 

Jarecki’s reputation for reliability dates back 77 years. The 
Jarecki line is unusually complete. The Jarecki trademark is 
known in every part of the world as a symbol of dependability. 


Is it surprising, under these conditions, that the first order 
placed with Jarecki is the invariable forerunner of long and 
pleasant business relations? 


[Established 1852) 








Jarecki Manufacturing Company 
Erie, Penna., U.S.A. 








KROY 
Unit H eater 
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York Heating & Ventilating Corp’n 


Largest “Producers of Unit Heaters 
1573 Sansom Street Philadelphia 








.t Q Wisconsin Club Elects New Officers 


At a recent meeting of the Lake Shore Sanitary Club of 
Wisconsin, held in Racine, Albert Brunk of Racine, was 
elected president for the forthcoming year. The other 
officers elected at the meeting are as follows: Hubert 
Robb of South Milwaukee, vice president; Henry Smith of 
Racine, secretary; August Fugie of West Bend, treasurer. 


. 
San Francisco Heating Men Pick Officers 


The Heating and Piping 
Contractors San _ Francisco 
Association met at the Clift 
Hotel, January 14, and re- 
elected the entire official per- 
sonnel. The meeting was at- 
tended by 100 per cent of the 
members, and was featured 
by talks from President Cur- 
tiss N. Gilley, Manager Doug- 
lass, and others. No small 
part of the splendid progress 
achieved during 1928 was due 
to the forward-looking pro- 
gram outlined and followed 
through, not only on the part 
of the officers, but by the 
members as well. This or- Curtiss N. Gilley 
ganization is anticipating a 
still greater measure of accomplishment during 1929 over 
that scored in the year just closed. 

The officers are: Curtiss N. Gilley, president; Albert 
G. Atwood, vice president; E. A. Natkemper, secretary; 
James H. Pinkerton, treasurer; Thomas C. Douglass, 
manager. 
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Washington Trade Plans Co-operative 
Merchandising Campaign 


The second organization meeting of the plumbers, man- 
ufacturers, and wholesalers of Washington, D. C., was held 
at the Hamilton Hotel in that city on January 24 to make 
further arrangements for the trade improvement and ad- 
vertising campaign to be conducted there. Representa- 
tives from all divisions of the industry were present at 
the meeting, with Claude W. Owen, of E. G. Schafer & Co., 
Washington wholesalers, presiding in place of Mr. Moran, 
who was confined to his home because of illness. 

Mr. Owen opened the meeting by reviewing briefly the 
proceedings of the former meeting, and stated that the 
idea was apparently interesting almost everyone in the 
industry because of the most favorable response received 
from those interrogated. 

He then introduced E. L. Flentje, of the Plumbing and 
Heating Industries Bureau. Mr. Flentje, who was so suc- 
cessful last year in the Philadelphia campaign, outlined 
exactly what would have to be done in a preliminary way 
in order to assure success. ‘‘Your ship will sink before 
it leaves the dock,’ he said, ‘‘unless certain important 
matters are first managed. Your money will be entirels 
wasted unless you have definitely laid plans which have 
proven successful by experience elsewhere.”’ 

Advertising will not be too actively encouraged at first 
because of its slowness in getting desired results within 
a short period of time, but Mr. Flentje stated that com- 
munity exhibits will at once be opened, and if results can 
be judged by what was accomplished in Philadelphia, im- 
provements should be noted and some business created a! 
once. The reason for this, he thought, will be due to the 
fact that Washington, like Philadelphia, has never been 
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subjected to a much needed sales pressure in plumbing 
fixtures. 

Mr. Flentje will make as many trips to Washington 
during the course of the campaign as he possibly can, but 
he recommended that some expert in merchandising be 
chosen to direct their efforts. He suggested, however, 
that no person connected with any phase of the industry 
be selected because of a tendency to have a biased or one- 
sided view of the matter, due to the close connection and 
relationship with the industry. The best person to look 
for, he said, would be one who has had a general wide 
experience in merchandising. Contributions of the mem- 
bers will be adjusted on the same basis that worked so 
successfully in Philadelphia. Since a great deal of the 
business in Washington is obtained from the adjacent 
counties of Maryland and Virginia, it is expected to include 
this territory, as well as have an exhibit at strategic points 
in these localities, most of the people in these sections 
being owners of their homes. 

The representatives of the master plumbers, heating 
men, wholesalers, and manufacturers attending were: E. 
J. Febrey, M. R. Colbert, P. F. O’Ganlon, W. G. Cunning- 
ham, Frank Meyer, F. Kohler, J. E. Heffron, J. E. Lewis, 
H. F. Seltzer, W. Talcott, F. Kerr, George Scavage, E. J. 
Healy, W. L. Gary, S. Subletto, F. M. Jackson, J. J. Bab- 
lington, C. W. Owen, and John W. Clark, executive secre- 
tary of The Maryland Master Plumbers’ Association. 


> 
Boston Masters Hold Annual Ball 


One of the most colorful events of the year in plumbing 
and heating circles around Boston is the annual grand 
ball of the Master Plumbers Association of Boston and 
Vicinity, Inc. The 1929 affair was no exception to the 
general rule, being held on Wednesday evening, February 
6, at Convention Hall. The event proved to be one of the 
largest, if not the largest, attended in the history of the 
Boston association, approximately 500 persons turning 
out, despite a rainy, disagreeable night. All divisions of 
the trade were represented, including master plumbers 
and their wives, wholesalers, their salesmen, manufac- 
turers and their ladies. 

The affair was scheduled to begin at 8 o’clock and soon 
after that hour automobiles began disgorging their oc- 
cupants at the door, until soon parking space in the 
vicinity was at a premium. Within an hour the ball was 
in full swing, with scores of couples taking advantage of 
the tuneful strains of the orchestra and the excellent 
dancing floor. 

As the hours passed, the doors to the dining room were 
opened, and all present were privileged to partake of the 
excellent buffet supper which was served. Thus the merry- 
makers alternated between the dance floor and the supper 
for the balance of the evening. Attractive programs were 
distributed to the guests, the innovation adopted two years 
ago of carrying the names on the program of those non- 
members of the association who had purchased tickets 
being again followed. 

The ball was managed by the board of directors, who 
were assisted by Andrew Curtin, Jr., Herbert Rose, Jr., 
Clifford Perham, William Hanson, Jr., and Angelo Minella, 
most of these being sons of master plumber members. 
The board of directors is made up of Robert A. LaCentra, 
Albert E. Roberts, Patrick A. Lang, J. Preston Perham, 
Edward C. Kelly, John J. Downey, Edwin W. Cox, James 
G. Gillespie, George Crawford, William P. Kane, and Her- 
bert L. Rose, Sr. Officers of the association are Mr. La 
Centra, president; Mr. Roberts, vice president; Mr. Per- 
ham, financial secretary; Mr. Lang, treasurer; and Mr. 
Kelly, secretary. 
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‘ This new S & K Swing Spout Kitchen Sink 
Faucet is of distinctive, practical design. The 
lever handles are in the right position. They 
do not interfere with the soap dish. 


It is exceptionally well made and is priced 
very low. 


You'll want to install the S & K Five One Five 
just as much as your customers will want to 
buy it. 


Write us for sample and prices. 














Street & Kent Mfg. Co. ciybourn ave. Chicago 
\ A 





A Choice of the Best 


HAT’S what you 

getinrepliesfrom 
a ‘*Domestic Engineering ’”’ 
Want Ad. 


Nomatter what your problem 
—if you want a job or a man 
for a job, if you have some 
used equipment to sell or 
want to buy some, if you want 
to know what the leading 
books on plumbing and heat- 
ing are, if you want bids on 
a job—a ‘*Domestic Engi- 
neering’’ Want Ad will solve 
that problem. 


Domestic Engineering 


1900 Prairie Ave. Chicago, Ill. 

















Minnesota Approves 


Permanent Oftice 


WW. F. Chapman, Minneapolis, is new president; 
Meeting hears speakers from neighboring states 


HE 35th annual convention of the Minnesota Retail 
Plumbers Association, convening in the Radisson 
Hotel, Minneapolis, February 12 and 13, unani- 
mously approved the idea of a permanent central office, 
to be located in Chicago; took steps to build up a substan- 
tial subscription to the Plumbing and Heating Industries’ 
sureau; discussed a state code now ready to be presented 
to the Minnesota Legislature; endorsed Wm. F. Hildeman, 
of Chicago Heights, Ill., for the office of first vice-president 
of the national body; and considered the advisability of 
employing a paid secretary for the state’s work. 
The following officers were selected for the ensuing 





ES 


Axel Peterson 


4 
vear: President, Warren F. Chapman, Minneapolis; vice 
president, J. A. Daley, Rochester; treasurer, S. B. Harvey, 


Minneapolis; sergeant-at-arms, J. G. Mehl, Albert Lea. 


VISITING SPEAKERS 

NUMBER of visitors from other central-western 
A states were cordially welcomed and offered the priv- 
ilege of the floor. From Illinois came Dick Johnson, of 
Champaign, until last month president of the state asso- 
ciation, and Wm. F. Hildeman, Chicago Heights, also an 
Illinois past president. Wisconsin was represented by 
State President Louis Friend of Milwaukee; J. P. McCoy, 
of Fond du Lac, vice president; Walter W. Dusold, presi- 
dent of the Milwaukee group; Joseph Brah, also of Mil- 
waukee, and H. E. Bergrud of Eau Claire. John H. 

Giese, of Mitchell, S. D., also attended the convention. 
The Plumbing and Heating Industries Bureau was rep- 
resented by Wm. G. Bergner, who will retire as secretary 
of the Bureau on March 1. Mr. Bergner asked the sup- 
port of the Minnesota masters for the Bureau. He urged 
them to get acquainted with the work the Bureau is doing. 
He pointed out the great need for sales development in 
the industry and the key position occupied by the plumb- 














W. F. Chapman 


ing and heating contractor. When the matter of voluntary 
contributions to the Bureau was up for discussion, Mr. 
Bergner told of the work done at the Illinois and Wis- 
consin conventions. The contribution now made by the 
national association is, he said, too small. “I feel that in 
order to prove to the manufacturers and wholesalers, who 
are believers in the Bureau,’’ he continued, ‘“‘there should 
be a movement throughout the country to gather sub- 
scriptions from the plumbing and heating contractors.”’ 

Mr. Hildeman, speaking as a national director said, in 
part: ‘‘You are going to have a business administration in 
national affairs this year. Your national office is going 
to give you a new viewpoint. A tremendous change has 
taken place in our business and unless we see this new 
viewpoint we are doomed to failure.”’ 

Mr. Hildeman made particular reference to the change 
in the attitude of the government toward business and 
toward association work, and told something of the re- 
cent meeting of the Central Supply Association, during 
which it was agreed to have a Trade Practice Conference, 
under the auspices of the Federal Trade Commission. 
“We want no more back room tactics in the industry,’’ 
said Mr. Hildeman, ‘‘A new era is dawning in this indus- 
try which does not require them.”’ 

STATE CODE DISCUSSED 

N OPENING the first session of the two-day meeting, 
| Axel Peterson. of St. Paul, retiring state president, 
said: ‘‘Plumbing leads the nation in its structural develop- 
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ment. iI have pointed out to you many times that the 
plumber brings the soul of the building to the building. 
Without plumbing and heating the most magnificent 
building would be uninhabitable.’’ He stressed the im- 
portance of sanitation and pointed out that it was doing 
much to make summer camps and places of recreation safe. 

Mr. Peterson’s report, made verbally briefly described 
his activities during the year. His main conclusion, after 
a year of difficulties, was that the state needed a paid 
field man, although it would admittedly be difficult under 
the present financial condition of the association. 

When the proposed state code came up for discussion, 
Louis Friend, president of the Wisconsin association, said 
that there had been a decrease in typhoid fever cases of 
more than 75% since the enactment of the Wisconsin 
plumbing code, and said that the head of the state board 
of health had said that this was in no small measure due 
to the code and its enforcement. He urged the Minnesota 
members to grasp the value to them of a state code prop- 
erly administered. 

On the subject of the permanent office, H. Merwin 











F. A. Beier 


Porter, a past national director, sketched the history of 
the idea and the change in opinion on the part of some 
who had previously opposed it. “I believe,’’ he said, ‘‘that 
our organization has reached a size when, for the good 
of our members, we should have a permanent office with 
aman who will be continuously in touch with the state 
secretaries.’’ He pointed out that other industries which 
have been successful have all had permanent offices. He 
referred to the loss of time in transferring records from 
one city to another at each change of administration. 


Mr. Hildeman was asked to express himself on the 
Subject, and he said: ‘“‘The permanent office will not cost 
us any more than under our present system, on the basis 
of the returns to be expected. As a matter of fact, the 
work of the national has been up to now done by the 
individual states.’’ 

Going on then to the subject of paid secretaries, Mr. 
Hildeman said that he felt it one of the most important 
things to be considered just now. He cited the case of 
lllinois, where the association went outside its ranks to 
secure a man who had training in organization work 
because it was felt that the man who was to be secretary 
heed not be a practical plumber. His was the business 
end of the industry, and he must be a business man in 
order to look after it effectively. He said that it was 
hot fair to elect officers and expect them to sacrifice their 
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time and their business interests to do association work 
gratis. 

W. W. Hughes led the discussion on the matter of 
voluntary contributions to the Bureau. He recalled the 
history of the trade extension idea as launched by L. 
McNamara, of St. Louis. ‘“‘We should all have a financial 
interest in the Bureau,’’ he said. ‘‘I feel that the way to 
do this is to follow the example of Illinois and Wisconsin 
and make a worthwhile contribution. It may be impos- 
sible to do it as a state organization, but as individuals 
we can.’”’ 

Mr. Hughes then indicated his willingness to pledge 
$25 to the Bureau, and L. H. Johnson, of Minneapolis, 
took up the task of securing pledges from the floor. Dis- 
cussion developed the feeling that locals should have a 
chance to discuss the matter so that they might act as 
units and the idea was referred to the incoming officers 
with instructions to send a letter to all members re- 
questing action. 


COMMITTEES 
HE report of the Credentials Committee showed that 
"lt ene members had registered and twenty-eight 
visitors. The following committees were appointed for 
the convention: 

Auditing: Geo. W. Anderson, St. Paul: H. W. Strader 
and W. W. Hughes of Minneapolis. For the Credentials 
Committee: E. R. Anderson, Minneapolis; H. W. Benson, 
St. Cloud, and J. J. O’Donnell, St. Paul. 

On the Grievance Committee were H. M. Porter, Minne- 
apolis; and F. A. Beier, St. Paul. Memorial Committee: 
L. H. Johnson, Minneapolis; A. A. Budd, Austin, and E. 
Nelson, Princeton. 


ag 











Ww. W. Hughes 


The Nominating Committee was composed of Albert 
Oman, Pine City; W. S. Bagley, Jr., Minneapolis; Thos. 
D. Shetka,. St. Paul: J. A. Daley, Rochester; Earl Gifford, 
St. Paul, and J. Rademacher, Shackpee. Reception Com- 
mittee: F. A. Beier and Anthony A. Schmidt, of St. Paul; 
Harvey W. Strader and M. Elsen of Minneapolis; J. H. 
Thompson, Winona. 

Resolutions Committee: John Holt, St. Paul; Ben Ben- 
son, Willmar: W. W. Hughes and M. T. Fox, Minneapolis. 
Rules Committee: Chas. Olson, Winona; A. H. Lacher, 
Minneapolis, and A. Broman, Duluth. 

The Board of Directors for the coming year will consist 
vf the officers named above and the following: Axel 
Peterson and A. A. Schmidt of St. Paul; M. Elsen, Minne- 
apolis; Carl Broman, Duluth; Chas. Northrup, Mankato, 
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MADE ai ing 
union is expected to 
BY” THE MAKER SS make a anaauane joint. 


When this is accomplished 
OF the objective is attained. 


FLAGG FITTINGS The FLAGG UNION was 


designed and built with 
the idea in mind to satisfy 
the requirements of the 
Plumbing and Steam Fit- 
ting Trade. 





This union has shown, 
under rigid tests in our 
laboratory, that we have 
accomplished our purpose, 
therefore you are taking no 
chances when you specify 
FLAGG UNIONS. 


Stanley G. Flagg & Co. Inc. 


1421 Chestnut St. Philadelphia, Pa. 









oe FLAGG UNIONS will 
conform to Federal 
Specification No. 393. 
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Cc. J. Olson, Winona; H. W. Benson, Si. Cloud and H. 
Hanson, Virginia. 

On the first evening of the convention, the annual ban- 
quet was held in the Gold Room of the hotel. One hun- 
dred and forty-three were in attendance. 

On the afternoon of the second day of the meeting, a 
group of about twenty delegates were invited by A. A. 
Schmidt, president of the St. Paul association, to go to 
one of the Twin Cities flying fields and enjoy an aeroplane 
ride in a Ford tri-motored plane. Two trips were made 
in order to accommodate all who desired to accept Mr. 
Schmidt’s invitation. 


Obituary 


Charles Jahn 

Charles Jahn, for many years a master plumber at 5309 
Germantown avenue, Philadelphia, Pa., died at his home 
recently. Mr. Jahn was one of the early members of the 
Master Plumbers’ Association. His funeral services were 
conducted from his late residence and were attended by a 
large number of his friends. 

James H. Richardson 

James H. Richardson, proprietor of the Woodlawn 
Plumbing Shop, Portland, Ore., died at St. Vincents hos- 
pital, recently, of injuries suffered when he was struck by 
an automobile a few hours before. Mr. Richardson had 
resided at 1444 Oneonta street for 35 years. He was in 
his sixty-first year of age. He is survived by his widow 
and several brothers and sisters. 

EK, E. Eastham 

KE. E. Eastham, a past president of the Associated Mas- 
ter Plumbers of Texas, died recently at his home, 2372 
Calder avenue, Beaumont, Tex. He had been the pro- 
prietor of the Eastham Plumbing Co. in that city since 
1894. He was in his fifty-ninth year. 


Mr. Eastham was active in civic as well as association | 


affairs, serving as mayor for the city from 1896 to 1902, 
and having been chief of the fire department for 27 years. 
He was a member of the Masons, the York and Scottish 
Rites, the Elks, the Red Men, the Beaumont Country 
Club, the Rotary Club and the Beaumont Club. Funeral 
services were held at the recidence, and burial was in 
Magnolia Cemetery. Mr. Eastham was survived by his 
widow, a daughter, five brothers and a sister. 
Kdward Moore 

One of the pioneer master plumbers of New England 
passed away in Boston on February 6, in the person ‘of 
Edward Moore. Mr. Moore, who was 81 years of age, 
conducted a business on Causeway street in Boston, and 
had been a master plumber for over 50 years. He was one 
of the oldest members both in age and in point of service, 
of the Master Plumbers’ Association of Boston and Vicinity, 
Inc., and a large delegation from that body turned out for 
the funeral which was held on February 8. 


Arthur J. Maddock 

Arthur J. Maddock, member of the firm of Megow & 
Maddock, plumbers at South Milwaukee, Wis., died re- 
cently at the Deaconess hospital, Milwaukee. Mr. Mad- 
dock, who was in his 57th year, has been a resident of 
South Milwaukee for about 18 years. He came to the city 
from Wellsville, N. Y., to take charge of the grease de- 
partment of the Keystone Glue Company which was then 
located in South Milwaukee. Later he became associated 
with E. F. Megow in the plumbing and heating business, 
and had been connected with that firm ever since. 

He had suffered from a lingering illness, which sud- 
denly took a serious turn. He is survived by his wife, 
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Different Burners 


to suit | 
Different buyers 


OU, as a practical plumbing and 

heating contractor, know that no one 
oil burner can be best for every installa- 
tion. Because bank accounts, boilers and 
buildings all differ. 





































Therefore, you cannot hope to sell all 
prospective buyers when you have only 
one type of oil burner to sell. 


The International line is complete. The 
Three Units—the Caloroil, the Lawrence 
May and the Victory, offered to responsible 
dealers under a Three Unit cooperative 
franchise—fulfill the requirements of vari- 
ous sizes and styles of homes. They cover 
every price range. And thus they friple 
the number of sales prospects. 


Eleven years of experience in oil burner 
manufacture, a reputation for fair deal- 
ing, and sound’ engineering 
principles are back of these 
burners. Add to that your 
knowledge as a plumbing and 
heating contractor and 
successful installation is 
assured. 












Write for complete de- 
tails of the International 
Three Unit Cooperative 
Dealer franchise. 
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You are invited 
to see The Inter- 
national Three 
Unit Line of 
Burners at 
Booths 47-48 at 
the American Oil 
Burner Conven- 
tion at the Penn- 
sylvania Hotel, 
New York City, 

April 9, 10, 11. 
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INTERNATIONAL 


BURNERS CORPORATION 


Formerly The Caloroil Burner Corporation 
225 W. 34th St., N. Y. C. 260 Tremont St., Boston 
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wa VANDERMAN 
PIPE TOOLS 


You can depend 
upon Vanderman 
Pipe Tools every 















time. 

Vanderman’s Vises 
ee Steel Tool 
Chests have been 
the stand-bys of 
the trade for years. 


Write for full 
information. 


The Vanderman Mfg. Co. 


Willimantic, Conn. 









For a Lasting Roof Job— 


Overton Roof 
Flashings will 
fit any angle 
roof from flat 
to half pitch. 
They make an 
airand water 
tight joint. 4 


Adaptable to 
extra heavy 
pipe as well 
as standard 
size. Recom- 
mended by 
plumbing 
inspectors | 
everywhere. | 


BUTLER MFG. CO. 








AUTOMATIC COAL BURNER 


FEEDS COAL TO THE BOILER 
REMOVES THE ASHES 
REDUCES COAL BILLS 
SAFE 
CLEAN 


DEALERS 
WANTED 


WRITE TO 


DOMESTIC SALES CORPORATION 


121 Livingston St. Brooklyn, N. Y. 














‘Kalamazoo Water Supply Systems 


OOOO 


— . 


Require such little at- 
tention because they 
are built with fewest 
possible working parts. 
They'll make a _ nice 
= profit for you which 
will never be eaten in- 
to by service. 


j 
aw hee & 
Based Cece Ceeed Led & 


Through your jobber or 
write us direct for full 
information and prices 


NATIONAL WATER 
LIFT CO. 


Kalamazoo, Mich. 
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one son, Fred Maddock, and one daughter, Mrs. E. J. 
Christensen. 
Ludlow B. Clark 

Ludlow B. Clark, one of the oldest master plumbers 
in Orange, N. J., was found dead in his shop at 8 o’clock 
in the morning of January 23 shortly after he had opened 
for the business of the day. Mr. Clark, who was in his 
seventieth year, was born in Newark, N. J., and came to 
Orange forty-two years ago. He later became a member 
of the firm of Gibbs and Clark, an old firm of master 
plumbers, and some years ago was a member of the old 
Board of Health of Orange. 

Jeremiah J. Hurley 

Jeremiah J. Hurley, prominent Boston heating con- 
tractor, died Monday, February 4, from the effects of an 
operation for appendicitis, at St. Elizabeth’s hospital. Mr. 
Hurley, who was in his 64th year, was head of the firm of 
J. J. Hurley & Co., 102 Broadway, one of the larger heat- 
ing firms in Boston, and had been in business a great many 
vears. He was a member of the Heating and Piping Con- 
tractors Boston Association, Inc., and many members of 
that association attended the funeral, which was held from 
St. Thomas’ Church, in Jamaica Plain, on February 6. Mr. 
Hurley is survived by his widow, a son, J. Louis Hurley, 


| who has been associated with him in business, two daugh- 
| ters, and a granddaughter. 








Matthew A. Chalmers 

Matthew A. Chalmers, a charter member of the Master 
Plumbers’ Association of the Oranges, died suddenly Fri- 
day morning, January 25. Mr. Chalmers, an hour or two 
after receiving the news of the death of his closest friend, 
Ludlow B. Clark, another master plumber of Orange, N. 
J., was informed of a fire which had started in an apart- 
ment above a shop in which he was making a purchase. 
He dashed down the street, turned in an alarm, waiting 
to direct the fire apparatus, ran back to the scene of the 
fire, and while talking with a customer collapsed. Mr. 
Chalmers, with his brother, Andrew C., who died in 1921, 
inherited the plumbing business which he conducted in 
Orange, N. J., from his father. Born in Orange, he served 
on the old Orange Fire Commission from 1911 to 1914, 
and was a member of the New Jersey National Guard. 


Michael D. Waldron 

Michael D. Waldron, general plant superintendent of the 
Richardson and Boynton Co., Utica, N. Y., died suddenly 
at his home on February 4. Death, which was due to 
heart disease, was sudden. Mr. Waldron was general su- 
perintendent of the Utica Heater Co., and continued in 
that position when that firm was merged with the Rich- 
ardson and Boynton Co. He was an inventor of several 
devices used in the heating trades, and was widely known 
for his work in this line. 

James M. Wilson 

James M. Wilson, past president of the Iowa Master 
Plumbers’ Association, died recently at Glendale, Calif., 
where he was spending the winter. Mr. Wilson was born 
in Washington, Iowa, May 31, 1861, and spent practically 
his entire life in that town, having for many years been 
engaged in the plumbing and heating business there, until 
two years ago when he moved to Ottumwa, Iowa. Last 
fall he and Mrs. Wilson drove to California, arriving there 
Thanksgiving day. His death at Glendale was caused by 
a sudden heart attack. He was buried in Elm Grove ceme- 
tery, Washington, Iowa. His wife, a daughter, two 
brothers and two sisters survive him. Mr. Wilson was 
always deeply interested in association affairs, having 
served the Iowa association as vice president and presi- 
dent, and he did good work with the state legislature in 


securing the passing of the plumbing code for the state of 


Iowa. 
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4. A COMPLETE LINE OF TRULY MODERN VEHICLES 
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ps + EXTRA VALUE INSTEAD OF EXCESS ALLOWANCES 
B . A REAL WORK TEST OFFER 3 





An Important Step For Every Engineer and Contractor! 


HERE should be no need for 
hedging, when a truck-maker 
says toa truck buyer: ‘‘Here, sir, is a 
truck that will handle your work 
with efficiency and economy.”’ 
Information should be definite, 
accurate. Only then can the invest- 
ment be wisely considered. 


* 4 4 4 


Hereafter all General Motors Trucks 
will be described, and sold, on the 
exact basis of STRAIGHT RATINGS 
—instead of the customary ‘“‘capac- 
ity’ ton figures which are inexact 
and misleading. For every model the 
total allowable gross weight, includ- 
ing load, will be given and unqual- 
ifiedly guaranteed. 

‘When the known weights of chassis 
and body job are deducted from that 
guaranteed total, the maximum pay 
load at which the truck will operate 
efficiently year after year is accu- 
rately established. 

Actual requirements of work to be 
done by a truck will thus govern its 
selection. The buyer will not have to 
buy and maintain more “capacity” 
or less than he needs. 

Tire-equipment can be exactly 
suited to the work—effecting a new 
degree of tire economy in operation. 


GENERAL MOTORS 


This step forward is made necessary 
because of penalties hidden in the old 
terms: “fone ton’’, “*two ton’’, ete. 
On the market today are ‘‘one ton”’ 
trucks with differences in chassis 
weights as high as 1,500 pounds. In 
the larger ‘“‘capacities”’ still greater 
variances exist. Between various 
types of bodies weight-differences of 
half-a-ton are not uncommon. 
- 2 4 . 

Every General Motors Truck in the 
complete line is modern: designed, 
engineered and built to meet mod- 
ern conditions with new standards 
of economy. Their list prices contain 
no “‘water’’ to permit unsound trade- 
in allowances. They provide extra 
value instead of “‘excess allowances.”’ 

A real Work Test is offered, back- 
ing every statement made about 
any General Motors Truck. 

It will pay you, now more than 
ever, to investigate what General 
Motors has before you buy. 





Make This Real Work Test— 


We furnish the truck (any available model, 
body, or chassis that most closely meets 
your requirements), the gasoline, and a 
man to accompany you or your driver. Put 
them at your regular work for a practical 
test. (This offer not made in states where 
such tests are unlawful.) 


TRUCK COMPANY 


Pontiac, Michigan 


Factory branches, distributors, dealers, in 1500 principal cities and towns 


A TRUCK FOR EVERY PURSE 


A TRUCK FOR EVERY 
PURSE AND PURPOSE 
LIGHT DUTY 
1929 PONTIAC-powered 


(STRAIGHT RATING capacities: 
3800 to 8000 Ibs.) 


Pe ee $ 625.00 
pee 1015.00 
pC ee 975.00 
Wn 6 60.0 ecosvceséuce 895.00 
5 | ES err 1085.00 
pe 1045.00 
BPS 6 0cckcsvrcccnene 965.00 


MEDIUM AND HEAVIER-DUTY 
New BUICK-powered 
(STRAIGHT RATING capacities: 
8000 to 18,000 Ibs.) 


PR be ncenecneneeeen $1530.00 
Typo 200Z. . wc cccccccccccess 1505.00 
(ll ee er 1395.00 
ic iin wsungwebenn 1570.00 
WS 6 eo cevescocneces 1545.00 
po I ee ee ee 1435.00 
Type 3007 . oc cccccccvccccce 1620.00 
WE é cocccenceraswers 1595.00 
WS cc cccccceescoeee 1485.00 
THRO BO cc ccccccccccscess 1885.00 
DEE he cdeescceesenee 1790.00 
Typo 4008. . ccccccccccccese 1685.00 
Type 4606. . ccccccccccccces 1920.00 
DW Ges ce cccccesoccesecooe 1825.00 
Type 4006... .ccccccccccces 1720.00 
Type 4667 . wc ccccpccccccces 1935.00 
Type 4008........ sewowseut 1840.00 
Typo 4009... ccccccccccceee 1735.00 
WEES cecccceveecesces 1960.00 
Type 4011. oc ccccccccccccce 1865.00 
Type 4012... .ccccccccccces 1760.00 
TOMO BOGE « oe cccccccccccccce 3215.00 
Type S0OZ. ..ccccccccccccee 3160.00 
TE Bs be ccccscccececoes 2800.00 
Type S006. 2 ccccccccccccces 3265.00 
Type 5005... cece eee cecece 3210.00 
WOO 6 cccceceetncssee 2850.00 
Type 5007... ccc cccccccces 3280.00 
Teme BOGE: oc ccccccccccccees 3225.00 
Typo S009... .ccccccccccces 2865.00 
Type 5010. .......6520eee ee 3315.00 
to, errs conees 3260.00 
Type S012. ..ccccccrrereces 2900.00 


HEAVIEST DUTY 
BIG: BRUT E-powered 
(STRAIGHT RATING capacities: 
28,000 Ibs.) 
WesGGG s occccvcsvovesevs $4250.00 
Type 6002... cc ccecccccees 4350.00 


Above prices, chassis only, F. O. B. 
Pontiac, Mich. 


AND PURPOSE 





Mention Domestic ENGINEERING when writing advertisers. 
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PRICES 


Reduced 


on Monarch 
Pumps and Systems 


If you failed 

to get a copy 

of the New 

Price Sheet 

Send for one 
a. at once. 








If you have 
a copy, get 
it out and 


For ten years the name MONARCH has stcod 
for the HIGHEST QUALITY in pumps. Actual 
FIELD PERFORMANCE over this period of time 
substantiates the MONARCH statement: 


‘‘Ouality Built for Lasting Service’’ 


And now the entire line has been REDUCED to a 
point where this self-same MONARCH QUALITY 


unchanged in design, workmanship or materials 


CAN BE SOLD AT COMPETITIVE PRICES. 


TRUE VALUE being represented in WHAT YOU 
GET FOR WHAT YOU PAY, you should investi- 
gate these NEW LOW PRICES —and do it NOW. 


Monarch Engineering Co., Dayton, Ohio 


PUMPS 











Northern California Presidents and Secretaries 


Meet in Fresno 


The regular midwinter conference of Presidents and Sere. 
retaries of the Northern California district met in Fresno 
on the afternoon and evening of January 26 at the Hotel 
Californian. In addition to the reports of association of- 
ficials dealing with the affairs of their respective locals. 
many interesting developments were revealed by the re- 
cently appointed zone directors who, with the aid of their 
lieutenants, and field secretary, Charles Hutton, are ex. 
tending and strengthening the state association member- 
ship from one end of California to the other. 


J. V. Young of San Francisco was the first zone officer 
to report. Referring to the growth of association activi- 
ties, Mr. Young pointed to the formation of the San Mateo- 
Burlingame local, with a membership of 13, adding that 
there was reason to expect similar results in Marin County 
before long. R. W. Timmons, of Richmond, stated that 
two new association members had been added, each, from 
Contra Costa and Sonoma Counties. 

Zone Director Picard, of Oakland, spoke hopefully with 
regard to the membership drive in his section, stating 
that intensive efforts are being directed toward such dis- 
tricts as San Leandro, Alameda, Tracy and other points. 
Lots of hard work has been done which has so far netted 
three additional members, but the next few months should 
result in the addition of many more. Mr. Picard spoke in 
high terms of the work of Secretary Hutton. ‘I’ve 
never known a man more eminently fitted for his work, 
more anxious to serve, or one who can achieve such splen- 
did results,’’ said Director Picard, adding that “. . . he 
speaks the plumber’s language, gets his attention, and 
wins his permanent support. Mr. Hutton never becomes 
discouraged. He takes a lot of punishment.”’ 

Relative to the organization work in the San Joaquin 
Valley territory, Zone Director B. A. Newman informed 
the conference that this section is being well covered, and 
said that assistant directors have been appointed: and are 
functioning satisfactorily in several cities. Zone Director 
J. Speer, of Santa Barbara, Ventura and San Luis Obispo 
Counties, reported considerable organization activity. At 
this point, Secretary Hutton interposed the remark that 
Mr. Speer’s modesty probably forbade him to state that 
it was through his efforts five new members have been 














TN 


Top row: Frank Hudson of San Joaquin Valley association, 
Fred High, vice president, and L. J. Kruse, president, of Cali- 
fornia state association; B. A. Newman, past president of 54 
Joaquin Valley association. Bottom row: Ray I. Walters 
president, and Rees Jones, secretary of Bakersfield association: 
P. J. Seanlan, president, and J. F. Burch, secretary of Long 
Beach association. Photos taken at the conference of presi- 
dents and secretaries held at Fresno, Calif. 
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secured.. Charles M. Swinnerton, zone director for Los 
Angeles County and a director of the national association, 
reported steady activity on the part of assistant directors 
in all sections of the district. In addition to personal 
ealls, a list of non-members has been compiled, and at ten- 
day intervals follow-up letters have been mailed to the 
entire list, according to Mr. Swinnerton. 

Claude Hickman, of San Pedro, zone director for Orange 
County, reported a new organization in prospect in the 
southern part of the county. L. F. Stuffler, of Los An- 
geles, reported on a number of open meetings at Redondo 
Beach, Colton, Alhambra and other points, where the as- 
sociation idea is gaining ground. President L. J. Kruse, 
of Oakland, expressed his pleasure over the work of Secre- 
tary Hutton, and urged that all zone directors maintain 
their efforts, regardless of whether Mr. Hutton is in their 
community to work with them. 

In the matter of organization work, representatives of 
the Plumbing and Heating Industries Bureau have also 
lent their aid, and J. V. Young proposed a vote of thanks 
be extended Mr. Marsh, of the San Francisco office. This 
sentiment was reflected by President Kruse in behalf of 
the efforts of Mr. Denning of the bureau’s Los Angeles 
office. 

In the report of Secretary Hutton it was brought out 
that during twelve weeks at the end of the year he trav- 
eled 4,000 miles and addressed thirty-five meetings at- 
tended by 588 masters. During the past six months, said 
the secretary, there has been a marked improvement in 
the financial affairs of the state association. 

Mr. Hutton added that all officers should go back with 
the idea of following through on modern merchandising 
efforts, urging particularly that they counsel their mem- 
bers to work with the Plumbing and Heating Industries 
Bureau. 

Charles M. Swinnerton, of Los Angeles, presented the 
report of the legislative-committee, prefacing the reading 
of the proposed bill by the statement that the easiest part 
of instituting such a bill is the drafting thereof. ‘‘The 
rock on which many such pieces of legislation have been 
wrecked,” he said, ‘‘is the fact that they do not represent 
the opinions of those most generally interested—they are, 
frequently, someone’s ‘pet idea.’’’ The proposed bill, it 
was pointed out, will stand for the co-ordinated efforts of 
everyone interested, which will give the proposed measure 
the widest support. Indicating that it took time to secure 
the endorsement of influential organizations and gain their 
support, it was pointed out that similar legislation in Illi- 
nois, Pennsylvania and Washington required from three 
to four years before it was in shape for submission. 

John R. Denning, of Los Angeles, representing the 
Plumbing and Heating Industries Bureau in Southern Cali- 
fornia, gave a talk on sales efforts. ‘‘Are you expecting 
more business in 1929? If not, what do you think will 
prevent you from getting it?’’ asked Mr. Denning, who 
proceeded to answer his own question by stating that it 
seemed the plumber, himself, might be standing in the 
Way. 

Mr. Denning spoke at length on the necessity for mak- 
ing use of bureau ideas—how these ideas have been thor- 
oughly tested and proved their worth as invaluable aids 
to the merchant plumber in every branch of his business. 

Ray I. Walters, president of the Bakersfield Associa- 
tion, stated that his association had recently appropriated 
funds for a group advertising campaign. The Bakersfield 
Masters will tie in with this advertising largely by means 
of enameled iron signs placed conspicuously on every job 
handled by the members. These signs are practically in- 
destructible; they measure 30 in. x 30 in., and in addition 
lo the name of the concern carry the association emblem. 
Clyde Hickman, directing chairman in charge of ar- 


DOMESTIC ENGINEERING 155 











WARNOCK 
TRIPLE 
WEAR 





Here's the wrench to use on high finish 
pipes. It is easier to work with, will not 
mar the pipe finish, never slips and is 
readily adjustable. 


Ask your jobber to supply you 


Warnock Mfg. Co., Worcester, Mass. 















for ALL Tube Type Radiators 


The most complete stock on the 
market—ready for immediate ship- 


ment from principal cities. Use this 
strong, simple, one-bolt hanger. It 
pays to insist on the E-Z. 


HEALY-RUFF CO. 


770 Hampden Ave. St. Paul, Minn. 





BASIN SUPPLIES 


Long wearing and always giving the 
utmost in service is our claim for 
Dearborn Basin Supplies. 


And it’s more than a claim, too. It's been 
proven time and again in actual work. 








When the name ‘‘Dearborn’’ appears 
ona piece of brass goods, you can be sure 


itis the best. 
FROM YOUR JOBBER 





‘DEARBORN BRASS CO. CEDAR RAPIDS, IA. 



















You really take a big 
hand in the promotion of 
better health when you 
install Signet Floor Drains 
for your customers. No 


SIGNET crm eget 
FLOOR 
DRAIN 


Crampton-Farley 
Brass Co. 
KANSAS CITY, MISSOURI 
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THE NEW SPEEDLOK 


February 23, 1929 


Domestic Engineering Catalog Binder 





The SPEEDLOK is a quick operating catalog binder 
designed to fit reprints of catalog pages in “Domestic 
Engineering Catalog Directory” as it as all other catalog 
pages that conform to the standards adopted by the plumb- 
ing and heating industries. 


Easy and speedy operation are special features of this 
binder. A slight pull on the concealed bar under the top 
cover unlocks mechanism when sheets are _ inserted. 
Equipped with bar for removing sheets when changes are 
made. 

Minimum capacity 114 inches. By simply unscrewing 
extension posts capacity can be extended to 244 inches. 
Works perfectly for all requirements—either a few sheets 
or filled to capacity. 

Covers are bound in heavy black Levant Grained Fabri- 


coid, semi-flexible, very durable and attractive looking. 


Price of binder—$3.00 each. Prices on quantities on application. 


For Jobbers’ Salesmen— 


The loose-leaf system reduces to the minimum 
the bulk and weight of catalog material required 
by the salesman. Only matter actually required 
for selling purposes need be carried in the binder. 
It does away with the necessity of carrying 
entire catalogs, booklets and circulars of various 
sizes and shapes. 


Salesmen using the loose-leaf system have a 
great advantage over men not using this equip- 
ment—to say nothing of the added convenience, 
time and labor-saving features. 


With a modernly equipped loose-leaf binder, 
the salesman can present his products in a more 
comprehensive manner than it is possible to 
accomplish by the old methods. Having all his 
material up to date in ons Sone form and easily 
available, he can show latest specifications, 
answer questions or quote prices more readily. 


Especially designed for the standardized catalog page 
adopted by the plumbing and heating industries 





To unlock Binder—Pull out slide 
bar in wing. Top cover will 
immediately fall back. 








To lock Binder—bring top wing 
back over the posts—be sure posts 
fit in the holes in the top wing—then 
push in slide bar. 





Separate the sheets where desired K® 
and slip sheets off the posts. Take | 
out sheets or put in new ones as | 
desired. These three moves take but 
a few seconds. Each operation is a 
natural one. 





To increase or to decrease the capacity 
of the binder is a simple operation. 
The two posts are so constructed that 
they can be easily raised or lowered 
to meet the height requirements. 
Binder posts can be extended from 
114 inches to 24 inches. 











For Plumbing and Heating Contractors— 


Many master plumbers and steamfitters assem 
ble working catalogs from standardized catalog 
sheets filed in binders. 


Domestic Engineering is in position to furnish 
without charge, upon request, loose sheets— 
which are reprints from catalog pages appearing 
in ‘“‘Domestic Engineering Catalog Directory”— 
of several hundred manufacturers. They are 
standard catalog page size—105¢x81% inches— 
are printed on a good grade of light paper an¢ 
punched according to the standard adopted by 


the plumbing and heating industries. These 
sheets fit the SPEEDLOK binder. 


When orders for binders are accompanied by 
requests for Directory reprints the binders wi 
be equipped with the sheets desired and shippe¢ 


complete. 


Write for full details regarding loose sheets 
and binders. 


Domestic Engineering Company 


1900 Prairie Avenue 


(Directory Dept.) 


Chicago, Illinois 
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rangements for the coming convention of California State 
masters, announced the plans of the several committees. 
The convention is sponsored jointly by the Long Beach 
and San Pedro associations, and will take place in Long 
Beach, May 20th to 25th, with headquarters at the Hotel 
Virginia. A 62-page souvenir program is being prepared, 
which will cover every phase of convention activity. 

There will be five business sessions, commencing Mon- 
day afternoon and concluding Wednesday afternoon. Mon- 
day evening will be enlivened by a visit to the Pike, the 
Long Beach amusement zone situated on the ocean shore; 
a monster card party is scheduled for Tuesday evening, 
with sixty handsome prizes offered; the banquet will take 
place Wednesday evening, to be followed at 9:00 o’clock 
by the grand ball; all day Thursday will be occupied with 
a trip to Catalina, The Magic Isle, which will include an 
invigorating ocean trip and many beautiful spots of inter- 
est. Friday will be taken up with golf tournaments at the 
Royal Palms Golf and Country Club, arrangements hav- 
ing been made for four different tournaments, two of 
which are for the ladies. 

In his report of the activities of the Alameda County 
Association, Business Manager V. A. Edgeworth stated 
that eighteen months ago the members of his association 
became actively interested in spreading the gospel of mer- 
chandising. After various efforts in this direction they 
engaged the services of A. W. Grieve, business engineer of 
San Francisco, to deliver a series of lectures before the 
iocal masters—lectures on modern sales methods. ‘“Fifty- 
eight enrolled,’’ said Mr. Edgeworth, ‘‘and fifty-four grad- 
uated. While we are not seeking any particular credit for 
this, nevertheless we believe that we have pioneered in 
association work of this character.”’ 

With the idea of increasing volume and developing a 
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particularly lucrative channel of business, W. H. Picard, 
president of the Alameda County masters, urged that se- 
rious consideration be given to installment selling. Mr. 
Picard pointed to the fact that there are thousands of 
Wage-earners and salaried men of only moderate means 
who are anxious to have better sanitary equipment, but 
who are in a position to pay for such work only on the 
partial payment plan. Much favorable comment was 
elicited by Mr. Picard’s suggestion. 

President George Richardson of the Pasadena associa- 
tion, scored a point when he stressed the desirability of 
making more direct contacts with architects so as to elimi- 
nate the necessity for going to the general contractor for 
much of the plumber’s work. ‘“‘What plans have you made 
since the first of the year looking toward the improvement 
of your business?”’ asked Mr. Richardson. This point was 
raised at a recent meeting of his association, and he was 
surprised to learn that only one or two men had pro- 
grammed anything. Referring to his association’s mem- 
bership gain during the past few months, Secretary Ray 
N. Batterson, of the Pasadena masters, attributed this 
gain to the efforts of the zone officers. 

Charles A. Merritt, secretary of the San Jose association, 
led the way to a discussion of the principles involved in 
the five-day week when he referred to conditions in his 
territory since the adoption of the shorter working period. 
“Tl can see no appreciable difference,”” said Mr. Merritt, 
“since we have gone over to the five-day basis. As a mat- 
ter of fact, it gives me a chance to catch up on many 
small details of office routine at the end of the week 
which is not otherwise possible for me to attend to. And 
besides that, Saturday morning is a poor time for work 


, 


in the shop.’’ Virtually the same opinions were expressed 
by B. A. Newman, of Fresno, past president of the San 
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Meet your real 
competitors on 
their own ground 


*By your real competitors we mean 
all those retailers who address sales 
messages to your customers— the 
retailers who sell radios, automo- 
biles, furniture, and hundreds of 
other things. 


They select the newspapers because 
they have found that newspaper 
advertising is effective. 


Meet them on their own ground 
with the message of the products 
and the service you offer—give the 
prospect an opportunity to balance 
the benefits of your service with 
those others. 


Advertising Made 
Easy For You 


Our Retail Advertising Serv- 
ice makes advertising easy for 
you. We send you a cut each 
week for the illustration — you 
clip the copy from your issue of 
Domestic ENGINEERING, and 
hand it, with the cut, to your 
newspaper. Easy, isn’t it? 
Send in your order today 
for three months’ service 
only $4.20. 


Domestic ENGINEERING, 
1900 Praine Avenue, Chicago 


Send me the Retail Advertising Service for 12 weeks. 


Check for $4.20 enclosed. 
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Joaquin Valley association, and Ray I. Walters, president 
of the Bakersfield masters. 

Opposition to the five-day week was voiced by Charles 
M. Swinnerton, of Los Angeles, who questioned the work- 
ing out of this plan in the case of a real emergency. ‘‘The 
five-day week,’’ countered Mr. Swinnerton, “is something 
that must be considered from the standpoint of the gen- 
eral public. Emergency calls frequently lead to sustained 
patronage; and how are we going to take care of emer- 
gency calls coming in on Saturday if there is no one in the 
shop to send out immediately?’’ This query was answered 
by B. A. Newman. “When calls for urgent work come in 
on Saturday or Sunday, or during the night we arrange 
to give temporary relief, then attend to the job perma- 
nently on the following working day.’’ 

One of the brightest spots in the reports of association 
officials was the summing up by Claude Hickman of the 
affairs of the San Pedro association. Every phase of asso- 
ciation work is progressing satisfactorily, and the affairs 
of the local body are prospering, according to Mr. Hick- 
man, who added that organized plumbers are doing 90 per 
cent of the work in San Pedro. Carl J. Marsh, of San 
Francisco, representing the Plumbing and Heating Indus- 
tries Bureau, opened his plea for better accounting 
methods when he said, ‘‘As a rule, plumbers don’t know 
what bookkeeping is all about. They seldom use it or are 
brought into intimate contact with it except for making 
their income tax return.’’ 

John Speer, of Santa Barbara, reported encouraging 
progress as the result of the group advertising campaign 
in his city. The Santa Barbara masters are so thoroughly 
sold on this idea that they have just signed an agreement 
with a local paper which calls for fifty advertisements. 




















Top row: Lawrence Stuffler of Los Angeles, J. V. Young of 
San Francisco, Claude Hickman of San Pedro, H. Tietz, Jr., of 
San Pedro; John R. Denning of Plumbing and Heating Indus- 
tries Bureau. Middle row: L. F. Stange, secretary of San 
Joaquin Valley association; Clarence L. Foin, secretary of 
Fresno association; Zone Director R. W. Timmons of Kich- 
mond; Charles Hutton, secretary of California state associa- 
tion. Bottom row: Mesdames Charles A. Merritt of San Jose, 
lL. J. Kruse of Berkeley, J. V. Young of San Francisco, KR. W. 
Timmons of Richmond and W. H. Picard of Oakiand. Photos 
taken at the conference of presidents and secretaries held at 
Fresno, Calif. 
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Wisconsin Master Plumbers’ 
Association Convention 


The thirty-fifth annual convention of the Wisconsin 
Master Plumbers’ Association was held January 29, 30 and 
81 at the Pfister Hotel, Milwaukee. A report of the pro- 
ceedings of that meeting was published on Page 172 of the 
February 9 issue of ‘‘Domestic Engineering.’ The follow- 
ing is the conclusion of that report. 


MANUFACTURERS MAINTAIN EXHIBITS 

EVERAL manufacturers maintained exhibits during the 
. convention. The Uniflow Mfg. Co., Erie, Pa., main- 
tained an exhibit of water supply systems and water soft- 
eners, in charge of R. D. Graham. Instantaneous and 
storage gas water heaters, manufactured by the Ruud Mfg. 
Co., Pittsburgh, were shown by H. M. Taylor. W. E. St. 
Bernard was in charge of the exhibit of flush valves of the 
Imperial Brass Mfg. Co., Chicago. 

An exhibit consisting of three types of automatic gas 
water heaters was maintained by the EverHot Heater Co., 
Detroit, Mich., and was in charge of S. M. Youngblut. The 
Duro Co., Dayton, Ohio, had an exhibit of water softeners 
and water supply systems, which was in charge of S. M. 
McCarthy and E. H. Schaefer. Arthur Krueger showed 
colored closet seats and a vitreous china closet combination 
of the John Douglas Co., Cincinnati, Ohio. Chemical 
toilets and septic tanks were on display in the exhibit of 
the Western Metal Specialty Co., Milwaukee, and G. C. 
Rose was in charge. 

H. W. Ingalls, representing the Peerless Machine Co., 
Racine, Wis., operated a power pipe threading and cutting 
machine manufactured by the company. The Fagan-An- 
drews Co., Milwaukee, showed incinerators and automatic 
and manually controlled water softeners of various de- 
signs. J. C. Bradley and L. C. Whitney, representing the 
J. A. Sexauer Mfg. Co., New York City, showed that com- 
pany’s line of plumbing specialties. Another specialty 
manufacturer, the Leader Specialty Co., Indianapolis, Ind., 
showed pipe joint cement, nipples and other specialties, 
under the supervision of M. L. Gold. The Hays Mfg. Co., 
Erie, Pa., had an exhibit of copper tube plumbing, showing 
the method of flanged joints. 


URGES MODERN SELLING METHODS 
C W. Wanger, president of the Woodward-Wanger 


« Co., Philadelphia, spoke to the members on “Sales- 


manship.’’ He started his talk by urging the members not 
to condemn the Plumbing and Heating Industries Bureau 
unless they were fully cognizant of the activities of that 
organization, and knew what results those activities were 
producing. 

Mr. Wanger outlined his talk by dividing it into seven 
divisions: adequate cost keeping systems, record of past 
contracts, credit and collections, personnel of organiza- 
tion, merchandising plans, installation and servicing, and 
Selling, 

He pointed out that the man who is successful in any 
business is the man who knows his costs, and not the man 
who guesses at them. He said that he wished it were a 
hecessity for every applicant for membership in an asso- 
ciation to show a good, accurate method of keeping books, 
and that he hoped he would see that day come. He ex- 
plained how a record of past contracts would also help to 
maintain an accurate system of cost knowledge, and 
recommended that such records be kept. 

Plumbers are too easy in their methods of extending 











SHAMPOO 


APEX FIXTURE 


Less than three months ago, the name APEX 
was introduced to the plumbing trade as the 
name of a new line of plumbers’ brass goods. 
In that short time, every item in the Apex line 
has won the approval of the trade and of many 
users. 

The Apex Shampoo Fixture, illustrated here is 
one of the Apex line that is making new cus- 
tomers and bigger profits for plumbers everv- 
where. 





Ask your jobber about Apex 


The STEBBINS-RICH BRASS MFG. CO. 


Manufacturers of 
WATER WORKS— APEX BRASS GOODS 
SIMPLEX COPPER JOINT COUPLING 


6723 Denison Ave. Cleveland, Ohio 
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Guaranteed 3 
Years 





The Dur-A-Bal has been designed 
to overcome all of those faults of 
the old type of tank ball which 
swelled, collapsed, elongated or 
distorted or which would not with- 
stand the action of alkaline waters. 


The Dur-A-Bal is of one piece 
construction thus eliminating the 
possibility of seam separation. It 
will operate efficiently under high 
or low water pressure. It will not 
stick ; insures complete flushing of 
tank. CGsuaranteed for three years. 
From Your Jobber 


LAVELLE RUBBER CO. 


320 W. Illinois Street Chicago, Ill. 
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| Top row: F. D. Branson, J. H. Smith, J. P. Iverson and Wil- 
| liam Woehlke, all of La Crosse. 














hy BATHWHITE Closet Fit- 
ti tings will add greatly to the 
appearance of any bathroom. 
Whatever the fitting you need 
for this type of work you will 
find it included in the Titche- 
ner Line. We have given our 
| enamel the most severe tests 
7 and you can be assured that 
it will stand up even under 
t the most unusual conditions. 








E. H. TITCHENER & CO. | 


Home Office and Factory: 
126 WALNUT ST. BINGHAMTON, N. Y. 


We should like to have you 
know more about Bathwhite 
Fittings. Send the coupon 
today for full information. 








COUPON 


& Please send complete information regarding BATHWHITE Closet 
Fittings. 
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Middle row: William Rogers 
of Wisconsin Rapids, D. W. Johnson, Sr., of Rundle-Spence 
Mftz. Co., Milwaukee; F. P. Houghton of Manitowoc, Ed. Pulte 
of Wolverine Brass Works, Grand Rapids, Mich. Bottom row: 
H. M. Taylor of Ruud Mfg. Co., W. E. St. Bernard of Imperial 
Brass Mfg. Co., M. H. Simmen and R. D. Graham, both of Uni- 
flow Mfg. Co., Erie, Pa. Photos taken at the convention of the 
Wisconsin Master Plumbers’ Association held recently at Mil- 
waukee 


credit, according to Mr. Wanger, and should know more 
about their customers’ ability to pay before extending such 
credit. He said that most master plumbers did not col- 
lect bills because of a fear of losing business by hurting 
the feelings of the customer. He pointed out, however, 
that the longer an unpaid account runs, the harder it is 
to get payment. 

Mr. Wanger stressed the point that in the personnel of 
an organization of a plumbing and heating contractor, 
it was necessary to be sure that the journeymen and the 
office staff had the right attitude toward the public. He 
showed the importance of having the telephone answered 
courteously, and of having the journeymen enter the cus- 
tomer’s house in a polite manner. He pointed out that 
the office staff and workmen were the real contact between 
the customer and the master, and that such contacts 
should be of the highest order. 

In making a plan for merchandising, Mr. 
stated that it was most important that everyone in the 
organization become ‘‘sales conscious.’’ He said that the 
plumbing and heating industry could give the public more 
for its dollar than nearly any other industry, and that the 
members should realize this fact when trying to make 4 
sale, 

He demonstrated several arguments on differ- 
ent articles of plumbing and heating, showing that the 
comfort and satisfaction of the article should be brought 
out rather than how much it would cost. He suggested 
that his opinion was that direct mail advertising was the 
best means for the plumbing and heating contractor, pro- 
vided that the list was composed of home owners only, and 
owners of homes in districts of the city where it is gen- 
erally recognized that such home owners are able to pay 
for plumbing and heating installations. He pointed out 
that every gne in business, whether he realized it or not, 
was advertising. Such advertising might consist of bill- 
heads, letterheads, truck signs, signs on the show window, 
and other means, according to Mr. Wanger, and he said 
that those who claimed not to believe in advertising, did 
not take their names off their signs or letterheads. 

In speaking of selling, Mr. Wanger stated that nothiné 
was of any value until it is sold. He said that the plumb 


Wanger 


selling 
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ing and heating contractor was the best qualified sales- 
man of anybody in the industry, because he has a closer 





| acquaintanceship with all of the products in the industry. Tank Fittings of Quality 
For that reason, according to Mr. Wanger, the master 

plumber and heating contractor should go out and sell 66 ae 
that material. 1856 McSHAN E 1929 

' He said that there were really three principles of sell- 

ing: knowledge of the merchandise, knowledge of the The ORIGINAL Compound Lever 
needs and requirements of the customer, and knowledge Ball Cock. Elevated, Low-Down, 
of yourself. With these principles followed, Mr. Wanger Top and Bottom Supply Tank 
pointed out that it was possible to give a job a per- Levers and Valves. 





sonality, and he said that in giving a job such a person- 
ality, it would often give the contractor some preference 
on a bid. In closing, Mr. Wanger pointed out that all 
successful businesses had regularly defined policies and 
principles, and that these policies and principles should 
be followed closely in order to realize success. 


McSHANE 
BELL FOUNDRY CO. 
Baltimore, Maryland 












































il- HEAR INTERESTING TALKS 

= 664 N NINETEEN years of public service, during which 

te I have talked to a great many conventions, I have The Johnson Red Ring 

jv: come to the conclusion that the groups that are best or- Gee Lighter can be in- 

- } stalled on every heater 

“" ganized are the strongest,’”’ said Daniel W. Hoan, mayor in your community with 

ia of Milwaukee, in his talk to the association. After talk- \ nla its great convenience, 

l- ing on municipal government, and comparing that of ‘aon safety and efficiency 
Milwaukee with those of other cities, Mayor Hoan warned features. Start selling 

| the delegates that the dues paid to an association are not | ij chem new. 

. the only thing a man owes it, but that he also owes his | Ask your Jobber 

| help, work and co-operation to both the association and its | |} Asoust them 

- officers. Se ae 

. Charles T. Weaver, an attorney of Milwaukee, spoke on Raising RED RING to 

" the lien laws. He said that every man was in business stairs, lights heater in nn = nth 9 
in order to make a profit, and that, in order to make that RED Sos shuts off DETROIT MICHIGAN 
profit, it was necessary to collect what is due for work ACTION 

f which has been done. The lien laws were passed to allow 


, the contractor to collect those accounts which were not 
willing to pay. He pointed out that a bathtub becomes 


: part of the property when it is installed, and cannot be Air-Tight Steel Tank Co. 


returned or exchanged like the purchase in ore. 
8 ° P a store. For PITTSBURGH, PA. 


TANKS 


TANKS FOR: High pressure gas and air storage— Pneumatic 
water systems—Gasoline and oil storage—Oil burning equip- 
pelle st top— Welded. ATSCO Genuine Copper Brazed 
tanks for high pressure—the tightest. safest, strongest tank it is 
possible to construct by any known process.A.S.M.E.code tanks. 
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Line up with DURO-the live one / 


Get all the details on Duro, the most complete and 
profitable line of water softeners, electric water 
systems, filrers and septic tanks on the mar- 
ket. Write for new Duro Catalog and 
Price Sheet and details on the 
Duro Finance Plan which 
means more sales and 
profits for you. 


THE DURO COMPANY 
a.” Monument Ave. 













Top row: J. T. Brady, Rundle-Spence Mfg. Co., Milwaukee; 
William Owens, master plumber of Madison; Frank Young, 
Rundle-Spence Mfg. Co., Milwaukee; A. H. Dummes of Mani- 
towoc, state plumbing inspector; F. Schoeffling of Cordes Sup- 
ply Co., Milwaukee. Middle row: A. E. Seelman of B. Hoff- 
mann Mfg. Co., Milwaukee; Eugene Morse of Eau Clair, state 
Plumbing inspector; Mr. and Mrs. Carl Marquardt of Oshkosh. 
Bottom row: 0O. W. Ratz of LaCrosse, Lloyd George, Chicago 
Faucet Co., Chicago; H. W. Ingalls, Peerless Machine Co.. Ra- 
cine; W. A. Miertz, both of F. R. Dengel Mfg. Co., Milwaukee. r 


Dayton, Ohio 
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that reason, the lien laws were enacted to protect the 
contractors from losses of that sort. 

Mr. Weaver told how the lien law worked in Wisconsin, 
and gave the members good advice on when, and how, to 
file liens, and how to give previous notice of liens. He 
warned the master plumbers to be sure that the owner, 
or his agent, was a party to the contract, pointing out that 
work done for a tenant without the owner’s consent is not 
collectible for by law. 

H. P. Bohmann, superintendent of the Milwaukee Water 
Works, told the delegates about different systems of 
water works, the cost and means of maintenance, problems 
encountered, and other interesting information on the 
subject. On closing, Mr. Bohmann asked the advice of 
the members on the serviceability of several kinds of 
pipe used in tapping water mains. 

Dr. John P. Koehler, health commissioner of Milwaukee, 
spoke on “‘The Plumber’s Relation to Public Health.’’ He 
pointed out that a good system of water supply and sewage 
disposal was a necessary adjunct to every city which 
wished to be considered a healthy community, and said 
that the plumbers were the ones that made it possible for 
those conditions to exist in Milwaukee. Ethics, according 
to Oscar F. Stetzer, chairman of the Milwaukee Associa- 
tion of Commerce, have virtually become synonymous with 
morals. Mr. Stetzer spoke on the subject of ‘‘Business 
Ethics,’’ and pointed out to the delegates that a higher 
standard of ethics in business prevailed now, where the 
standards have not always been so high in the past. He 
gave as a strong contributing factor in this raising of the 
standards, the fact that trade associations had become so 
prevalent in the country. He said that competitors had 
formerly been considered as arch enemies, and that no 
one thought there was anything wrong in injuring a com- 
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petitor. The holder of such tenets seemed oblivious of 
the fact that this wrong spirit of competition hurt his own 
point of view, and sapped his strength which might have 
been used in building up his own business and the indus- 
try as a whole. 


He continued, ‘‘Co-operation is the life-blood of trade 
competition merely its tonic,’’ and went on to say that big 
business no longer could ally itself with deceit and still 
be successful. 


He said that many men asked what profit they could 
get from membership in a trade association. He said that 
the answer was that it gave them an opportunity to be- 
come bigger and better, and to serve their associates in 
business. In closing, Mr. Stetzer said that business ethics 
were a virtual summary of the golden rule, and that the 
laws of averages and compensation govern giving and re- 
ceiving, and that those laws would, in the long run, show 
what, materially, could be gained by association member- 
ship. 

e 


California Convention Committees Named 

Clyde Hickman, of San Pedro, directing chairman in 
charge of arrangements in connection with the convention 
of the California Merchant Plumbers’ Association to take 
place in Long Beach, May 21, 22 and 23, announces the 
following named men who will head their respective com- 
mittees: Secretary R. S. Hinman, speakers; Henry Robin- 
ette, financial; President P. J. Scanlan, registration; J. D. 
Therieau, banquet and grand ball; J. E. Blackman, re- 
ception; Claude Hickman, Catalina steamer excursion; J. 
C. Kolff, transportation; Edward Green, special music; 
Van Hickman, golf tournaments and barbecue; Fred Wil- 
liams, entertainment for ladies. 





PIPE 
~ THREADING 
MACHINE 


Why buy a two-inch pipe thread- 
ing machine that can only 
accomplish a limited amount 
of work, when for a very little 
more you can have a four-inch 
machine that will meet ALL 
your requirements? 





The Curtis four-inch Pipe 
Threading Machine is a real 
economy investment. With it 
you can chuck, cut off and 
thread pipe from one to four- 


Write for information today 





THE CURTIS & CURTIS CO. 
318 GARDEN ST. BRIDGEPORT, CONN. 




















Ohio Votes for Zone Division 


Gives $3,000 to 
Bureau 
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Left: William H. Grabowsky of Canton, new vice president. Center: Edward Maurer of 


Cleveland, new president. Right: William 


DECISION to divide the state into zones for the 

purpose of putting on an intensive membership 

drive, a gift of $3,000 by the state association to 
the Plumbing and Heating Industries Bureau and the 
turning down of the permanent office proposition were 
the outstanding results of the thirty-eighth annual con- 
vention of the Ohio State Association of Master Plumbers, 
which was held at Mansfield on February 5, 6 and 7. 

The resolution regarding zone divisions was submitted 
by the board of directors, and, after considerable discus- 
sion from the floor, it was adopted, the selection of the 
cities which will serve as zone headquarters finally being 
left up to the board of directors. Akron, Mansfield, Lima, 
Dayton, Cincinnati, Chillicothe, Columbus and Dayton 
were named as the probable cities from which this work 
will be directed. 

In the discussion that led up to the acceptance of the 
plan William Haas, of Dayton, said that to his way of 
thinking no definite cities should be named, but that the 
state officers shouldeask 
the help of the locals 
where work is needed. 
He felt that better re- 
sults could be obtained by 
asking the co-operation of 
those who wanted to help 
rather than by instructing 
certain locals that they 
must do the job. He 
added that only those 
who really want to join 
should be taken into the 
association. 

Harry S. Smith, of 
Warren, said that he was 
in accord with the zone 
plan, adding that as he 
saw the proposition it was not absolutely necessary for 
the meetings to be held in the cities selected. He re- 
marked that the bureau was planning on having a repre- 





John J. Vogelpoh!l 
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Rowland of Youngstown, retiring president 


sentative in the state in a short time and that the oppor- 
tunity was ripe for this work. 

A. C. Eynon, of Canton, feels that the zone plan is a 
mighty fine one, and that the time has arrived, with the 
promised aid from the bureau, when all cities should show 
greater activity. Mr. Eynon told how during his term as 
state president a resolution was adopted to the effect that 
a member must pay his dues within a certain time or be 
dropped. He explained that this move, while a good one, 
resulted in a large loss in membership, adding that it is 
up to the present members to start working on those dis- 
interested persons and bring them back into the fold. He 
said that this is a period of reconstruction and that for the 
next two or three years every member should give as much 
time as possible to the organization. J. M. Morgan, of 
lima, also expressed the opinion that the division of the 
state into zones would be highly beneficial. 

William H. Grabowsky, of Canton, reminded the dele- 
gates that for several years the feeling has prevailed 
among many that a field 
man would be of great omg eos pee 
assistance, and added that mel 
the zone plan would make 








it possible to accomplish 
some of the things that it 
was hoped the field secre- 
tary could do. He pointed 
out that spontaneous re- 
sponse must be had from 
the locals in order for the 
plan to work and said 
that in his opinion zone 
meetings could accom- 





plish more good than any- 
thing attempted in many 
years. Walter Kliie 





Frank C. Clemens, of 
Dayton, said he was sure that his city would respond to 
the fullest extent. 

At this point William Haas explained that he was in 
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hearty accord with the plan, but that he was afraid a 
resolution would not accomplish the purpose. 

Walter Klie, of Cleveland, said he was highly in favor 
of the idea, but that the dividing of the zones, in his opin- 
ion, should be left up to the board of directors. 

C. W. Fischer, of Columbus, said that he had attended 
a number of zone meetings and all of them were fruitful. 
He expressed the opinion that they would have been even 
more beneficial if some responsibility had been fixed for 
the calling of additional meetings. 

The recommendation of the resolutions committee was 
that Ohio should contribute $1,000 to the bureau, as called 
for in the resolution which had been submitted by the 
board of directors, but it was the opinion of many of those 
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body had also requested an expression as to the best loca- 
tion for such an office and the convention voted for Chi- 
cago if a permanent office were established. 

Walter Klie opened the discussion on this subject by 
asking if the resolutions committee had voted in the nega- 
tive because of the uncertainty of the cost of maintaining 
such an office or because it was against the idea. Mr. Klie 
said that the Ohio association was a vital part of the na- 
tional body and should have a definite opinion on this 
question so its members could later explain just why they 
voted as they did. 

William Haas, of Dayton, said he was not in favor of a 
permanent office and that he thought remarkable progress 
had been made under the present system. He added that 





























Group picture taken in Mansfield, at the thirty-eighth annual convention of the Ohio Master Plumbers’ Association 


present that this sum was not large enough and that the 
state of Ohio should at least give as much as last year. 
Considerable discussion ensued. 

Edward Maurer, of Cleveland, expressed the feeling that 
$1,000 was not sufficient, and said he hoped more money 
would be forthcoming. 

Adolph Weiss, of Cleveland, added that if $1,000 was 
all the state could afford nothing could be done, but that 
he really thought Ohio should give as much as last year as 
the bureau was planning to do a lot of work in the state. 

Walter Klie, in talking on this subject, said that the 
bureau was just as anxious to have the various associa- 
tions on a sound financial basis as it was to have contribu- 
tions: and, consequently, the members should not go too 
far. He added, however, that those present should inform 
their locals of the situation and that no difficulty should 
be encountered in getting the locals and individuals to 
make contributions through the state so that the state 
would receive credit. 

John J. Vogelpohl, of Cincinnati, reminded his fellow 
members that Ohio has always been a leader and said he 
would dislike very much to have the convention adjourn 
without donating as much as a year ago. 

At this point donations were asked for, the following 
associations and individuals contributing as follows: Day- 
ton, $300; Canton, $200; John J. Vogelpohl, $100; Cleve- 
land, $400; Columbus, $200; Lima, $100; Youngstown, 
$100: Akron, $100; Warren, $100; Cincinnati, $300; Wal- 
ter Klie, $100. All of this money is to be presented to the 
state organization so that it may be turned over to the 
bureau as coming from the Ohio State Association of Mas- 
ter Plumbers. The above donations, added to the $1,000 
coming from the state treasury, make a total of $3,000. 


VOTE AGAINST PERMANENT OFFICE 
HE Ohio association unanimously rejected the reso- 
lution presented by the national office providing for 
the establishment of a permanent office. The national 


the members had always selected as their national presi- 
dent the man best fitted for the job, and that several times 
they had seen fit to re-elect a president because of his out- 
standing ability. 

A. C. Eynon explained for the benefit of the members 
some of the history of the permanent office idea. He felt 
that the question should be approached by all from an im- 
partial point of view and that some of the arguments put 
forward by those not in favor of the plan should also be 
brought out. Mr. Eynon also expressed the opinion that 
in citing the favorable points the committee should have 
taken some pains to prove their contentions with examples 
and other definite information. 

The speaker pointed out that in the past the national 
office has usually been in operation within eight days after 
the national convention. He feels that the expense of 
maintaining a permanent office would be greater than un- 
der the prevailing system, and added that the committee 
had failed to explain how this expense could be cut down. 
Mr. Eynon also said that the communication required an 
answer of ‘‘yes’’ or ‘“‘no” and that no allowance was made 
for the members to voice their opinions in any other way. 
He thought it rather far-fetched to say that better men 
could be secured for the national office under such an ar- 
rangement, as he feels that the national presidents in the 
past have always been splendid leaders and the most capa- 
ble men available. 

In closing Mr. Eynon said that personally he would not 
oppose a ‘‘central office’’ for carrying on the routine work 
provided it were under proper control and would not inter- 
fere with the present system, but that he would not favor 
anything else. 


THE NEW OFFICERS 
DWARD MAURER, of Cleveland, vice president ot 
kK the association during the past year, was elevated to 
the presidency and William H. Grabowsky, of Canton, was 
elected vice president. The position of secretary-treasurer 
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will be filled by Eb Ellen, of Cleveland, who, at last year’s 
convention, was re-elected for another five-year term. Mr. 
Ellen has served the Ohio state association in this ca- 
pacity for many years. 

Vice President Grabowsky and W. E. Antrican, of Mans- 
field, were elected delegates to the national convention, 
Samuel Fahrer, of Dayton, and Harry S. Smith, of Warren, 
being named as alternates. President Maurer and Secre- 
tary-Treasurer Ellen will also go to the national conven- 
tion as delegates. 

In behalf of the Springfield association, H. L. Crockett 
invited next year’s convention to come to that city, and it 
was so ordered. 

One of the first acts of President Rowland was to ap- 
point the following committees to function during the con- 
vention: Credential committee: Wade Stanfield, of 
Mansfield; A. A. Schmutz, of Youngstown, and T. J. Gra- 
ham, of Toledo. Resolutions committee: E. B. Kleine, 
of Cincinnati; H. S. Smith, of Warren, and Ed Williams, 
of Lima. Press committee: E. F. Malone, of Mansfield; 
Chas. W. Wilson, of Youngstown, and Ed. Benhoff, of 
Cleveland. Memorial committee: William Haas, of Day- 


ton; M. S. Roberts, of Columbus, and A. F. Baum, of Can- | 


ton. Grievance committee: Oliver Hoffman, of Akron; 
William Coughig, of Painesville, and G. W. Ault, of Al- 
liance. Auditing committee: C. G. Hahn, of Canton; 
Jacob Brenner, of Youngstown, and Frank C. Clemens, of 
Dayton. 

Frank Frietschen, of Mansfield, was appointed sergeant- 
at-arms. 

This year’s convention was attended by a number of 
former presidents of the Ohio state association, eleven of 
them answering the roll call at the first business session. 
Among those who responded were: A. F. Baum, of Can- 
ton; William Fischer, of Columbus; William Haas, of Day- 
ton; A. C. Eynon, of Canton; Charles Wilson, of Youngs- 
town; Edward Frank, of Cincinnati; Frank C. Clemens, 
of Dayton; Eb Ellen, of Cleveland; John J. Vogelpohl, 
of Cincinnati, and Walter Kirn, of Akron. 


THE OPENING SESSION 
HE convention was called to order by President Wil- 
T liam Rowland, of Youngstown, the members of the 
ladies’ auxiliary also attending this session. Homer V. 
Frye, president of the Mansfield association, welcomed the 
delegates and visitors to the city, and, after the invocation 
by Dr. H. E. Bright, everyone joined in the singing of 
“America.”’ 
Mrs. Stanley T. Smith, of Columbus, retiring president 


of the ladies’ auxiliary to the Ohio state association, and“ 


Mrs. C. W. Ricker, president of the Mansfield auxiliary, 
were both introduced and spoke a few words. Mayor A. 
¥. Porter, of Mansfield, was also present to extend the of- 
ficial welcome of the city. 

Dr. H. D. Meyers, city and county health commissioner, 
talked briefly at this time on the relationship of public 
health to plumbing. Dr. Meyer, who has carried on con- 
siderable relief work in flood-stricken districts, is of the 
Opinion that inoculation is not the proper defense against 
typhoid fever. He feels that the best way to combat the 
spread of this disease is by means of proper plumbing and 
proper sanitation, thus getting at the root of the trouble. 

The speaker said that in his experience the majority of 
complaints to health departments can be attributed to 
faulty plumbing installations, remarking that the conven- 
tion hotel would be utterly useless without plumbing. He 
deplored the fact that there are so many different plumb- 
ing regulations in the various cities of the country and 
urged his listeners to take some steps to remedy this. 

Miss Ida M. Anderson, of the Plumbing & Heating In- 
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dustries Bureau, Chicago, who represented the bureau at 
the meeting of the ladies’ auxiliary, was introduced and 
spoke briefly. Miss Anderson told of some of the work 
that is being done in the state of Washington in regard 
to a plumbing code, referring also to work of a like nature 
under way in several other places where she has recently 
visited and explaining the part the women were taking in 
these undertakings. She said that the program for 1929 
for the General Federation of Women’s Clubs is ‘‘better 
communities and sewerage and water systems in all incor- 
porated towns and villages.”’ 


R. G. CREVISTON TELLS OF BUREAU’S WORK 
ee AST year I made a pledge to you and I am glad at 

L this time to be able to say that I have Kept it, and 
also that you, too, have kept faith, with your financial in- 
vestment in the bureau,’’ was the opening remark of Rus- 
sell G. Creviston, general manager of the Plumbing and 
Heating Industries Bureau, before the convention. He 
told of the increase in the size of the field force of his or- 
ganization and said that within the next ninety days the 
bureau hoped to assign one of its representatives for ex- 
clusive duty in the state of Ohio. 

He said that a convention is a good time, not only to 
look forward, but also to look back at last year for our 
mistakes. The speaker referred to the matter of mass 
production and said that as a result this country has more 
producing capacity than there are customers for the prod- 
ucts, with a resultant buyer’s market. This condition, he 
explained, means that instead of the customer coming to 
the merchant, it is now up to the merchant to go to the 
customer in order to compete with other industries. He 
feels that the plumbing and heating industry in general 
has failed to appreciate this change in conditions. 

He told of the action taken at the recent meeting of the 
Central Supply Association at Chicago and of that organi- 
zation’s action in re-affirming the present method of dis- 
tribution, that is, manufacturer to wholesaler to master 
plumber. He also told of that organization’s decision to 
petition the Federal Trade Commission for a trade practice 
conference, stating that this was the most important move 
ever made by any organization in the industry. Mr. Crev- 
iston expressed the hope that it will not be long before a 
similar conference can be held by the National Association 
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of Master Plumbers and the Heating and Piping Contrac- 
tors National Association. He feels that by taking this 
action that the manufacturers and wholesalers will be able 
to eliminate 90 per cent of the unfair practices in their 
businesses. He explained that the beauty of the plan was 
that anyone violating the rules, after they had been 
adopted, had to answer to the Federal Trade Commission. 

He explained the difference between distribution and 
merchandising and warned his listeners against confusing 
the two. Mr. Creviston said that the first step in finding 
prospects was to know their buying power; second, listing 
the home owners, and third, selling them. He remarked 
that the chances were very slim to sell anyone who did 
not own the home in which he lived. In closing, he advo- 
cated time payment selling and said that the bureau was 
now assembling information on this subject. 


REPRESENTS NATIONAL ASSOCIATION 

OHN J. VOGELPOHL, national director, was the of- 
J ficial representative at the convention for National 
President Jere Sheehan, Jr., of St. Louis, Mo., and told 
something of the work of the national organization. Mr. 
Vogelpohl referred to the lack of co-operation in past years 
between the various branches of the industry and ex- 
pressed the opinion that conditions have now reversed 
themselves. He quoted a large manufacturer as recently 
saying to him, “‘the time has arrived when there shall be 
a greater degree of co-operation between the manufac- 
turer, the wholesaler and the master plumber.”’ 

Mr. Vogelpohl then went into detail concerning the na- 
tional convention, to be held at Buffalo, N. Y., in June, 
saying that it was to be the greatest convention ever held 
by the master plumbers. He told of the plans for the ex- 
position, the educational program and various other mat- 
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ters. The speaker also was liberal in his praise of the 
work done in Philadelphia by E. L. Flentje, of the Plumb- 
ing and Heating Industries Bureau. 

Speaking at another session, Mr. Vogelpohl reported on 
the progress being made in reconstructing the state plumb- 
ing code. He explained that the present code was made 
by the master plumbers, and, at the time it was drawn up, 
was a very good one. Mr. Vogelpohl explained further 
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that the code committee has held thirteen meetings in dif- 
ferent cities of the state to discuss the proposition. He 
asked the assistance of every master plumber in securing 
the passage of the code and said that the committee is 
doing all in its power to give Ohio the best possible code 
for all interests. 

Another capable and interesting speaker was T. E. 
Jones, chief director of vocational training, Youngstown, 
who told of the conferences held with the foremen during 
the summers of 1927 and 1928. He stated that two fac- 
tors must be recognized in business, the human element 
and the material element, adding that in the last fourteen 
years the human element has been given a great deal more 
consideration. He said the human element includes co- 
operation. 

He stressed the importance of the foreman or superin- 
tendent, to the success of the master plumber’s business. 
Mr. Jones said that the foremen were giving a lot of 
thought to their employers’ business and that at last sum- 
mer’s conference the majority of them decried unfair com- 
petition as one of the greatest evils of the business. He 
urged that more attention be given to the delivery of ma- 
terial to the job, the placement of material on the job, the 
distribution of material on the job and the processing of 
material on the job. 

In closing the speaker said that in his long contact with 
the foremen and superintendents he has found that some 
of them are habitual kickers against every modern method, 
some are always complaining just on general principles, 
but, on the other hand many have proved themselves to be 
capable in all ways, possessing analytical minds, being 
real leaders and working for the best interests of their 
employers at all times. He urged his listeners to give 
more attention to what their foremen are doing. 
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Southern California Federation Meets 

More than one hundred master plumbers attended the 
first 1929 meeting of the Federation of Merchant Plumb- 
ers of Southern California, held recently at the Athletic 
Club, Alhambra, Calif. This meeting was in the nature 
of an experiment and as such proved to be such a success 
that it was decided to hold such events every month. 

L. M. Hamm, vice president of the San Gabriel Valley 
association, nominal hosts of the occasion, acting for 
President Frank Mullen, who was too indisposed to pre- 
side, turned the meeting over to G. C. Wilkinson, president 
of the Federation. President Wilkinson introduced the na- 
tional, state and other visitors present and thereupon in- 
troduced Thomas H. Hogan, chairman of the committee 
of arrangements, who was to have charge of the program. 
Mr. Hogan called upon State Secretary C. R. Hutton to 
introduce the speaker of the evening. 

A. W. Griewe, a member of the firm of the Beckman & 
Hollister Co., San Francisco, business engineers, began by 
saying that if Jules Verne, the imaginative Frenchman, 
could return to earth, ride to his train in a fast automo- 
bile, traverse the continent in a modern fast train, transfer 
to an aeroplane and from that to a submarine in mid-ocean 
and return to land in a modern battle ship, he would throw 
his well known book, ‘‘Twenty Thousand Leagues Under 
the Sea,’”’ into the water and declare that his wildest imag- 
inings had been surpassed by modern inventions. Truly 
many of the industries which always have appeared to be 
basic are changing daily. Many basic industries are faced 
with the necessity of meeting new conditions. This is due 
to the changed attitude of the public toward merchandis- 
ing. The modern merchandiser must appeal to the inter- 
est of the buyer rather than emphasize the merchandise 
which he is trying to sell. If the present day salesman 
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cannot immediately find this point of interest he must 
create it. This is executive salesmanship; it is keeping 
up with the times. 

At the conclusion of Mr. Griewe’s address, Chairman 
Hogan introduced State President Kruse. Mr. Kruse said 
that, as president of the state association, it was entirely 
natural for those present to expect him to say something 
ahout what the state association was doing. This he 
could put into almost a half dozen words by saying that 
as long as Charlie Hutton was on the job everybody might 
know that association matters were progressing well. At 
the best the state association can only go so far, what it 
ean accomplish is at the best merely temporary, the real 
work must be left to the locals to do. And in-this respect 
President Kruse emphasized the importance of every mer- 
chant plumber putting personality into his business. 

John R. Denning, Los Angeles manager of the Plumb- 
ing and Heating Industries Bureau, being called upon, 
responded by congratulating the assembled plumbers upon 
the interest they were displaying by their attendance and 
he predicted that, if this initial meeting of the federation 
for 1929 was any criterion to judge by, the federation 
would soon have to secure a larger hall in which to ac- 
commodate the crowds of delegates. 

C. M. Swinnerton, national director, responded to his 
introduction by making a practical application of the 
biblical parable of the sowers to the plumbing industry, 
and drew the conclusion from the interest manifested in 
this meeting that much of the seed had fallen upon fallow 
ground. 

Will F. Wood, business manager of the Los Angeles 
association, in his turn told the assembled plumbers that 
he inferred from a study of industrial statistics from many 
sources that the era of “profitless prosperity’’ had all but 
passed. He asked the merchant plumbers during the 
coming year to forget volume, to get a profit, and promised 
them that, if they did so, on the face of everyone in the 
industry by the end of the year there would be a smile— 
not a motion picture smile—but a real smile of satisfac- 
tion over the results. 

John F. Rogers, delegate at large from the New York 
State association, said he had been in the plumbing busi- 
hess, as apprentice, journeyman and as master, for 54 
years, twenty-eight of which had been devoted to associa- 
tion work. He spoke of meeting the arguments and ob- 
jections against joining an association he had encountered 
during his more than a quarter century of experience, and 
said that most of these could be encountered and overcome 
by getting together meetings such as this one, which he 
had been privileged to attend. 


® 
Plumbers Guests at Theater Party 


Representatives of every plumbing concern in Potts- 
town (Pa.) and vicinity were the guests of the Reading 
Foundry and Supply Company, of Pottstown, at a dinner 
and theater party held recently in Philadelphia. There 
were twenty-eight plumbers who left Wednesday after- 
hoon at 2:30 o’clock in private automobiles for Philadel- 
phia. Early in the evening the party went to Book- 
binder’s, where a shore dinner was served. 

After the dinner the party was joined by John G. Fleck, 
president of the company, which is an affiliation of Fleck 
Brothers Co., Philadelphia. He accompanied them to the 
theater, 

Among the guests of the affair were representatives of 
various plumbing businesses located in Pottstown, Birds- 
boro, Douglassville, Font, Glenmore, Phoenixville, Trappe 
and Collegeville. They were personally conducted by R. 
F. Smale, manager of the company’s Pottstown branch. 
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Convention Dates 


March 4 and 5, 1929.—WEST VIRGINIA—The sixth annua! 
convention of the Master Plumbers Association of West 
Virginia, to be held at Charleston, with headquarters at the 
Daniel Boone Hotel. 

March 5 and 6, 1929.—NORTH DAKOTA—The ninth annua! 
convention of the State Association of Master Plumbers of 
North Dakota, to be held at Jamestown. 

March 11 and 12, 1929.—NEBRASKA.—The twentieth annua] 
convention of the Nebraska Retail Plumbers’ Association, to 
be held at Omaha, with headquarters at the Rome Hotel. 

March 11 and 12, 1929. AHOMA—The twenty-seventh 
annual convention of the Oklahoma State Association of Mas- 
ter Plumbers, to be held in Ponca City, with headquarters at 
the Jens-Marie Hotel. 

March 11 and 12, 1929.—-NEW YORK—The thirty-fourth an- 
nual convention of the Heating and Piping Contractors New 
York State Association, to be held at the Hotel McAlpin, New 
York City. 

March 11, 12 and 13, 1929.—INDIANA—tThe thirty-third an- 
nual convention of the Indiana Society of Sanitary Engineers, 
to be held at Scuth Bend. 

March 11, 12 and 13, 1929.—VIRGINIA—The sixth annual 
convention and a two-day institute of the Virginia Associated 
Plumbing and Heating Contractors, to be held at Charlottes- 
Ville, with headquarters at the Monticello Hotel. 

March 12 and 13, 1929. NE—The thirty-sixth annual 
convention of the Maine State Association of Master Plumb- 
ers, to be held at Portland, with headquarters at the Falmouth 
Hotel, 

March 18, 19 and 20, 1929.—_-K ANSAS—tThe forty-first annua! 
convention of the Kansas Master Plumbers’ Association, to be 
held at Hutchinson. 

March 21 and 22, 1929.—IOW A—The forty-first annual con- 
vention of the Iowa Master Plumbers’ Association, to be held 
at Fort Dodge, with headquarters at the Wahkonsa Hotel. 

March 25 and 26, 1929.—MISSOU RI—The forty-fifth annual 
convention of the Missouri State Association of Master 
Plumbers, to be held in Springfield. 

April 2, 3 and 4, 1929.—A. O. B. A.—The annual convention 
of the American Oil Burner Association, to be held at New 
York City. 

April 9, 10 and 11, 1929.—MIC -seventh 
annual convention of the Michigan State Association of 
Plumbing and Heating Dealers, to be held in Detroit, with 
headquarters at the Fort Wayne Hotel. 

April 10 and 11, 1929.—ARKANSAS—tThe seventh annual 
convention of the Arkansas State Master Plumbers’ Associa- 
tion, to be held at Little Rock, with headquarters at the 
Lafayette Hotel. 

April 15, 16 and 17, 1929. EXAS—The fortieth annual con- 
vention of the Associated Master Plumbers of Texas, to be 
held at McAllen. 

April 16 and 17, 1929.—NEW YORK—tThe forty-first annual 
convention of the New York State Association of Master 
Plumbers, to be held at Schenectady. 

April 16 and 17, 1929..-WISCONSIN—The nineteenth annual 
convention of the Heating and Piping Contractors Wisconsin 
Association, to be held at the Elks’ Club, Milwaukes 

April 22 and 23, 1929.—GEORGIA.—The thirty-seventh an- 
nual convention of the Georgia State Association of Master 
Plumbers, to be held at Valdosta. 

April 23 and 24, 1929.—COLORADO—tThe thirty-second an- 
nual convention of the Colorado Society of Sanitary and Heat- 
ing Engineers, to be held at Denver. 

April 25 and 26, 1929.—LA.-MISS.—The eighth annual con- 
vention of the Louisiana-Mississippi Association of Plumbing 
and Heating Dealers to be held at Gulfport, Miss., with head- 
quarters at the Markham Hotel. 

May 6 and 7, 1929. LORIDA—The seventh annual conven- 
tion of the Florida State Association of Master Plumbers and 
Heating Dealers, Inc., to be held at Laytona Beach. 

May 13, 14 and 15, 1929.—-N. P. S. A.—The twentieth annual 
convention of the National Pipe and Supplies Association, t 
be held at Pittsburgh, Pa., with headquarters at the William 
Penn Hotel. 

May 14 and 15, 1929.—CONNECTICUT—The thirty-ninth 
annual convention of the Master Plumbers’ Association of 
Connecticut, to be held at Stamford. 


May 20 and 21, 1929.—-TENNESSEE 
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ciation, to be held at Long Beach, with headquarters at the + 
a Hotel Virginia. 
WwW a Chae 
May 23, 24 and 25, 1929.—-N. A. P. H. S.—The fourth annual A er Avera cise o> — . = 
o convention of the National Association of Plumbing and rc cso yy THE LI rTLE 
Heating Salesmen, to be held at Philadelphia. dum than fo Betti ’ ‘ ~ , 
of 6 - | cE Eng JANITOR CLOCK 
th June 10, 11, 12 and 13, 1929.—H. P. C. N. A.—The fortieth an- 
nual convention of the Heating and Piping Contractors Na- Tillery’s Little Janitor Clock 
tional Association, to be held in St. Louis, Mo., with head- is the simplest method of 
" quarters at the New Jefferson Hotel. making any heating system ; 
a- . *. 6 
¥ June 11, 12, 13 and 14, 1929.—N. D. H. A.—The twentieth an- automatic. All that is neces- w §* 
| nua] convention of the National District Heating Association, sary 1s to attach the clock as 
to be held at Detroit, Mich., with headquarters at the Hotel shown. ‘It is safe—sure—and 
n- Statler. economical, ‘i 
De 
June 25, 26 and 27, 1929.—N. A. M. P.—The forty-seventh an- Write us for details i 
nual convention of the National Association of Master Plumb- 7 
a * . : -. a? 
ers, to be 3uffalo, N. Y., h heg uarter i oF eb ’ . reo . t 
© Tl hotel State, 1 aie coreeer es | mame |Gavcte ‘TILLERY’S LITTLE f 
~ ; FURIVOCE CLOCK 7 , ‘ . ~ é : 
June 26, 27, 28 and 29, 1929.—A. S. H. V. E.—The summer | * 4 _— _ JANITOR CLOCK CO. t. 
“a meeting of the American Society of Heating and Ventilating \ 55 Orchard Street 
a: Engineers, to be held at Bigwin Inn, Lake of Bays, Ont., Can. NEWARK, NEW JERSEY . 
September 3, 4, 5 and 6, 1929.—-A. S. S. E.—The twenty-fourth w os 
a annual convention of the American Society of Sanitary Engi- 
or neering, to be held in Detroit, Mich., with headquarters at the  * 
Fort Wayne Hotel. . 
l- ’ + ETE AT ‘ 
March 1, 1929.—The first banquet of the Oriole Chapter of GERSTEIN nd COOPER 
. the National Association of Plumbing and Heating Salesmen, 
t s} e . y ; . > e] >- ; . , , © 
. 0 be held at the Lord Baltimore Hotel, Baltimore, Md. The way to acquire the best reputation .. 
. March 9, 1929.—The annual banquet of the Master Plumbers’ is to do the best work. On your range 
Association of the City of Passaic, N. J., to be held at the boiler jobs you assure yourself of repu- 
: Ritz Ballroom in that city. tation and satisfied customers every time 
3 April 4, 1929,—The annual dinner dance of the Knights of you use Gerstein and Cooper Copper | 
Galena, to be held at the Elks Club, Brooklyn, N. Y. Range Boilers. t 
] April 29, 1929.—-The Bay Counties Conference of Northern Write f let tal 
0 California, to be held at San Mateo. rite for our complete catatog 
, June 24, 25, 26, 27 and 28, 1929.—The annual exposition of 
4] , °° = , * / 
blumbing, heating and allied products of the National Asso- GERSTEIN & COOPER CO. 
: Clation of Master Plumbers, to be held at the Broadway Audi- 1 W.Third Street, So. Boston, Mass. 
: ‘orlum, Buffalo, N. Y. New York Office: 166 West 72nd St., N. Y. C. ? 
; August 20, 1929.—-The annual outing of the Master Plumb- “) 
‘rs’ Association of the City of Passaic, N. J., to be held at 
1 Blatsberg’s Farm, Hawthorne, N. J. | 
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At the recent installation of officers of the 
North Hudson, N. J., Master Plumbers’ Asso- 
ciation, State President William Chesnut of 
Montclair praised the women’s auxiliary for the 
scholarship work it is doing, and stressed the 
appreciation of the young men who are recetv- 
ing the benefits of the scholarship. This 1s 
only one of the many tributes which are being 
constantly paid by association leaders to the 
work of the women. Now that the convention 
season is here, many of the auxiliaries are pre- 
paring for the entertainment of visitors, while 
many of the women will be planning to attend 
conventions in other cities. The acquaintances 
formed at auxiliary meetings will be doubly 
valuable at this time. 


New Jersey Auxiliary’s Executive Board Meets 

The quarterly meeting of the Executive State Board of 
the Women’s Auxiliary of the New Jersey State Associa- 
tion of Master Plumbers was called to order by its presi- 
dent, Mrs. Charles J. Samuel, Montclair, N. J., on Feb- 
ruary 6 at the Hotel Hildebrecht, Trenton, N. J., with a 
large number of the membership confined to their homes 
through illness. The secretary, Mrs. David B. Van Sant, 
Bloomfield, N. J., was for this reason absent, and Mrs. 
Leslie Williams, East Orange, acted in her place. Mrs. 
Charles Werner, Jersey City, gave a report on the money 
raised by subscription for the disabled soldiers in the 
hospital at Verona, N. J., and also conveyed to the meet- 
ing the message of thanks from the soldiers. 

Mrs. John J. Corcoran, Jersey City, rendered a compre- 
hensive report on the finances of the scholarship fund. 
The report called attention to the fact that notices had 
been sent each local organization, making known that an 
assessment of $1.05 per capita had been worked out to 
discharge the indebtedness which the payment of the 
scholarship in Carnegie Tech, for the young man placed 
there by the auxiliary, had incurred. Several of the aux!l- 
iaries, according to the report, have paid their per capita 
share and the indebtedness had been substantially modi- 
fied. Mrs. Corcoran suggested that the secretaries of the 
local auxiliaries send corrected memberships to the state 
body. 

Mrs. J. Miller Heidweiler, Trenton, treasurer, inducted 
the financial report into the minutes of the proceedings, 
which disclosed a balance in the treasury of $157.79. Mrs. 
Heidweiler deferred a trip to Florida with her husband to 
be present at the meeting. 

Mrs. Charles Zimmerman, North Hudson, N. J., sug- 
gested that those present, upon their return home, talk 
over with the members of their local organizations prob- 
able candidates for the state officers during 1929-1930. 
Mrs. Zimmerman further suggested that the president 
appoint a nominating committee to present a slate of can- 
didates for the various offices so that the confusion which 
arises at elections may be lessened. 

Mrs. W. T. J. Orriss, North Hudson, vice president, after 
Mrs. Zimmerman put her thought in the form of a motion, 
seconded it, with the consequent result that a nominating 
committee is to be named. Mrs. Orriss also expressed the 
opinion that past presidents should be notified of state 
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board meetings. This also became by vote a rule. Mrs. 
Orriss was instructed to notify Mr. Orriss that he could 
call the meeting of his master plumbers’ committee and 
that of the auxiliary at any time to take up scholarship 
matters. 

Mrs. Charles Werner agreed to take care of the fund 
maintained by subscription for the purchase of flowers for 
sick members. It was urged that all resolutions to be 
presented at the annual meeting be put in writing and 
carbon copies be made. Mrs. Corcoran invited the board 
to meet in Jersey City in April. This invitation was 
accepted. | 


New Officers Installed in Oranges 

The Women’s Auxiliary to the Master Plumbers’ Asso- 
ciation of the Oranges, N. J., held its installation of 
officers on January 10. The master plumbers had been 
invited to participate in the social evening, and guests 
and members had a most enjoyable time. Refreshments 
were served after the installation. Officers for 1929 are: 
President, Mrs. Florence Hoffmann; vice president, Mrs. 
Anna Miller; recording secretary, Mrs. Helen Berg; treas- 
urer, Mrs. Alma Brenner; social correspondent, Mrs. Ma- 
tilda Lange; sergeant-at-arms, Mrs. Margaret Brady. Mes- 
dames C, Lehrer, C. Kolb, A. Trapper and M. Bishop will 
serve as trustees. 


Wisconsin State Auxiliary 


Formed 


HEN the Wisconsin 
\ Master Plumbers’ Asso- 
ciation held its convention in 
Milwaukee, January 29, 30 
and 31, the visiting ladies 
were greeted at the Hotel 
Pfister by members of the Mil- 
waukee Women’s Auxiliary. 
The afternoon was spent in 
card-playing, while those who 
desired spent the timein shop- 
ping. On Wednesday, Jan- 
uary 30,an organization meet- 
ing was held at the Pfister 
Hotel. A delightful luncheon 
was served at one o’clock in 
the Empire room. The tables Mrs. Charles Pelunek 
were beautifully decorated. 
After luncheon, a woman’s state auxiliary was formed and 
the following officers were elected: President, Mrs. Charles 
Pelunek of Milwaukee; vice president, Mrs. Fred Kuete 
meyer of Milwaukee; recording secretary, Mrs. George 
Reeke of Green Bay; treasurer, Mrs. H. Smith of Racine. 
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Top picture: Mrs. Peter Vogt and Mrs. Joseph Brah, both of 

Milwaukee. Bottom picture: Mrs. Edwin Brownell, Miss Clara 

Nelesen, Mrs. John Phalen and Mrs. Ben Levendusky, all of 

Manitowoc. Photos taken at the convention of the Wiscon- 
sin state auxiliary 


After the election the ladies enjoyed a social afternoon. 

On Thursday the ladies met at the Pabst Corp., and 
were escorted through the plant, where the making of 
cheese was explained to the visitors, A dinner and dance 
given by the Milwaukee Master Plumbers’ Association in 
the evening at the Fern Room of the Hotel Pfister was 
the climax of a successful convention. The untiring efforts 
of the entertainment and reception committees of the Mil- 
waukee Master Plumbers’ Association and the women’s 
auxiliary were responsible for the success of the various 
social affairs. The presence of so many visitors from other 
parts of the state was greatly appreciated by the Mil- 
waukee ladies. 
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Chicago Master Steamfitters’ Auxiliary Sends 
Letter to Members 


Mrs. Malcolm Buckley, president of the Women’s 
Auxiliary to the Chicago Master Steamfitters’ Association, 
is sending out a letter to members and prospective mem- 
bers of that auxiliary. The letter, which was decided upon 
at the last meeting of the Board of Directors, explains the 
purposes of the auxiliary. It calls attention to the in- 
crease in membership from thirty-seven to fifty-three 
members, and stresses the importance of regular attend- 
ance in order that all members may become acquainted. 
The initiation fee is $5 and dues are $2 a month. These 
dues, the letter explains, are necessary in order to enable 
the organization to hold its meetings downtown, serve 
a luncheon and pay for printing, stamps and stationery, 
and other necessary expenditures. 


Alameda County Auxiliary Installs New Officers 

The newly chosen officers of the Ladies Auxiliary of the 
Alameda County Merchant Plumbers’ Association were 
tendered a delightful luncheon and card party at the 
Women’s City Club in Oakland, January 21. Suitable in- 
Stallation ceremonies were the feature of the occasion, 
when Mrs. R. Spiersch officially took the president’s chair, 
Mrs. W. H. Picard assumed the vice-presidency, and Mrs. 
W. J. Evans, Mrs. J. B. Morse and Mrs. James Rankin 
took on the responsibilities of secretary, treasurer and 
marshal, respectively. 

A most delicious luncheon was served, followed by a 
whist party at which high scores, in the order of their 
totals, were made by the following: Mesdames W. D. J. 
Evans, W. H. Picard, Lolita Zeis, R. Spiersch, George 
Stoddard. 


Ohio Auxiliary Meets at Mansfield 


of Master Plumbers held its tenth annual conven- 

tion at the Mansfield-Leland Hotel, Mansfield, Ohio, 
on February 5, 6, and 7, with approximately 75 delegates 
and guests present. 

On Tuesday morning the ladies attended the opening 
session of the master plumbers’ convention and that after- 
noon held their business session, with Mrs. Stanley T. 
Smith of Columbus, state president, presiding. Miss Ida 
M. Anderson of the Plumbing and Heating Industries 
Bureau, Chicago, talked on what the woman can do to 
help further sanitation every month in the year. In her 
annual report Mrs. Smith said that, while no new auxil- 
iaries had been organized during the year, she felt that 
the master plumbers had strong enough organizations in 
a number of cities to have an auxiliary. Mrs. Smith also 
referred to the death during the year of Mrs. G. H. Wehrle, 
who, she said, was state president at the time Mrs. Smith 
joined the auxiliary. In closing Mrs. Smith expressed her 
appreciation for the splendid support given her and asked 
that her successor be given the same loyal assistance. 

The New Officers 

The election of officers for the ensuing year also took 
place at this meeting and resulted as follows: Miss Alma 
Niesen of Cincinnati, president; Mrs. William Haas of 
Dayton, vice president; Mrs. Charles Woelfel of Cincinnati, 
secretary; Mrs. William Zernechel of Canton, treasurer. 

Mrs. Stanley T. Smith and Mrs. Kel W. Osborn of 
Columbus, retiring president and secretary, respectively, 
were each presented with a lovely silver vegetable dish, 
a@ gift from the Columbus auxiliary. 


Toot Ladies Auxiliary to the Ohio State Association 


On Wednesday afternoon the ladies held a luncheon 
in the grand ball room and at this time Mrs. F. C. Clemens 
of Dayton, the retiring state treasurer, was presented 
with two silver dishes, a gift from all of the auxiliaries in 
Ohio in appreciation of her nine years of faithful service. 
The Dayton auxiliary presented Mrs. Clemens with a lovely 
silk umbrella. 

Thursday morning the auxiliary had breakfast at the 





Top picture: Mesdames H. J. La Plante, Kel W. Osborn, J. F. 
Oelgoetz and W. A. Schneider, all of Columbus. Bottom pic- 
ture: Miss Florence Manley, Mrs. John J. Vogelpohl, Mrs. 
Edward Frank, Russell Frank, Miss Alma Niessen, new presi- 
dent of Ohio state auxiliary; Mrs. George Biedenbach, Mrs. E. 
B. Kleine and Mrs. M. R. Manley, all of Cincinnati. Photos 
taken at the convention of the Women’s Auxiliary to the 
Ohio Association of Master Plumbers 
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inges of the 
Better Kind 





Hinge No. 100—Close-Ruf 


GRAND HAVEN BRASS FOUNDRY 
Grand Haven, Michigan 


Hinges for all types of toilet seats 
All hinges can be furnished Crodon Plated if so desired. 








“We Have Standardized 
on Key Paste’’ 


— Williams Oil-O-Matic Corporation 


The Williams O:l-O-Matic Heating 
Corporation not only uses Key Graphite 
Paste in the production of their oil 
burners, but they recommend it to their 
dealers for use in burner installations. 


After a trial, Key Graphite Paste has 
entirely replaced a product of their own 
which they formerly used. 

Many other oil burner manufacturers 
as well are now using and recommend- 
ing Key Paste. 


Find out for yourself about the added 
benefits of Key Graphite Paste. It con- 
tains no oil, and is not affected by any 
petroleum product. Even constant 
vibration does not loosen joints sealed 
with it. Key Paste expands under heat, 
making a still tighter joint—yet one that 
caneasily be broken whenever necessary. 
Get your trial supply by mailing the 
coupon today. 


ecm FREE TEST SUPPLY 


KEY BOILER EQUIPMENT CO., D_.E.2-29 
27th and McCasland, East St. Louis, Ill 


Send me free sample of Key Graphite Paste 
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City club and then after luncheon went on a trip through 
the Ohio state reformatory and the plant of the Westing- 
house Electric & Mfg. Co. That evening was the time of 
the banquet, which was followed by dancing, the grand 
ball having been held the night before. On Tuesday 
evening most of the ladies attended a theater party. 

The following committees of Mansfield women were to 
a large extent responsible for the splendid manner in 
which visitors were entertained and the entire conven- 
tion handled: 

Reception committee: Mesdames Lillian Lersch, chair- 
man, Ruth Marlow, Alex Grassick, Frank Fritchen, H. V. 
Frye and C. W. Ricker. 

Registration committee: Mesdames Charles Arting, 
chairman, Henry Denig, E. F. Malone and Alex Grassick. 

Entertainment: Mesdames Herman Hoffman, chairman, 
W. E. Antrican, E. F. Malone, C. W. Ricker, O. P. Wervey, 
H. V. Frye, Charles L. Arting, Lillian Lersch, Frank 
Frietchen, Ruth Marlow, Alex Grassick and Henry Denig. 


Amarillo Auxiliary Contributes toScholarship Fund 

The Amarillo, Tex., Women’s Auxiliary held a meeting 
on January 29. At this meeting it was voted to contribute 
$25 to the National Scholarship Fund. Owing to the fact 
that the auxiliary is quite small the women were pleased 
to send in a sum as large as that. On Thursday evening, 
after the master plumbers held their meeting, they were 
very much surprised to see that the ladies’ auxiliary had 
prepared delicious sandwiches and coffee. The weather 
was terrible and it was surprising to see that almost the 
entire auxiliary turned out for the occasion. 


South Side Auxiliary Holds Meeting 

On January 3, at the Broadview Hotel, the South Side 
Women’s Auxiliary of Chicago held its regular monthly 
meeting. Owing to the extremely bad weather only twen- 
ty-nine members and two guests were present. After the 
usual delicious luncheon, the business meeting was held. 
A report, by Mrs. Walter Shaw, was made on the Christ- 
mas present, in the form of several large boxes and 
baskets of candy, fruit, cookies and cigarettes, which 
were sent to the World War veterans at Oak Forest, IIl. 
The boys were so grateful that it was decided to send 
presents from time to time without waiting for next 
Christmas to come. A nominating committee, consisting 
‘of Mrs. Hildeman, Mrs. Harris, Mrs. Haigh, Mrs. Kaleher 
and Mrs. Kline was appointed to nominate officers for 
next year. Mesdames Elliott, Fyanes, Haigh and Smith 
were hostesses responsible for this pleasant meeting. 


Milwaukee Auxiliary Installs New Offcers 

The Women’s Auxiliary to the Milwaukee Master 
Plumbers’ Association heid a special meeting on January 
21 at the new quarters of the City Club in the Empire 
building. The officers for the coming year were installed, 
Mrs. E. Friend, chaplain of the auxiliary, acting as install- 
ing officer. The new officers are: President, Mrs. O. A. 
Waskow; first vice president, Mrs. F. Westfahl; second 
vice president, Mrs. William Schoenrock; third vice presi- 
dent, Mrs. Charles Pelunek; recording secretary, Mrs. H. 
Weber; corresponding secretary, Mrs. L. R. Schmaus; 
treasurer, Mrs. R. Wenzel. The past president, Mrs. C. 
Pelunek, was presented with a beautiful platinum pin, as 
a token of appreciation from the auxiliary. The retiring 
officers presented Mrs. Pelunek with a handsome bouquet 
of roses. The newly installed president, Mrs. Waskow, 
received a similar bouquet of roses from W. Dusold, 
president of the Milwaukee Master Plumbers’ Association. 
Mrs. E. Friend wore a lovely corsage bouquet presented 
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to her by the auxiliary. Mrs. W. Dusold, chairman of 
the entertainment committee, made arrangements for the 
installation, while the pleasant rooms in which future 
meetings will be held were secured through the courtesy 
of Mrs. F. Kuetemeyer, chairman of the reception com- 
mittee and a member of the City club. <A delicious 
luncheon was served at one o’clock, after which the in- 
stallation took place. 


Portland, Oregon, Auxiliary Helps Children’s 


Farm Home 

The Women’s Auxiliary to the Portland Master Plumb- 
ers’ Association held the January meeting at the home of 
Mrs. Steve Pollitt, with Mrs. J. R. Widmer, president, in 
charge of the business session. After a delicious luncheon 
served by the hostess, the ladies sewed for the Children’s 
Farm Home at Corvallis. 
home of Mrs. Rennie, and will be the occasion for the 
annual election of officers. It is the plan of the auxiliary 
to continue to do sewing for the charitable project which 
they have already started to assist this year. 


The next meeting will be at the 


Organize Branch of “Needle Work Guild of 


America” 

The Tampa, Florida, Women’s Auxiliary has organized 
a branch of the “Needle Work Guild of America.”’ Mrs. 
George McGhan, Jr., is first vice president and Mrs. W. E. 
McAndrew is secretary, of this newly formed organization. 
The women were urged at the national convention to 
join this Needle Work Guild and to do so it was necessary 
to create a branch in Tampa, so through the auxiliary 
this branch of the Guild was formed. Four of the di- 
rectors of this new branch are members of the Tampa 
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auxiliary, and all of the nine auxiliary members are 
members of the Needle Work Guild. 


Trenton Auxiliary Elects Officers 

The Trenton, N. J., Women’s Auxiliary met at the home 
of Mrs. Harry Griener of Greenwood avenue on Thursday 
evening, January 10. During the meeting the annual 
election of officers was held and the following were chosen: 
Mrs. F. Nitz, re-elected president; Mrs. A. Bruno, vice 
president; Mrs. John Mickels, secretary; Mrs. Charles Mac- 
Queen, treasurer. Trustees elected were: Mrs. William 
Royer, trustee for one year; Mrs. John H. Conrad, trus- 
tee for two years; Mrs. F. R. Dunn, trustee, three years. 


New Bedford Auxiliary Has New Offcers 


The regular monthly meeting of the Women’s Auxiliary 
of the Master Plumbers’ Association of New Bedford & 
Vicinity, Inc., was held February 4 in the rooms of the 
Master Plumbers’ Association. The officers for the ensu- 
ing year are as follows: President, Mrs. Harry Mulberry; 
vice president, Mrs. Joseph P. Rielly; secretary, Mrs. Les- 
ter E. Stowell; treasurer, Mrs. John M. Reilly; auditors, 
Mrs. Charles H. Robertson and Mrs. Harold Delano. The 
board of directors consists of Mrs. Lester E. Stowell, Mrs. 
Richard T. Thatcher, Mrs. Emil Herzog. 


North Shore Ladies Hold Annual Dance 


The Ladies Auxiliary of the North Shore Sanitary Engi- 
neers’ Association held its annual dinner the 
Orrington Hotel, Evanston, IIl., on Saturday evening, 
February 9. A large crowd of members, their husbands 
and guests sat down at six-thirty, and favors were pre- 
sented to everyone. 


dance at 


A surprise cotillion was a feature of 
the affair, which ended after dancing most of the evening. 
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Tests made with genuine ARMSTRONG ADJUSTABLE 
DIES taken from regular stock on Copper Pipe under various 
conditions proved conclusively that genuine ARMSTRONG 
Adjustable DIES ‘‘for brass pipe only’’ were by far the best 
dies for threading Copper Pipe. This statement contains 





Use Cutting 
Oil NOT Lub- 
ricating Oil. 
Cutting Oil is 
the Best Cool- 
ing Agent. 





T 
ARMSTRONG MEG. CO. } Please sen 
291 Knowlton Street Name. 


BRIDGEPORT, CONN. 


\/Cenuine Armstrong 
Adjustable 
for Brass lPipe are 
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They Thread Copper Pipe Perfectly 


THE ARMSTRONG MFG. CO. 


¥ BRIDGEPORT 


Founded 1869 
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Dies 


no bunk. A trial will prove to you that they thread Copper 
and Brass) Pipe perfectly. Every Die is guaranteed —money 
back if not satisfied. Let us state at this point to beware of 
imitations, be sure ‘‘ARMSTRONG Bridgeport’’ appears on 
every Die or Stock you buy. Order through your supply house. 
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Eats it up 


That’s what 

acid does to 

drain pipe of 
ordinary materials. 


Duriron pipe 

is not at all 
affected by 
corrosives, so it’s 
good business to 
install it for 

this service. 


Better profits 

and satisfied 
customers give 
Duriron an added 
value to the 
Plumber. 


This pipe is 
installed the 

same and as easily 
as e.h. castiron 

soil pipe. 


Made only by 


The Duriron 
Company 
Dayton, Ohio 
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New ‘Business “Ventures 


Brooklyn, N. ¥.-—The Windsor Plumbing and Heating 
Corp. has been incorporated. The firm is represented by 
O. D. Williams, 67 Wall street, New York City. 

Qucens Village, L. I., N. ¥.—The At-Call Plumbing and 
Heating Co. has been incorporated with a capital of $5,- 
000. A retail store will be established. The firm is repre- 
sented by Gollmar and Smith, 391 Fulton street, Brooklyn. 

Buffalo, N. Y.——C. Wilson and associates have incorpor- 
ated the C. Wilson Plumbing and Heating, Inc., with a 
capital of $20,000. E. M. Dale, attorney, Buffalo, repre- 
sents the new concern. 

Waukegan, Ill.——Thomas J. Killian, large plumbing and 
heating contractor of North Chicago, Ill., recently opened 
a branch showroom at 211 Washington street, where 
plumbing and heating equipment is on display. 

Sacramento, Calif.—Brazil & Quinn, plumbing and 
heating contractors, have opened a shop and office at 
2591 Seventeenth street. 

Brooklyn, N. ¥.—The United Heating Company has been 
established at 582 Glenmore avenue, as a partnership by 
Ben Gluckman and Joseph Gluckman. 

Roanoke, Va.—W. P. Robinson has opened a plumbing 
and heating contracting business with temporary head- 
quarters at 1214 Campbell avenue, Southwest. 

Milwaukie, Ore.—F. E. Clark has engaged in the 
plumbing and heating business under the name of the 
Clark Heating Co. 

Leonia, N. J.—F. J. Hershfelder and associates have 
incorporated the F. J. Hershfelder Co., with a capital of 
$25,000, to operate a plumbing business. 

Murfreesboro, Tenn.—-Thomas J. Slinkard has opened a 
plumbing and heating business at 115 South Front street. 

Paterson, N. J.—The Intercity Plumbing and Heating 
Company has been incorporated with a capital of $50,000. 

Des Moines, lowa.—The Hiland Plumbing and Heating 
Co., opened for business recently at 314 West Euclid 
é enue. 

Brooklyn, N. Y.—J. Abelson has organized the firm of 
J. Abelson Inc., to operate a plumbing business. The new 
firm is represented by J. J. Schwartz, 215 Montague street, 
Brooklyn. 


Portland, Ore.——The Globe Plumbing & Heating Co. 
has been incorporated with a capital of $20,000, by J. 
W. Kelly and A. Kelly. 

New York, N. Y¥.—The Lavender Plumbing Co. has been 
incorporated in the Bronx, with a capital of $10,009, 
by J. J. Lavender, 838 Cortlandt avenue. 

Virginia Beach, Va.—S. K. Hobeck & Son, Inc., has 
been incorporated to engage in the plumbing and heating 
business, with a capital of $10,000. 

Brooklyn, N. ¥.—With a capital of $10,000, the Haw- 
thorn Plumbing and Heating Co. has been incorporated 
to operate a plumbing and heating contracting business. 
The firm is represented by Winick and Barnett, 570 
Seventh avenue, New York. 

Sioux City, Iowa.—The Marolf Brothers Co., Inc., has 
been chartered with a capital of $25,000, to engage in the 
plumbing and heating business, by Leo F. Marolf and 
John A. Marolf. 

Greenwich, Conn.—Guild, Bloomfield & Jensen, Inc., 


have been granted a charter to conduct a general heating 
and plumbing contracting business, with a capital of 
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$50,000. The incorporators are: Robert Jensen, 221 Van- 


deventer avenue, Long Island City, N. Y.; Clark Guild, 
105 Bellevue avenue, Summit, N. J., and H. W. Bloom- 
field of Trenton, N. J. 


Chattanooga, Tenn.—Jones & Vandercammer, Inc., have 
been incorporated with a capital of $15,000, to engage 
in the plumbing and heating business at 2606 East Main 
street. 

Brooklyn, N. Y.—Max C. Hoeh has established a plumb- 
ing and heating business at 1385 Park Place, under the 
name of the Easton Heating Co. 

Superior, Wis.—Christ Miller, who was formerly with 
the Superior Plumbing Co., has opened his own plumbing 
and heating business at 1813 Belknap street. 

Detroit, Mich.—The Cowan-Evans Co., 311 West Wood- 
bridge street, has entered the plumbing and heating busi- 
ness. 


Passaic, N. J.—The Broadway Plumbing and Heating 
Co., has been incorporated to operate a plumbing and 
heating contracting business. 


Business ( hanges 


Brooklyn, N. ¥.—Universal Heating Co., Inc., has moved 
its offices to 48 Amboy street. 

Springfield, Mo.—The J. S. McCarty Plumbing and 
Heating Co., has changed from a partnership to a cor- 
poration with a capital stock of $25,000. Stockholders 
and directors include J. B., J. G., and J. P. McCarty. 


Oregon, Ill.—S. F. Piper & Son, master plumbers of 
Byron, Ill., have purchased the plumbing and heating busi- 
ness of D. A. Belis, and will conduct businesses in both 
cities. 

Anamosa, Iowa.—A. J. Handel of Savanna, Ill., has 
purchased the Dahms Plumbing and Heating Co., and will 
conduct it at the same location. 

Fairfax, Okla.—The Marlar and Crandall plumbing 
business has been dissolved on account of the ill health 
of Mr. Marlar. K. M. Crandall will continue to operate 
the business at the same location. 

Hinsdale, Ill.—Walter Davidson has moved his plumbing 
business into its newly remodeled headquarters at the 
corner of Forst and Washington streets. 


Duluth, Minn.—The Sher Plumbing & Heating Co., has 
purchased the stock and equipment of the Stack-Dolan Co. 


Astoria, L. I., N. ¥.—The firm of Maher and Sons, Inc., 





ant® 











View of the plumbing showroom of H. C. Nonnemacher, of | 


St. Paul, Minn. 
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KIELEY SPECIAL 1900" 


PRESSURE REGULATING VALVE 


for 


WATER, AIR, OIL 
and GAS 








Here is a valve that will 
absolutely maintain, 
automatically, the pres- 
sure at which it is set. 
It is ideal for use on 
Water mains going to 
small houses and build- 
ings. It will take care 
of an initial pressure of 
150 pounds and will 
reduce this to from 10 
to 75 pounds as wanted. 


You need our com- 
plete catalog to guide 
you in the selection of 
No. 204 values and water 
feeders. Write us 
for it today. 


























KIELEY & MUELLER, Inc. 


34-38 West 13th Street, New York 











After 500 Years 
NO RUST 


For more than 500 years one 
copper roof has protected the 
Temple of Heaven, Peking. 
King Tut-Ankh-Amen’s head- 
piece, made of copper, was 
thousands of years old. Copper 
is practically ever/asting. 





To give Patterson Inde- 
structo Copper Lined Heaters 
the rust-resisting, non-corro- 
sive properties of copper, we install a complete copper lining in 
the steel shell. As water does not touch anything except copper, 
there is no possibility of rust. 


_  =,™ — 
tg ee = coe a oH 


Temple of Heaven, Peking 


” We guarantee the Patterson Indestructo to prevent discolora- 
tion of water from rust. 
Add to this the other super features of the Patterson Inde- 


structo Hot Water Heater and you will understand why this 
everlasting heater is fast replacing other makes. 


Our catalog gives full details. Write for a copy. 


THE PATTERSON-KELLEY CO. 


106 East 40th St. 


New York City 


Fatterson 


Indestructo 
Copper Lined 
Hot Water Heater 










GO OE ALORS ATTA LAND A TE LIE 
+” = 
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For All 
Lead Work 





YAGER’S 
[a SOLDERING SALTS 
-YAGERS 


| Just the thing to have on 
hand at all times. These 
Soldering Salts will make 


| SOLDERING 

W SALTS 3° 

I cctiieuae your work easier and 
- better. 


ALEX R. BENSON CO., Inc. 
Hudson, New York 
F or List of distributors see 1929 McRae Blue Book 


Sales Agency for Canada: 
Canadian General Electric Co., Lid., 
Toron‘’e and Montreal 























EMERGENCY 
TUBE PLUGS 


You can depend on the 
Johnson-Washburn Emer- 
gency Tube Flug on EVERY 
job. It is easy to install and 
the tapered threads make it 
tight ALWAYS. 





If your jobber is out of these Tube 
lugs write to us and we will 
be glad to furnish them to you. 
JOHNSON-WASHBURN COMPANY 
91 HAVERHILL ST. BOSTON, MASS. 














Closet Screw 





Tank Ell Screw 


HINDLEY’S Plumbers’ Helps 


Get Your Supply | 





Closet 
Send for our Bolt 


catalog 


er 


GU dd 











HINDLEY MFG. COMPANY 
Valley Falls, R. I. 














Telephone: Lawndale 1850-1851 


Ingot Brass 


Smelters and Refiners 
High Quality Metals 
Metals made up to specifications. 


R. LAVIN & SONS 


2511-2525 W. 21st St. 


John Hartman, Sales Mgr. Chicago, Ill. 
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Top row: Louis Vogler; a group of salesmen at the outing; 

Frank Blaesi. Bottom row: H. M. Saunders; F. G. Kuch of 

the J. A. Sexauer Mfg. Co.; T. Wirth, A. D. Densmore and 

Harry Pritchard, both of the Boiler and Radiator Corp.; C. W. 

Rich of Crane Co. Photos taken at the annual outing of the 
Rochester association, 


recently organized with a capital of $15,000, has taken 
over the business at 28 Newtown avenue, formerly con- 


_ducted by the partnership of Maher and Kilkenny. 


L’Anse, Mich.—The Ray L. Eggleston Co. has leased 
the Sicotte building on Railroad street, and expects to 
move to that location early in the Spring. 


Maywood, Iil.—The Rice Plumbing Co., formerly at 
1000 St. Charles Road, has moved to 623 So. Fourteenth 
avenue. 


Clarksdale, Miss.—B. V’.. Mathis, whose plumbing busi- 
ness was formerly located at 420 Talahatchie street, 
moved recently to new quarters at 19 Second street. 


Des Moines, Iowa.-—The Goff Plumbing and Heating Co., 
formerly at 514 West Eighth street, has moved into new 
and larger quarters at 579 West Seventh street. 


a 
New York Chapter Hears Description 
of New Building 


Speaking before the members of the New York Chapter 
of the American Society of Heating and Ventilating En- 
gineers at the monthly meeting held January 21 in the 
Building Trades Club, that city, Dexter J. Purinton, en- 
gineer associated with Voorhees, Gmelin & Walker, archi- 
tects, dealt with many of the mechanical problems with 
which his organization was confronted in the planning of 
the New York Telephone Co. building at 140 West street, 
New York City. Among other things, Mr. Purinton de- 
scribed the process of getting the plumbing lines to scale 
to the probable water consumption in closet bowls in the 
building with its 8,400 population. These computations 
were all made with the use of curves, which in the case 
of water came out 11 per cent over the amount that is 
being actually consumed, as were practically all others 
of similar importance. The speaker also described in de- 
tail the fire protection installations, and then took up the 
matter of the heating plant, "which is one of medium 
pressure. 

e 


Los Angeles Club Holds Birthday Party 
The fourth birthday party of the West Side Merchant 
Plumbers Club of Los Angeles was held at the City Club 
on the evening of January 17. The occasion was without 
business, but was replete with jollity and good things to 
eat. Members of the club, and guests to the number ot 
nearly a hundred, attended. The guests included members 
and officials of the Hollywood Club, officials of the Fed- 
eration of Merchant Plumbers’ Associations of Southern 
California, officials of the Los Angeles Merchant Plumbers 
Association and a number of representatives of the manu- 

facturing and jobbing ends of the plumbing industry. 
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FLASHES FROM THE NEWS 

A news item from Spain says that a new Spanish revolt 
was smashed, and that the general strike announced in Va- 
lencia was called off. 

We suspect that the general strike was called purposely to 
revive the popularity of the song, “Valencia.’’ Radio fans 
should wire the Spanish dictator their thanks for warding off 
the catastrophe. 








“Harmony, Says Fashion, and Women Agree,” says head- 
line of a newspaper item. It seems that one must have “chosen 
a color motif for every costume this spring and every im- 
portant item of the ensemble must fit into the whole color 
scheme,” 

All very well and good. But whether it be an orchid cos- 
tume, a costume built around a peach blossom motif, or a Rio 
Rita red, or Miami yellow—it will all be paid for in the same 
color—the long green. 





“Quiet Day in Honduras; Only 1 Shot at President.’’—Head- 
line. And, since the shot didn’t take effect, it is probable that 
the president was quite satisfied. 





Another fashion note says: “Fashion all a-bustle, trying 
to hide knees.”’ If fashion will take a ride on any street car 
it can observe the same endeavor—not always successful. 





——_——_——=» 


“Violent Anger,” says a prominent health expert, “causes 
physical as well as mental ills.’ 
That’s no item for a headline. It always does if you get a 


bigger man than yourself angry. 





Oh, do not let your passions rise, 
For others may not like itt, 
And if your nose 1s in the way 

May very likely strike it! 





Visitor: “Are you sure the manager is not in? 
Office Boy: “Do you doubt his word, sir?’ 





OUR SENTIMENTS, EXACTLY 
Since in laboring and in resting 
Life is divided at best, 
Let others do the laboring 


And I will do the rest. 





THE OVERHEAD WOULD BE TOO GREAT 

A small boy strolled into a drug store and asked for a 
nickel’s worth of asafoetida. The proprietor wrapped it up 
and handed it to him. 

“Charge it,’ said the boy. 

“What name?’ asked the druggist. 

“Hunneyfinklestein.”’ 

“Take it for nothing,” said the druggist. “I wouldn’t write 
asafoetida and Hunneyfinklestein in the same line for no 
nickel.” 

P. G. N., Chicago. 





ON THE SAFE SIDE 

The president of a bank in a western town was very bald, 
and was in the habit of wearing his hat in the bank during 
business hours as a protection from flies in warm weather 
and from cold breezes in winter. 

Kvery week a negro employe of the bank presented a check 
and drew his wages. One day as he was putting the money 
in a worn and greasy wallet, the banker chanced to pass by 
and asked: 

“Look here, John, why don’t you let me have some of that 
money to keep here in the bank.” 

“Well sah,” replied the colored boy, “I’s always afeared. 
You see, sah, you look like you was always ready to start 
somewheres.” 

—K. B. G., Mt. Morris, Il. 





We now know the meaning of the phrase: “A diamond 
in the rough.” Ask any golfer. 
i Be He 
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SURE - HOT 

Water Heaters 
might well be 
called SURE-SALE L 
Water Heaters. Pros- A 
pective buyers do not 
have to have technical Ty 
knowledge to see at once 

that the principle of SURE- 

HOT Heaters is scientifically 
sound. The service these heaters 
have rendered on the most ex- 
acting jobs has rightfully, given 
them the ‘reputation of dollar for 
dollar value. 











You, as a plumbing and heating con- 
tractor, can save your customers a 
great deal in money, trouble 
and worry by standardizing on 
SURE-HOT Heaters. 


They will repay you many 
times in profits. 


Write for our 
catalog. 









THE M. S. LITTLE MFG. CO. 
HARTFORD CONN. 
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SPRINKLER 












































LU. 5 B. Sprinkler Heads are stamped at the time of sealing 
with the fusing degree and the date of make. Look for 
these two marks so that you will be sure to secure the 


genuine. Ask for them by name. 


C. S. B. SPRINKLER COMPANY 


86 Broad St. +. Boston, Mass. 


Write for details 











FLASH 


HEATER 


[ *s a y ‘} 
, cg Dai R pee Cs 
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+s _ | pe wx Flash Heaters 
7 Tes a nib * 4 for the larger 
yp -- 468 e a pegs installations 
| such as apart- 
| ments, large 
a homes, clubs 
and hotels, will 
supply all the 
hot water 
needed at a 
cost far below 
the ordinary. 
The Flash 
Heater is its 
own best rec- 
ommendation. 
, | Write and let 
*™ us tell you 
/ about its serv- 
ice on the job. 
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CLEGHORN CO. 











86 Broad St., Boston, Mass 
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Bath «a ‘Day Nlovement 


Paterson, N. J., is added to the jist this week of cities and towns 
where the “Story of the Bath” /as been distributed to school 
children. It is difficult to understand 

why, with the number of requests we 

receive from teachers for material of 

this kind, more associations do not 

take action. All such inquiries are re- 

ferred immediately to the secretary of 

the local association, if there is one, 

and, if not, to the secretary of the state association. Each such 
inquiry represents a splendid opportunity for publicity favorable 
to the plumbing industry. 


Convention committees, meeting to make preparations 
for state conventions, would do well to consider the pos- 
sibilities for publicity in such essay contests as the na- 
tional association built around “‘The Story of the Bath”’ 
last June in Memphis. 

Here is an opportunity to get columns of newspaper pub- 
licity, in which the convention and the plumbing fraternity 
is placed in the very best possible light before the public 
eye. 

Write us for full details as to how to organize the essay 
contest. If you’ve never read ‘‘The Story of the Bath’”’ 
write for a sample copy also. If you are interested in put- 
ting some punch into your association activities, you will 
find everything ready for you in the Bath a Day Cam- 
paign. 


Epigrams—Ffor Your Use 


The majority of waiters in restaurants are guests. 
* * * 
Men who try to live without working never seem to get 
discouraged. 
. ~ + 
When the cat’s away it’s up to the mousetrap to get 
busy. 


* 7 - 


Everything waits for those who come. 
* * * 
A boy judges his mother’s greatness by her culinary 
ability. 
, a * * 
From the bird’s viewpoint, one bush is worth a dozen 
hands. 


* * - 


The revolving flywheel gathers no flies. 
” 7 & 
Contact with a sharp man is likely to dull one’s con- 


fidence in humanity. 
7 _ * 


If a man has a bad heart it avails him nothing to have 
a good head. 


* x ~~ 


Adversity is likely to bring a man out—especially at the 
knees and elbows. 


* coal * 


The more a smoker fumes, the less he frets. 
- + - 


A thrifty baker always sells what he kneads himself. 


© 


Niels Fugal, a member of the Fugal Brothers Plumbing 
Co., Pleasant Grove, Utah, has been elected to the legis- 
lature of that state. 








Fe 


anc 


ber 


tio) 


Mil 
Chi 








February 23, 1929 DOMESTIC ENGINEERING 181 


PATENTS 


Heating Department 


1,695,030. Rotary Oil Burner. John Scheminger, Jr., 
Providence, R. I. 

1,695,215. Liquid-Fuel Burner. Earle I. Staples, New 
York, N. Y. 

1,695,152. Oil Burner. Charles A. Martindale, Ander- 
son, Ind., assignor to The Reliable Machine Company, 
Anderson, Ind., a corporation of Indiana. 





dependable 
uait to be had 


Non-rusting shaft, non-rusting 
bearing, non-rusting pump proper. De- 
livers the maximum amount of water a 14 
H. P. motor can pull without overload. 


AURORA PUMP COMPANY 
AURORA, ILLINOIS 


Manufacturers Deep Well Turbines, Centrifuge 
Pumps, Trench Pumps 































on 


HANSON 
























































( 
“ee WEIGH MASTER 
ii BATH ROOM SCALES 
ell | ie Superior non-tipping scales, 
| 7 finished in beautiful colors 
Se to harmonize with modern 














1,695,240. ~ 4,695,241. a bath rooms. Send for prices. 


1,695,240. Automatic Draft Regulator for Boilers. HANSON BROS. SCALE CO. ~~ 


André M. Mertzanoff, New York, N. Y., assignor to Ameri- 
can Radiator Company, New York, N. Y., a corporation of 
New Jersey. 

1,695,241. Automatic Draft Regulator for Boilers. IMPROVED 


Lewis W. Eggleston, Buffalo, N.- Y., assignor to American oe os 
Radiator Company, Chicago, Ill., a corporation of New WILHELMI © 
Jersey. 

1,695,295. Temperature Indicator. Edward A. Rollins, BOILERS 


Roxbury, Mass. . . 
1,695,311. Pipe Vise Stand. Lee C. Young, St. Louis, Che head construction of The 


; — Improved ‘*Wilhelmi’’ Copper 
Mo., assignor, by mesne assignments, to Western Wire Boller will interest every Aso 


Products Company, St. Louis, Mo. in the trade who is looking for 
a better than average product. 
It is this feature particularly 
that make these boilers so 
distinctive. 

Write for details 


HAYES MFG. CO., Makers 


PATERSON, N. J. 















































1,695 .865 


1,695,363. Pipe Cutter. Guy M. Causey, Salem, Oreg., 
and Monroe E. Miller, Washington, D. C. 

1,695,426. Air Conditioner. Drew Head, Chicago, IIl. 

1,695,784. Ventilating Apparatus. Irving C. Stern- 
berg, New York, N. Y., assignor to Arctic Nu-Air Corpora- 
tion, Chicago, Ill. 

1,695,804. Ventilating Apparatus. Allen A. Feinbérg, 
Minneapolis, Minn., assignor to Arctic Nu-Air Corporation, 
Chicago, Ill., a Corporation of Illinois. 








NASON | MANUFACTURING. CO. 


7I-FULTON ST. NEW YORK 


Siram Seeciatty Jeacrahiats Since 1841 
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1,695,809. Automatic Heat-Controlling Regulator. 
James J. Lawler, Mount Vernon, N. Y., assignor to Direct- 
Control Valve Company, New York, N. Y., a Corporation 
of Delaware. 









































1,696,028 








1,696,003. Solar-Heat-Accumulating System. Walter 
J. Harvey, Toronto, Ontario, Canada. 

1,696,028. Steam-Heating System. Louis W. Carroll, 
Riverside, Ill., assignor of one-half to Glenn Muffly, Chi- 
cago, Ill. 

1,496,196. Liquid-Fuel Burner. James H. Gray, Nice, 
France. 
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Plumbing Department 


1,694,822. Pipe Joint. Edward Kennedy, New York. 
N. Y. 
1,695,217. Septic Tank. John P. Thurell, Fort Myers. 
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1,695,227. 
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1; 1,695,217. 
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1,695,22 Electric Water Heater. Ernest E. Bolinger, 
Emmett, Idaho. 

1,694,242. Faucet Wrench. Abram W. Wheaton, Jr., 
Maplewood, N. J., assignor to A. W. Wheaton Brass Works, 
Newark, N. J., a corporation. 
















Coil Heater. 








Demands Advanced— 
Domestic Hot Water 
Heating Equipment 


Present day automatic heating with oil demands more efficient 
methods of domestic hot water supply. Greater heat absorbing 
surfaces are necessary in order to make up for the fact that these 
oil heating systems conserve fuel by shutting off and on. 


The requirements are amply fulfilled in the Holyoke Auxiliary Four 


Get the details by writing us today 


Holyoke Heater Company 
Holyoke Mass. 


HOLYOK 


AuUxILIARY VATERHEATERS 
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1,694,457. Water-Softening Apparatus. Harry A. Toul- 
min, Jr., Dayton, Ohio, assignor to The Duro Company, 


Dayton, Ohio, a corporation of Ohio. 


1,694,256. 
Gebel, 


Electric Soldering Carbon. Michael E. 


Armour, S. Dak. 



















1,694,242, 
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7 1,694,804. 
1,694,467. Filter. Charles P. Eisenhauer, Dayton, 
Ohio, assignor to The Duro Company, Dayton, Ohio, a 


corporation of Ohio. 
1,694,777. Valve. Paul H. Hamilton, 
assignor to The Sands Manufacturing Company, 


Cleveland, Ohio, 
Cleveland, 


Ohio, a corporation of Ohio. 

1,694,804. Water-Softening Apparatus. Edward MT. 
Turner, Dayton, Ohio. 

1,695,621. Flushing Mechanism. Joseph A. Vogel and 
Arthur J. Jennings, Wilmington, Del., assignors to Joseph 
A. Vogel Company, Wilmington, Del., a Corporation of 
Delaware. 

1,695,543. Pump. Charles P. Eisenhauer, Dayton, 

































} 
} 1.695.621. 


Ohio, assignor to The Duro Company, Dayton, Ohio, a Cor- 


poration of Ohio. 


1,695,669. System and Apparatus for Sewage. George 


G. Smith, Littleton, Colo. 
1,695,781. Grease Trap. John Edward Otis, West New 
York, N. J. 


1,696,106. Water-Deactivating Apparatus. Frank N. 


Speller, Pittsburgh, Pa. 
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KING 
LAUNDRY TANK 


HEATERS 





/ 


another member of | Like its companion mem- 
the King line of Tank Heat- bers, it is economical in 
tthe number 280 with first cost and in_ long, 


a 175-gal. per hour heating 
Capacity. 


Write for full de- 
tails of the King 


line 


heate 


need, 


small. 





\ 





/ 
OAKLAND 
FOUNDRY CO. 


BELLEVILLE, 
ILLINOIS 


Operation. 


trouble-free 





















a tank 
r for every 


large and 


\ 








Heavy Cast Brass 
Base 
Free sample valve 
for testing for 
the asking 


All metal, 
non- adjustable 





Cross§Section 


he Last Word~ 
In Syphone/ir Volves 


Guaranteed Five Years 


NEW YORK AIR VALVE CORP. 


478 Broome St. + 66 Wooster St. 
New York, N. Y. 
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“AMERICAN SEAL” 


PIPE AND STEAM JOINT 
CEMENT 


READY TO USE! 


Designed to make pipe joints steam tight and will be 
found very reliable and effective. It is economical 
because it is put up ready for use. No mixing to do 
before using. As it will not injure the thread, the 
breaking of joints is thereby eliminated. 


THE WILLIAM CONNORS PAINT MFG. CO. 
Troy, New York 















Little Giant 
TU-BU-LUR 


Radiator Brackets 


Oe ee Sp age Up alee 
N BRACKET 

m. the new Fae i 
Bracket, complete adjustments in 
any direction, level or plane are 
made right in the bracket itself 
It provides for adjustment in and 
out from wall; for vertical align- 
ment; for adjustment laterally in 
either direction; for raising or low- 
ering radiator; for setting radiator 
in exact plumb. 


Use the new Tubulur—it combines simplicity, 
economy, accuracy, elasticity, rigidity, and strength. 
In one style, three sizes, it fits all tube ty pe radiators. 
Sold pack ked in neat cartOns completely assembled. 
Gives a perfect installation 


Distributed by The United States Radiator Corporation. Sold by all leading jobbers. 


LITTLE GIANT MANUFACTURING COMPANY 
1917 Nicollet Avenue Minneapolis, Minn. 




















The ‘“‘A madeto measure heat- 


ing system” is what your 


ay Oo RT oO ww customer gets when you 


, . install The Gorton Sin- 
Single Pipe 


gle Pipe Vapor Heating 
Vapor System System. The secret of its 


success is its simplicity. 
That means it is easier 


Let us send you - 
for you to install. 


full details 


GORTON HEATING CORPORATION 


Formerly Gorton & Lidgerwood Company 
96 Liberty Street : : New Yeork City 











NEW ORLEANS 


New St. Charles 


One of America’s Looting Eee Hoeele 
ACCOMMODATING 1000 
ALFRED S. AMER & CO., LTD. 
NEW ORLEANS, LA. 
Send for Seaeaiaee folder, illustrated Mardi Gras Program 
for the asking. 
a ofices for all eransportation lines in lobby. 
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77,228. Bathroom Fixture. Paul G. Duryea, Trenton, 
N. J., assignor to Woodward-Wanger Company, Philadel- 
phia, Pa., a Corporation of Pennsylvania. 

77,334. Faucet. William O. Thompson, Pittsburgh, 
Pa., assignor to Standard Sanitary Manufacturing Com- 
pany, Pittsburgh, Pa., a Corporation of New Jersey. 

1,695,352. Heater for Domestic Boilers. Thomas H. 
Stamp, Buffalo, N. Y. 

1,695,530. Toilet Seat. August J. Bruder, Holly, Mich. 













































































1,695,530. 











1,695,541. Water-Softener Valve. Charles P. Hisen- 
hauer, Dayton, Ohio. 

1,695,542. Water-Softening Apparatus. Charles P. 
Eisenhauer, Dayton, Ohio, assignor to The Duro Com- 
pany, Dayton, Ohio, a Corporation of Ohio. 

1,696,142. Sanitary Toilet Seat. Ray O. Harper and 
Ralph C. Hitchin, Los Angeles, Calif. 

1,696,206. Water Heater. Henry J. Lange, Lorain, 
Ohio. 
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1,696,222. 





1,696,222. Temperature Control for Water Heaters. 
Frank L. O. Wadsworth, Pittsburgh, Pa. 

1,696,313. Filter. Robert P. F. Liddell, New York, N. 
Y., assignor, by mesne assignments, to Central Union Trust 
Company of New York, trustee. 

1,696,367. Filter. Elton S. Stephens, Chicago, Ill. 
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1,696,369. Water-Softening Apparatus. James E. 
Trewhitt and Purley E. Hillery, Oakland, Calif., assignors 
to Oakland California Towel Company, Oakland, Calif. 

1,696,443. Wall Construction for Bathrooms. Fred- 
erick H. Michaelis, Kansas City, Mo. 

1,696,459. Refrigerating Apparatus. Otto M. Sum- 
mers, Dayton, Ohio, assignor, by mesne assignments, to 
Frigidaire Corporation, a Corporation of Delaware. 




















“2; 
1,696,459. 1.696.505 


1,696,487. Water Filter. Albert E. Jervis, Napanee, 
Ind. 

1,696,505. Sink Strainer. Simon G. Settles, Seattle, 
Wash., assignor, by direct and mesne assignments, to Her- 
bert W. Barden, Seattle, Wash. 

1,696,558. Refrigeration. Claude C. Van Nuys, Cran- 
ford, N. J., assignor to Air Reduction Company, Incor- 
porated, New York, N. Y., a Corporation of New York. 

1,696,666. Soap Dish. Albert C. Brown, Chicago, IIl. 

1,696,758. Water Heater. Armando Galdi, Somerville, 
and Eric S. Peterson, Lexington, Mass. 

1,696,828. Water Heater. Vernon Price-Williams, 
Miami, Fla. 

1,696,855. Water-Closet. Elof Karl Hjalmar Lund- 





























1.696.855. 


4 1.696.846 


berg, Saltsjobaden, Sweden, assignor to Sesam Aktiebolag, 
Stockholm, Sweden, a Company of Sweden. 

1,696,846. Sewage Treatment with the Aid of a Screen 
Acting Like a Filter. Karl Imhoff, Essen, Germany. 

1,693,678. Drainpipe-Cleaning Composition. Edward 
A. Taylor, Cleveland, Ohio, assignor to The Grasselli 
Chemical Company, Cleveland, Ohio, a Corporation of 
Ohio. A drain-pipe cleaning composition comprising caus- 
lic alkali, finely divided aluminum and goulac, substan- 
llally as described. 











NEW JERSEY 


at Ocean End of Kentucky Avenue 


N Hotel whose Comforts will Assure One 
of Full Enjoyment of This Glorious Re- 
sort. Each Room Has Bath—Strictly fireproof 
—Luxurious Lobbies—Sundeck overlooking 


the Ocean—Golf Privileges. 
American Plan $7 up European Plan $4 up 
Ownership-Management 
FETTER & HOLLINGER 


LATZ INC, 























Going to--e-- 


NEW YORK 
ALBANY - SCRANTON 





























POPULAR PRICED 


HOTELS 


Centrally Located 
Excellent Restaurants 


New York—44th ST. HOTEL 


East of Broadway 
350 Rooms - 350 Baths—$2.50 - $3.00 and $4.00 


SUSSEX HOTEL 


116 West 72nd St. 
150 Rooms with Bath—$2.50 - $3.00 and $4.00 
Albany—HAMPTON HOTEL 
Foot of Capitol Hill 


175 Rooms with Bath $2.50 to $5.00 
25 Rooms with adjoining Bath $2.00 


Scranton—JERMYN HOTEL 


Heart of Business Center 


250 Rooms with Bath—$3.00 - $4.00 and $5.00 
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CLA IFIED 


8 cents for each word including heading and address. Count seven words 
for keyed address. Minimum %2.00 for each insertion. One inch $4.09, 











Situations Open 


SALESMEN—AN OLD ESTABLISHED 

house making a full line of plumbing 
specialties in brass, leather, rubber, 
etc., could use local representatives in 
the principal cities of the United States 
to sell their line, either whole or part 
time, on a straight commission basis. 
A very liberal proposition with full set- 
tlement at end of each month. This is 
a high-grade line, with many exclusive 
items. Will bear the closest investiga- 
tion. We will not consider anyone who 
does not at present have a trade ac- 
quaintance in their respective city. If 
you are a resident of one of the larger 
cities and have a following among the 
plumbing trade, we can put you in a 
position to make good money, providing 
your territory has not yet been allotted. 
Reference required. All replies treated 
in strict confidence. Address, stating 
qualifications, etc., Key 902, “Domestic 
Engineering,” 1900 Prairie Ave., Chi- 
cago. Ill 


Reputable manufacturer’s agents 
are wanted to represent prom- 
inent manufacturer of quality 
Pipe Nipples, sold direct to 
plumbing and heating contractors. 
Several desirable territories are 
now open for immediate repre- 
sentation. Proposal is _ liberal 
commission plan with complete 
protection in territory assigned. 
In replying give lines now han- 
dled and exact territory covered. 
Confidential. Address Key 284, 
“Domestic Engineering,” 1900 
Prairie Avenue, Chicago. 
TRAVELING SALESMAN WANTED 
by Manufacturer of Iron Pipe Fit- 
tings and Valves. State experience in 
full, territory previously covered. Ex- 
cellent opportunity for the right man. 
Address Key 308, “Domestic Engineer- 
ing,” 1900 Prairie Avenue, Chic Ago, Lil. 
WANTED — PLUMBER WITH ILLI- 
nois Masters’ license to do plumbing, 
heating, sheet metal and pump work. 
Non-union, married man _ preferred. 
Steady job. Fox Lake Paint and Hard- 
ware Co.., Fox Lake, Iii. Pane 
WANTED ENERGETIC MAN TO 
take charge of Mill Supply Depart- 
ment located in New Jersey. Must be 
energetic and have constructive ideas. 
Address Key 306, ‘“‘Domestic Engineer- 
ing,” 1900 Prairie Avenue, Chicago. 
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REPRESENTATIVES WANTED IN 

leading cities to handle highest grade 
line of radiator shields and radiator 
cabinets. Our representatives earn 
$500.00 to $1,000.00 per month the year 
around, above expenses. Full selling 
plan furnished. Address Key 256, “Do- 
mestic Engineering,” 1900 Prairie Ave., 
Chicago. 





Situations Wanted 





To a Senior Executive 


Who is a leader or coming leader in 
his field. 
A capable young man (28) desires to 
associate himself with such an exec- 
utive in his Sales Department. 
Business experience—Nine years of 
Plumbing and Sales administration. 
Have created a large number of 
Wholesale accounts against severe 
competition with a limited line and 
on a quality basis for a small high 
grade Manufacturer of Enamelware 
during the past few years. Have 
wholesaler acquaintance between 
Mississippi River, Boston and Tampa. 
Education—Still in process. 
Have a capacity for hard work, en- 
ergy and vision. With co-operation 
and direction from an executive who 
understands humanity from a sales 
standpoint this young man will be 
very valuable to any organization in 
the plumbing field. 

Address—W. C. R. 
Spring Garden St. and Delaware Ave. 

c/o Terminal Warehouse 
Philadelphia, Penna. 





SALESMAN—FIVE YEAR EXCEL- 

lent record covering ten southeastern 
states. Has acquaintanceship in every 
city or town where there are Whole- 
salers and Plumbing and Heating Con- 
tractors. No direct-to-you proposition 
considered. Apartment 212, 200 Massa- 
chusetts Ave., Northwest, Washington, 
am <2 


POSITION WANTED — YOUNG MAN 

with 20 years’ practical experience in 
the plumbing, heating, windmill, pump 
and well business, past 10 years en- 
gaged in business, wants position as 
traveling salesman with Middle West 
jobbing house or specialty line. Ad- 
dress Key 304, “Domestic Engineering,” 
1900 Prairie Avenue, Chicago. 
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TRIPLE STRENGTH—DRAIN PIPE CLEANER 


DESOLVO Triple Strength Pipe Cleaner has every requirement of the perfect pipe 
cleaner. It gives quick action—It will not harden in the pipes—it has no objection- 
able or harmful odors or gases—it is thoroughly mixed so that there is no w 
and above all it is economical. Order a case from your jobber today. It is guarante 





EXPERT PLUMBING AND HEATING 

superintendent and estimator, grag. 
uate engineer, desires position. Avaij}- 
able at once. Address Key 305, “Do- 
mestic Engineering,” 1900 Prairie Ave. 
nue, Chicago. 


EXECUTIVE; BRANCH MANAGER. 

boiler and radiator manufacturer. 
over period of years handling Sales- 
men, Correspondence, Credits, Collee- 
tions, Warehousing, etc.; some plumb- 
ing supply experience; desires change. 
Would like to represent manufacturer 
among wholesalers, or connect with 
well established jobbing house. § Ad- 
dress Key 300, “Domestic Engineering,” 
1900 Prairie Avenue, Chicago. 











Lines Wanted 


A manufacturer, for the past twenty- 
nine years, of a high grade line of 
sheet metal products, selling through 
the Hardware, Plumbing and Steam- 
fitting trades, of the New England 
and Eastern Territories, is now pre- 
pared to expand their business by 
acting as a distributor or jobber of 
lines having active outlet through 
this trade. We pride ourselves on 
our well established accounts, and if 
you are looking for efficient and 
reputable representation through this 
territory, we solicit your correspond- 
ence. Address Key 295, ‘‘Domestic 
Engineering,’ 1900 Prairie Avenue, 
Chicago. 








SALESMAN WANTS TO R E Pp RESENT 

manufacturers selling direct to 
Plumbing and hontiaa contractors, 
Westchester county, New York, valves, 
brass line, malleable and steam fittings 
pottery, boilers and radiation. Address 
Key 309, “‘Domestic Engineering,” 110 
East 42nd Street, New York City. 








Lines to Handle 





WANTED—WE HAVE AN EXCEL- 

lent proposition for a state repre- 
sentative to handle an old well adver- 
tised line of pumps, water systems and 
water softeners. Give experience in 
first letter. Address Key 152, ‘““Domes- 
tic Engineering,” 1900 Prairie Ave, 
Chicago. 


WONDERFUL MONEY-MAKING SIDE- 

line proposition for salesman calling 
regularly and direct on plumbing deal- 
ers. Communications strictly confiden- 
tial. KOIL-LES HEATER COMPANY, 
(geneva, Illinois. 
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Cash must accompany order. Copy should reach 
us eight days in advance of publication date. 
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For Sale 





Oil Burners For Sale 
g—No. 4% S. T. Johnson Co.’s Semi- 
Automatic Oil Burners complete. 


i—No. 3% S. T. Johnson Co.’s Semi- 
Automatic Oil Burners complete. 


Semi-Automatic means high and low 
fame controlled by Honeywell Auto- 
matic Pressurstat. Oil and Air con- 
trol valve. Electric conditions, 60 
cycle, 3 phase, 220 volts. 

Guaranteed practically new. Will 
sell one or all at a bargain. 

All inquiries should be addressed to 
P.O. Box 242, Amsterdam, N. Y. 


FOR HEATING 
and supply above 3 x creon in a Cali- 
fornia Mountain town of 6,000. A nice 
little business well stocked and well 
worth $4,000.00. Owner wishes to re- 
tire. Address F. A. Menth, 1005 Weath- 
erlow Street, Susanville, California. 


FOR SALE EXCELLENTLY SITU- 
ated wholesale plumbing and heat- 
ing supply business, with buildings 
and real estate situated on Railroad 
siding, close to the heart of the City. 
Located in growing Eastern Pennsyl- 
vania city. excellent opportunity. Ad- 
dress Key 307, ““‘Domestic Engineering,” 
1900 Prairie Av enue, Chicago. 
FOR SALE NG AND HEAT- 
ing business for sale. Business es- 
tablished for 25 years, at Jefferson City, 
Mo. Approximately $10,000 stock. Sell- 
ing on account of death of the owner. 
Address Mrs. Thomas Kierns Estate, 
a kairmount Blvd., Jefferson City, 
Mo. 
































ESTABLISHED HEATING BUSINESS 

—in Michigan within 100 miles of 
Chicago. $30,000 annually; $3,000 in- 
ventory. Owner is entering oil burner 
distribution business. Address Key 302, 
“Domestic Engineering,’ 1900 Prairie 
Avenue, Chicago. 


a ee 





FOR SALE—INCORPORATED PLUMB- 
ing and heating business in Suburban 


town 20 miles from Chicago. Gross 
Business last year $50,000. Established 
‘ years at present location. Or will 


take a good mechanic as working part- 
her; $2,500.00 will handle. Address 
Key 301, “Domestic Engineering,” 1900 
Prairie Avenue, Chicago. 





TWO WATER SOFTENERS 
FOR SALE 


Suitable for Factories or Laundries 


Each 174 inches high; diameter 84 
inches; working pressure 75 Ibs.; 
capacity 6000 gallons between re- 
generations; maximum flow 232 gal- 
lons per minute; two-valve control. 
Also one solution tank, height 60 
inches, diameter 72 inches. All in 
first-class condition. 


FRIGIDAIRE CORPORATION 


Department 564 Dayton, Ohio 
FOR SALE: PIPE THREADING MA- 

chines, hand and power, all sizes and 
makes. Inquire D. B. Plumbing and 
Heating Sales Company, Fort Wayne, 
Indiana. 











_ Miscellaneous 


BIG BUSINESS SAYS! 


‘‘Prepare NOWto reapYOUR 
share in the coming years of 
great business Prosperity.’’ 


HARKEN to this Command, O Ye Shop 
Owners, Salesmen, Mechanics, etc. For- 
tunes will be made in these next few years 
by those who KNOW. Devote this Winter 
to Personal Preparation in a Technical way 
for nine er the bigger paying Jobs—the 
ones with the longer yearly income. Build 
Big with big Prosperity; Our Engineering 
Service is at your Command. Full informa- 
tion is free—check your Course, and mail 
today—no obligation. 


(] Plumbing and Sanitary En- 


gineering. 

[] Special Steam and Water 
Heating. 

[] Heating Ventilating En- 
gineering. 


([] Contracting and Estimating. 
Saint Louis Technical Institute 


Est. 1910 


The most thorough institution 
fer Technical Home Study Today 


4543 Clayton Ave. St. Louis, Mo. 














Look into its possibilities. 
of users, results of tests, and other information. 


his Never 





(get More Money 


for your Surplus 


PIPE COUPLINGS 


and Thread Protectors 


all sizes, black or galvanized. We pay highest 
market prices and the full freight 
from shipping point. 


Write for Prices — Today 
ALLEGHENY TUBE & STEEL CO. 


Tubular Div., Plant No. 3 
1304 N. Main Street, ST. LOUIS, MO. 


PORTABLE PIPE MACHINES 
LIKE NEW — Used on one job 
6-in. Oster Pipe Machine, mounted on 4-wheel truck 

and driven with a gasoline engine. 


4-in Oster Pipe Machine, mounted on 4-wheel truck 
and driven with a gasoline engine. 
2, 2-in. Oster Pipe Machines, mounted on 4-whee 
truck pee driven with a gasoline engine. 
HE O’BRIEN MACHINERY COMP 
113 tele Third St. Philadelphia, Pa. 
Lon Distance Telephone: Market 0727 
Cable Address: ““OBRIEN’’ PHILADELPHIA 


The Most Reliable | 


PIPE COUPLING BUYERS 
in The Country 


Write us about your surplus 
pipe couplings. 


CAPITOL MFG. &SUPPLY CO. 
550 Nicholas enn ecuenennemand Oo. 


ESTIMATING BLANKS, JOB TICKE TS, 

time sheets, stationery, etc., for 
Plumbers. Samples and prices by re- 
turn mail. Louis Fink & Sons Co., 
School Bldg., Laurel Springs, N. J. Es- 
tablished 1896. 


HARCO STOP VALVE 7 
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Printed with your name and address mace an ever- 
lasting advertisement. Send for samples and prices. 


HADDON BIN LABEL CO. Haddon Heights, N. J. 


cee 


Hundreds of clubs, hospitals, and hotels have already in- 
stalled Powers mixers. Because they always insure ACCU- 


RATE and ABSOLUTE control of temperature, they enjoy 


a wide demand. That demand is your big opportunity. Powers 


Shower Mixers are a profitable item for the master plumber 


Write for Book with impressive list 


THE POWERS REGULATOR CO.,, 2716 Greenview Ave., Chicago | 


37 years of specialization in temperature control—Offices in 38 cities (4188) 


SHOWER MIXER 


the P OWERS 
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LLaunpRY trays in color. Beautiful pastel tints selves, these folders appeal to women buyers. 
—worthy of the finest laundries. This is Alberene’s | You can have, for mailing, as many as you need 
new product, and new message, for progressive With your own name and address imprinted. 
plumbing contractors. Shall we send you a sample copy? 
- ; ; And don’t forget to push the sale of the new com- 

A mammoth advertising campaign will promote the nase : 
“ane pact model 40-inch tray—3314% lower in weight 
idea of color—and you can make money by tying-in ; S 
ciara, tin: eoiinis Ulin ill aaa miaal and price than any other Alberene tray ever offered. 
i N ) . 1s Ww a ~<« ~o ‘ 
’ P PY Alberene Stone Company, 153 West 23rd St.. 


Printed in the natural colors of the trays them- New York, N. Y. 
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Mention Domestic ENGINEERING when writing advertisers. 
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ott Install It ~ Make Your Profit 
and Forget It 


This is the story of the Y¥QGEEL, Number Ten Closet 
for schools, factories, and institutions—seat-action 
combination. 
| All metal wearing parts in the VYQGEL Number Ten 
| are made of a special grade of bronze, having high 
tensile strength. 


This Number Ten is made to last a lifetime. 


The Valve is simply and ruggedly constructed. It will 
not need adjustment or new washers for many years. 
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The Bowl is durable vitreous china. 
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_. See f The Tank is heavy iron galvanized. 

The Seat is close grained oak, reinforced, and where 
specified the outfit is furnished with indestructible 
rubber composition seat. 


Every closet 1s tested under working pressure 
before leaving factory. 


Here ycu can see why we say-—Make your profit and 
forget it. Your profit is all profit. No time lost on back 
calls. The YQGEL Number Ten is right when you 
install it and it stays right. 


JOSEPH A. VOGEL COMPANY 
Wilmington, Del. St. Louis, Mo. 


Vogel No. Ten Seat Action 
Combination Closet. Made for 
plants, factories, schools and 


institutions of all sorts. 
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